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WEBSTER 
HAS THE 





OVER COMPETITION 
... IN QUALITY 





Only Webster has the printed scale edge — the biggest boon 
to secretaries since shorthand. But that's not all! Webster 
Durametric is made from materials of the very highest qual-— 
ity — some of them imported from all over the world. 


The same care tnat's taken to procure the materials goes 
into the manufacturing. Skilled workers — many with over a 
half a century's experience — use only the highest stand— 
ards of craftsmanship to produce these carbon papers. 


So you see, quality is a tradition with Webster. Office 
workers have been using Webster's carbons and ribbons for 
68 years. It's a brand you can sell with pride and with 


profit. 


Sell the profit line 


...Seu WEBSTER’S 
CARBONS and INKED RIBBONS 


F. S. Webster Co., 13 Amherst St., Cambridge 42, Mass. 


Webster warehouses in New York « Chicago + Philadelphia « San Francisco « Cambridge 
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VOL. 105 FEBRUARY 1957 No. 2 
Buyers Index Issue in Two Parts — Part One 

Editorial Observations 

Planning coverage of annual events in IN THIS ISSUE 
our industry is always interesting. Only 
a few minutes of consideration reveal Letters to the Editor. Views of our readers are expressed in this 
difficulties for the editorial staff and a new monthly feature ........ deseceeieney ae 
perspective of the industry that indicates 
its magnitude, In addition to almost in- 
numerable local association meetings held An Inventory Control Plan That Works. Stevens, — & 
monthly, the industry supports 14 an- Co., Chicago, simplifies check on stock 18 
nual regional assemblies under the aegis 
of the National Stationery & Office 
Equipment Association, several territo- Extra Effort Sells More Pencils. Wood-cased writing instruments 
rial and national product shows, and six are worth pushing, stationer discovers — 
national conventions. All this without 
consideration of such fringe affairs as 
local business shows, school and art sup- Please Handle the Merchandise. Inviting inspection of the item 
plies group gatherings, office manage- is the first step to selling in Springfield, Mass. ath ea 
ment and accountants meetings, and 
many specialized business assemblies 
(banks, insurance companies, transporta- What is Role of Today's Wholesaler? Here's lucid wars 
tion companies and others) where office of a wholesaler's varied services . 24 
equipment and supplies are exhibited. 

Twenty-five significant industry events 
are listed in the Dates to Remember Steel Fixtures Help to Step Up Sales. A Sacramento, Callif., firm 
column on page 134 of this issue. At remodels for efficiency. Here's how . 28 
least one OA staff member will be in 
attendance at each affair. To arrange the 
coverage and still keep someone free to Outside Salesmen Need Inside Support. Selling office machines 
keep the wheels turning at headquarters is made easier by in-store demonstrations 30 
is no easy task. The simple facts of over- 
lapping dates and widely separated lo- 
cations will result in journeys by staff Office Planning. Another case problem amplified in layout, de- 
members totaling nearly 40,000 miles. sign and furnishing of the modern office . 


From the Wall Street stock market 
standpoint, the office equipment indus- DEPARTMENTS 
try did very well in 1956. In fact, of 50 





; : P Advertising Clinic . 110 District 5 156 
stock groups listed, office equipment led Appointments _..... “19 District 6 162 
all the rest with an advance in 1956 over Dates to Remember ...... 134 re - a" 
Pz y a Deaths ..... PRE A ose 140 istrict 9 atl 
aga? ye 47.6%. Steel recorded pecgress Editorials _...... - 14 District 11 178 
of 17.7%, air transport just barely held Export Statistics ‘ 160 Golden State Travelers ..182 
its own, and automobiles showed a loss — oon : - eta wg —-- ef 
f Ago . ere an ere . ; ews .... =F 
of 4.87. Much of the production and Industry Meetings . 78 OA's Press Time Bulletins e 
distribution facilities of the office equip- in Other Lands 66 Office Interiors _..... 32 
ment industry are not represented on the Lost Sale Quiz 116 Patents ......... 148 
bork bet. F l d | New Products . 42 Sales Stimulators-Catalogs . 62 
stock mar et. rom personal and mat News Motes Seen & Heard in 
contacts with many manufacturers and Canada _... 202 Southern California _... 188 
it is apparent that the industry as a 
whole has done very well, even though 
it did not reach the exceptionally high SSS o Editor and Publisher: John A. Gilbert 
record achieved in stock market prices. ‘( ): ee! ; 
Continuation of the 1956 trend in 1957 Q re ee ee Bats Schimek 
is expectable. tonne” Walter S. Lennartson Leonard Schime 
a gott® s Managing Editor: Service Bureau Manager: 
Wyo Ly yg Gn > Dp: Clarence O. Schlaver Richard G. Johnson 
*, ‘eo Assistant Editor: Eastern Editorial Rep.: 
Editorial Director all Robert Minor John L. Gallup 
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OFFICE APPLIANCES 
February 1957 


Publisher and Treasurer: John A. Gilbert 
Assistant Publisher: Charles W. Gilbert 
Assistant Treasurer: Richard M. Dauahert 

Circulation Director: 


Production Manager: 


OFFICE APPLIANCES was founded by George H 
Patterson and developed through 34 years by 
Evan Johnson. 
Published on the 23rd of each month preceding 
the month of issue by The Office Appliance Co., 
600 West Jackson Boulevard, Chicago 6, Il. Cable 
address: Applico, Chicago. Phone: DEarborn 2 
3206. 
ESTABLISHED 1904: Succeeding and embodying 
| American Stationer, New York, established 1873, 
| the origina! trade journal serv 
field; Typewriter Trade Journal & Office Systems 
New York, 1904; The Office, Franklinville, N.Y., 
1904; The Office Appliance Journal, Chicage 
1905; Business Equipment Journal, Chicago, 1908; 
Office Outfitter, Chicago, 1908; the origina! Na 
tional Stationer, New York, 1909 

= 
OFFICE APPLIANCES is a news and merchandis 
ing journal serving dealers and agents who func 
tion as distributors of commercial! stationery, office 
furniture and office machines 

7 


nq tne stationery 


Western Advertising Department: Herbert L 
Vice-President, and DeLysle F. Cass, 600 W. Jack 
son Blvd., Chicago, Ill. Phone DEarborn 2-3206 


Eastern Office: G. C. Wheeler, Vice-President and 


Eastern Manager; Wallace W. Fisher, Assistant 
Eastern Manager; J. L. Gallup; 100 E. 42nd S 
New York 17, N.Y. Phone MUrray Hil! 2-2373-2374 
California Representative: S. C. Mead, 2633 } 


itary Ave., Los Angeles 64, Ca Phone GRanite 
7-2970. 

® 
SUBSCRIPTION RATES: 

| Year 2 Years 3 Years 

United States $3.00 > 
Canada $3.50 $4.00 

All Other Countries $6.00 $10.00 $14.00 


Single copies: United States, 5 Canada, 60 
all other counsries, 75c. February Buyers Index 
Issue (Parts | and II), $2.00. 

« 


OFFICE APPLIANCES is registered in the United 
States Patent Office, Washington, D. C 
Copyright: Contents c t 
by the Office Appliance 
class matter, July 8, 19 t 
Chicago Ill., under Act of M 379. Ad 
ditional entry at Mendota 
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SERVICE BUREAU 


The Service Bureau of Office Appliances 
is maintained for the exclusive use of sub 
scribers and advertisers. It answers in- 
quiries pertaining to the field, furnishes 
names of manufacturers of office supplies 
and equipment, and aids dealers in secur 
ing lines, without charge 
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in This issue 


... don't miss 


G. O. Stevens, presic 
Stevens, Maloney & Co., vet 
eran commercial! stationers in 
the heart of Chicago's finan 
cial district, has developed a 
stock contr ystem wt 
works well for him and which 
can be adapted to fit most 
retailers’ needs. 
have sufficient stock on hand 
when the customer wants merchandise. At the same time 


it offers simplicity of operation and consumes a minimum 
amount of time. The system, as it works at Steven 
Maloney, is explained in detail on the opening pages of 
the special office supplies section. Pages 18-20. 


The second offering of the new 
"Office Planning'’ section by 
OFFICE APPLIANCES deals 
with how a Milwaukee, Wi 
dealer successfully solved a 
problem of a manufacturer 
the Milwaukee Chair Com 
pany, in wanting to display its 
own products to good advan 


tage in remodeled  oftices. 
Once aga a section which shows the role otf the 
Jesigner in putting office furniture, walls, floor treatment 
and accessories into harmony. It tells in detail how spe 


ial problems were disposed of. The section is perforated 
or easy removal to a file binder. Month by month, the 


¢ 


Office Planning'’ guide becomes a continuing source of 


Next Month... 


A special section in the March issue will deal with 


@ 


tems selling, giving particular reference to visible r 
he third “Office Planning" guide will present 
dealers’ solutions to particular design problems. A 
ection will highlight the forthcoming 
vention and exhibit in New Orleans March 27-3 
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OA’‘s Press-Time Bulletins 





UNDERWOOD CORPORATION board of directors 





has elected Joseph A. 
Thomas, partner in Leh- 
man Brothers, chairman 
of the executive com- 
mittee. Also elected to 
the executive commit- 
tee were Reeve Schley, 
chairman of Underwood's 
board, Fred M. Farwell, 
president; Robert lL. 
J. A. Thomas Clarkson and Dudley H. 

Mills. Phillip D. Wag- 
oner, former chairman of the executive 
committee, after completing 60 years 
in active business, was elected honor- 
ary chairman of the board and will con- 
tinue to serve as a director. 





DADOURIAN EXPORT CORPORATION of New York 





City has acquired ownership of the cap- 
ital stock of Royal Metal Manufactur- 
ing Company, as of November 15, 1956. 
There have been no changes in opera- 
tions or personnel in Royal Metal or in 
any of its subsidiary companies. The 
present officers and operating per- 
sonnel will continue to operate in the 
Same capacity. Irving Salomon will 
continue as chairman of the board; 
Joseph K. Salomon will remain as presi- 
dent ; George Lauteman will continue as 
vice-president and general manager, 
B. C. Berney as general sales manager, 
Robert E. Reetz as manager of the of- 
fice furniture division and G. E. 
Boissy as advertising manager. 


BANKERS BOX COMPANY announces it has moved 


to new building at 2607 N. 25th Ave., 
Franklin Park, Ill., where are housed 
the general office, factory and ware- 
house. New telephones are NAtional 5- 
7611 in Chicago and GLadstone 5-7700 
elsewhere. The completely new and 
modern building is the combination of 
more than two years of careful re- 
search and planning for the benefit of 
customers and suppliers. For 38 years 
Bankers Box has been building record 
Storage products. 


COLE STEEL EQUIPMENT COMPANY, INC., has 





devised a pension and life insurance 
plan for employees, announces S. T. 
Scheinman, president. The plan, which 
will be paid for entirely by the firn, 
is for employees who are between the 
ages of 30 and 60 and who have been with 
the firm for three years or more. The 
benefits will be in addition to those 
of social security. 
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Late and Important News for Our Readers 


THE CARTER'S INK COMPANY has announced a 


SAM 


dealer-salesman contest to tie in with 
"Name the Kitten" consumer contest to 
promote its new electric line of car- 
bons and ribbons. An 8-day trip for 
two via Pan American World Airways to 
the West Indies is being awarded as 
first prize to the dealer salesman who 
sells or demonstrates one or more items 
in Carter's new electric line to the 
greatest number of different compa- 
nies. The contest closes May 22, 1957. 
Other prizes include 25 new 1957 Gen- 
eral Electric table model radios. In 
addition, Carter's is conducting a 
"Name the Kitten" contest to promote 
the electric line at the consumer 
level. Contest advertisements are be- 
ing planned to back up the campaign. 


I. WOLF, 62, one of the founders of the 
Wolber Duplicator & Supply Company al- 
most 25 years ago and who had served 
the company as president since, died 
on Sunday, December 23, 1956. 


CLARY CORPORATION has sent a team of three 





factory experts to West 
Germany to set up pro- 
duction lines and train 
German employees at the 
new plant which the 
business machines man- 
ufacturing company 
opened this January. 
They are Larry K. Wirtz, 
director of inventory 
control; Henry Steg- 
mann, rebuild special- 
ist, and Frank Marbell, inspection- 
correction assembly leadman. The three 
American factory men expect to spend 
about three months at the West Ger- 
many plant. 





Larry Wirtz 


HALE INDUSTRIES, INC., division of F. E. 





Hale Manufacturing Company, Herkimer, 
N.Y., as of January 1, 1957, assumed 
all sales of the F. E. Hale Manufactur- 
ing Company, announces J. Andrew Ben- 
son, sales manager. During the change- 
over, all checks are to be made out to 
the company stated on the invoice. 


A CHRISTMAS BABY is James Dyer Butterfield, 





born December 25, 1956, to Mr. & Mrs. 
William S. Butterfield. The father is 
associated with Smith & Butterfield in 
Evansville, Ind., as secretary of the 
corporation. 








OA Advertisers 





A 

Acco Products, Inc. ... 211 
Ace Fastener Corporation 169 
Addo Machine Co., Inc 74, 75 
Adirondack Chair Co. . 216 
Advanco Products . 208 
Aico Indexes 202 
All-Stee! Equip., Inc. 85 
Allen And Co. ...... 213 
Allen, R. C., Bus. Mach., Inc 89 
Aluminum Seating Corp 187 
Amberg File & Index Co. 212 
American Dict. Mach. Co., Inc 17 
American Hair & Felt Co. ... 134 
American Passbook Co. .. 215 
American Photo Labs. . 194 
American Stencil Mfg. Co 125 
Ames Supply Co. . ‘ 217 
Anco Wood Spec., Inc. 156 
Anderson-Hickey Co., Inc. 200 
Angler’s Company ..... 206 
Apsco Prods., Inc. 214 
Ard Manufacturing Co 209 
Arrow Fastener Co., Inc 87 
Artistic Desk Pad Nov. Co 168 
Art Metal Constr. Co. 109 
Art Stee! Co., Inc. 127 
Associated Stationers Sup. Co. 10, 11 
Atlas Stencil Files Co. 214 
B 

Bankers Box Co 81, 82 
Bankers & Merchants, Inc 215 
Barber-Colman Co. 212 
Barkley, C. L., & Co 117, 11 
Bassick Company . 154 
Bay Prod., Inc. 178 
Beach Publishing Co 215 
Bentson Mfg. Co. 140 
Berger Division 218 
Bohn Duplicator Corp. 77 
Boling Chair Co. .. 185 
Boorum & Pease Co. 130 
Borden Company . 182 
Borroughs Mfg. Co 109 
Bright Chair Co., Inc 203 
Brush, John D., & Co., Inc 217 
Cc 

C-Thru Ruler Co. 211 
Cardinell Corp. 217 
Carter's Ink Co. . 133 
Central Desk Mfg. Co 203 
Changepoint, Inc. 205 
Chicago Lock Co. 173 
Clarotype Co., Inc. 214 
Clauss Cutlery Co. 158 


Cole Steel Equip. Co. 55, 56, 57 
Columbia Stee! Equip. Co 
Comptometer Dictation, Div 


4co 


NNH ee 
~~ re CO OF 
o- 


Consolidated Business Systems 5 
Cotterman, I y 5 
Currier Mfg. Co 170 
Curtis-Young Corp 110 
D 
Davenport, A. C., And Son, Inc 174 
Dazor Mfg. Corp. ... 197 
Dennison Mfg. Co. .. 122 
Dixon, Joseph, Crucible Co 103 
Doro Mfg. Co. .... 206 
Downey, C. L., Co 184 
Du Prints, Inc. . 63 
Durable Metal Prod. Co 202 
E 
Eagle Pencij Co. . : 52, 53 
Elward Mfg. Co ; 216 
Ennis Tag & Salesbook Co. 

daeae re we Fh 
Equipto Div 209 
Every Ready Calendar Mfg. Co 144 


Faber, Eberhard, Pencil Co 
i 67, 68, 69, 70, 71 


While every precaution is ta 


F 
F & Tarrant Mfg. Co 
Pen Co 
Marking Equip. Co 
G 
General Fireproofing Co 
Gingher Mfg 
;lidex Corp 
G ope Wern cKe Co 
Graff, Geo. B., Co 


Gregson Mfg. Co 
Guide System & Supply Co 
suniocke, W. H 


Ha on Mf 

Ha Philip, Co., Inc 
Hardboard Fabricator Inc 
Har Corp 

Haske In 


Hedges Mfq. Co 


Hemisphere Steel Prod. Corp 
Herring-Hall-Mervin Safe Co 


Hunt, C. Howard, Pen Co 
Huntinaton Chair Co 
Hygienic Denta Mfg Co 


/ School Supply Co 
vincible Metal Furn. Co 


Uv 
-) 


Chair Co 


189 
201 
136 


137 
212 


181 


_ 172 


191 
120 


176 

15 
184 
216 
153 

97 
142 
150 
163 


Back Cover 
205 


162 


44, 45 


207 
199 
175 
139 


215 
207 
144 


217 
Zi/ 


® to bring quicker 


and more complete responses 


mention OFFICE APPLIANCES 


when writing advertisers 


L kK 
La Salle Products Co 213 Regal Typewriter Co. 214 
Lawson, The F. H., Co 210 Regna Cash Registers, Inc 157 
Leedali Prod. Mfg. Co 208 Remington Rand, Inc. 90, 91 
Leonard, Chas., Inc 211 Republic Steel Co 218 
Leopold Co 159 Revo-File Division 9 
Lit-Ning Prod. Co 141 Rivet-O Mfg. Co. . . 210 
Lyon Metal Prod., Inc 113 Roberts, Weldon, Rubber Co . 124 
Rockwell-Barnes Co. .. .. 114 
Rowles, E. W. A., Co a 
Royal Metal Mfg. Co . 104 
M Royal Register Co. . . 119 
Royal Typewriter Co . 49 
Mac Kenzie, Arnold, Inc. 216 
Marble, B. L., Chair Co 183 
Markilo 214 $ 
Markwell Mfg. Co 212 
Marsh Stencil Mach. Co 210 
Maso Steel Prod 193 
Master Mfg. Co 209 Seal-O0-Matic Dispenser Corp 171 
Mayline Co 208 Semco Sales ..... ‘ 188 
Meilink Steel Safe Co 146 Sengbusch S-C Inkstand Co 166 
Melind, Louis, Co 194 Shaw-Walker Co. 51 
Metalstand Co 47 Sheppard, C. E., Co 213 
Midwestern Sales Corp 19% Sikes Co., Inc. .. 129 
Midwest Metal Mfg. Co. 198 Smead Mfg. Co. 99, 100 
Milwaukee Chair Co 116 Smith, Chas. C., Inc > oe 
Minnesota Mining & Mfg. Co. 121 Smith-Corona, Inc. — 
Mittag & Volger, Inc 65 Smo-King Prod. . 182 
Modernize, Inc 155 Speed Key Corp . 217 
Mosler Safe Co 9 Speed-0-Print Corp. . 161 
Multistamp Co., Inc 178 Standard Furniture Co. . 151 
Stark Calendars, Inc. . 180 
Stationers Loose Leaf Co . 196 
Stebco Products . > oe 
N Steelmaster ..... 127 
Stempel Mfg. Co. 216 
poner a ae & Co 112 
National Blank Book Co 135 tile-Craft rs., Inc. 164 
National Cash Register Co 115 Stolper Stee! Prods. . 188 
National Lock Co 195 Storms, H. M., Co. 138 
National Office Furn. Assoc 204 Sturgis Posture Chair 143 
Neiman Steel Equip. Co. 204 
Noesting Pin Ticket Co 172 
Norta Distributing Co ee 216 
Northern States Envelope Co 139 T 
° Taylor Chair Co. . . 126 
Top Flight Prod. Co 192 
Tubecrafters Sales Div . 190 
Office Appliances 180 
Office Furn. Whis. Distr 217 
Ohio Chair Co 111 
Old Town Corp 43 U 
Oxford Filing Sup. Co 216 
5 U. S. Carbon & Ribbon Mfg. Co. . 200 
Pearl Engraving Corp 216 Vv 
Peerless Steel Equip. Co 93 
Photo Materials Co 190 
Posting Equip. Corp 192 
Print-O0-Matic Co 177 Vail Mfg. Co 186 
Valco Company 148 
Virginia Fibre Corp 79 
Vogel-Peterson Co., Inc 128 
Q 
Quality Park Envelope Co 147 w 
Warshaw Mfg. Co 132 
Webster, F. S., Co. 2 
iit aa Weis Mfg. Co. . 123 
' Welham Metal Prod. Co 215 
: Wells Chair Corp. 41 
Western Mfg. Co 131 
' Whirl-O-Matic, Inc . 186 
- Whitney Sign Co 217 
° Worden Co 211 
Write, Inc. 214 
: Y 
; Yawman & Erbe Mfg. Co 221 
Ce LOR ES, Ce OE Py ' York Safe & Lock Co 145 
the publisher does not assume any responsibility for errors or omission 
OA—2/57 


( 


14 
[57 


218 


210 
124 
152 


104 
119 


126 
192 
190 


186 
148 


128 


221 
145 


/57 


Deadline 10th of month preceding issue date. The rate for classified 


Want Ads 


advertisements is twenty cents a word, minimum charge $4.00 
payable with order. Add six words if box address is used. 








SALESMEN WANTED 











ALESMAN WITH FOLLOWING: Good importe Jeline, telephone extension arms 
and la offices and factories. Good comm Write Office Appliances, Box 
0-167, 1 East 42 St., New York 17, N. Y 
NATIONA NCERN with over 60 years of established reputation has opening fi 

ng mar 4 to 35 with Typewriter or Adding Machine Sales experience Good 
ent and earnings. Must be willing to work. Territory open 

q e j Give full particular n ¢ t letter regarding self. Write Of 
fice Apr Box 0-173, Chicago € 
TEXA KLAHOMA, LOUISIANA, ARKANSA excelient potentia G 

for experienced man to represent nationally known envelope and 





acturer selling office supply dealers in this four state area 


Worth headquarters preferred. Write Office Appliances, Box 0-179 














INCREASE Y R EARNINGS with our omplete é f advertising specialties 
ery t prospect. Carry as sideline. Highest mmissions. For information 

write C. Stam Advertising & Printing Co. Woodville, Texas 

MANUFACT 2 OF A NATIONALLY KNOWN LINE of Steel Office Furniture re 

tt e f a man experienced in sales to the Chicago dealers. This is an 
j ty for the right man who rn side in Chicago or vicinity 

se rt ar in original app atior Write Office Appliances, Box 

0-188 

WANTED wire office supply salesman by 38 d established Chicago firr 


Premiun tive plan for customers House j furnished. Liberal commiss 
and INCOME UNLIMITED. Selling experience related fields preferred 


Write es, Box 0-191, Chicago ¢ 








SALES REPRESENTATIVES WANTED 











EXCLUSIVE DEALERS’ FRANCHISES 

for first ty steel storage and wardrobe cabinet chairs and stools, and all 
ze juirie r brief cutlines f scope and experience are invited fron 
estat er J lesmen. Many lucrative areas throughout the country are 
right concern. An ide perative plan for local adver 
ncluded in dealership. Excellent profits write to 

Lew Equipment Corp., 401 13th Street, Carlstadt, N. J 
t n Tennessee, North Carolina, South Carolina, Ala 
} f fice machines ne. Pr de good supply business. Write 

ff Box lé Chicago ¢ 





RER’S REPRESENTATIVES calling eering departments, con 
f 


cturers and architects’ offices wanted in major cities to represent 

fact r f filing system for blueprints, drawing maps, etc. Exclusive terri 
with extensive advertising program. Please advise extent of present 

w carried and types of firms calle A Dancer “Stikfile Com 


x 10221, Houston 18, Texas 




















ALESMAN WANTED BY MANUFACTURER, to carry attractive and popular priced 
ne esk | Desk Sets and Office Accessorie Following territories are open 
Me tioners, Office Furniture Dealers, Department Stores. (1) New 
England 7 tory ) Philadelphia, Baltimore, Washington (3) Metropolitan New 
rie New rsey. Letters kept in confidence. Write Office Appliances, Box 0-168 
100 East 42 St., New York 17, N. Y 

VEAR MANUFACTURER OF OFFICE SPECIALTIES desires Commission Men 

for V Territories. Please write GEORGE E. FOX & CO., 1051 N. Throop St 
MANUFACT ERS REPRESENTATIVES WANTED t € a quality line of spirit 
tors and attendant supplies. Exclusive territories available. Prod 

y to the following dea'ers: Duplicating Machine—Office 

q t poly-—Typewriter—Stationery—Carbon & Ribbon and Printers 
e experienced with Duplicators. Reply giving experience, lines now 

d tory vered. Write DuPrints, | 1s Main, Los Angeles 15 
MANUFA ER WITH 50 YEAR REPUTATION and national sales seeks competent 
ire Line i sid + fice furniture dealers and has recoa 

write brief letter ting nes now handled, territory 

fice Appliances, Box 0-174 hicago ¢ 
MANUFACT ER REPRESENTATIVE WANTED t ell a quality and popular 
d werted paper products to Office pply and College Book Store 
Midwest territories available. Exce pportunity. Write Office Ap 
Chicago 6 

ANUFACTURER WANTS MFG. REPRESENTATIVES NOW SELLING TO 

TATION sell Inked Ribbons, Carbon Papers and Duplicating Supplies Whole 
T COMMISSION BASIS. Line molete and competitively priced 

t ers our brands and/or their Expansion of oneration 

ake tunity available to the riaht man in his territorv! WRITE ONLY 


AND INTERESTED. Write Off Appliances, Box 0-180, Ch 








NEW YORK MANUFACTURER OF WIRE STAPLES WANTS REP 


ting lines te er stationerv trade in Illinois, 1 
Write Office Apr es, Box 0-18 nicag 
-__——— 
REPR»E , WANTED to handle nationally ivertised lines of steel transfer 
fice items. Most territorie pen. TOP FLIGHT PROD 
s Chicago 36, Iil., phone Walbrook 5-7100 





MANUFACTURER’S REPRESENTATIVES WANTED for top design, high-quality line 
of wood executive furniture. All territories open. Advise lines carried and experi- 
ence. Write Office Appliances, Box 0-186, Chicago 6 





REPRESENTATION WANTED for dynamically new low priced Sales Charts, etc. Big 
potential. Excellent commission. Advance Press; Addison, II! 


SALES REPRESENTATIVES AVAILABLE 


WE CONCENTRATE IN MICHIGAN, OHIO AND INDIANA — consequently our 
manufacturers get results. Can handle one or two additional high grade lines in 
office equipment field. Write Office Appliances, Box B-189, Chicago 6. 











TCP LINES WANTED by experienced manufacturers representatives group covering 
Illinois and Wisconsin calling on stationers and office equipment dealers. Write 
Office Appliances, Box B-190, Chicago 6 





RELIABLE MANUFACTURERS REPRESENTATIVE with thorough experience for the 
past eighteen years in the office furniture and office supply field is’ looking for 
one substantial, well introduced main line. Would seriously consider joining a 
reputable sales organization for representation in Chicago, Illinois, Indiana and 
Wisconsin. Write Office Appliances, Box B-191, Chicago 6 


MANUFACTURERS’ REPRESENTATIVE for many years with established dealers in 
Southern Illinois and Eastern Missouri. Want complete ‘Quality’ steel office 
furniture line to replace discontinued line. Write Office Appliances, Box B-192, 
Chicago 6 





IF WISCONSIN, MINNESOTA, AND IOWA NEED REPRESENTATION, you want us. 
We promote furniture only, the way you want it promoted. Write Office Appliances, 
Box B-193, Chicago 6 





SALES REPRESENTATIVE AVAILABLE. Manufacturers representative calling on 
al! stationers, department stores and college bookstores in the states of Washington, 
Oregon, Montana and Idaho can give excellent attention and production to one 
additional supply line. Best of references. Write Office Appliances, Box B-194, 
Chicago 6 





REQUEST LINES AS A MANUFACTURE AGENT to cover Delaware, Maryland, 
District of Columbia, Virainia, and Pennsyivania. Any or all. Would prefer writing 
instrument and solvents for cleaning office machines including mimeograph, paper 
products, spirit master, duplicating ink and spirit. etc. Please send complete 
detail and commission. Write Office Appliances, Box B-195, Chicago 6 





AGENTS WANTED 





HAVE AGENCY OPENINGS for qualified men to handle exclusive enfranchised 
Typewriter and Adding Machine Line. All Equipment will be on a consignment 
basis. These openings are located in Colorado and one in Nebraska. If interested 
in an opportunity to go into business with a minimum investment, write and give 
particulars regarding experience and financial qualifications. Write Office Appliances, 
Box 0-175, Chicago 6 





PARTNERS WANTED 





RETAIL BUSINESS FOR SALE. Part interest to working partner in Hawaii's oldest 
office machine company. Also sells furniture and supplies. $200,000 gross per year 
Present partner too busy with other interests to be active. Represents over twelve 
national accounts. Write P. 0. Box 2814, Honolulu, T. H 





RETIRING PARTNER WILL SELL Y% Interest in 16-year old well established ma- 
chine, furniture, and stationery store. Top franchised lines. Smog-free Southern 
California city of 60,000. Write Office Appliances, Box 0-187, Chicago 6 





STORE MANAGER WANTED 





OFFICE SUPPLY, EQUIPMENT, AND MACHINES STORE HAS OPENING for ex- 
perienced manager with proven background In field and with printing. This is a 
combination operation of Printing and Office Supplies owned by Newspaper, Perma- 
nent. Opportunity unlimited for proven executive. John T. Gibson, Democrat Office 
Supplies, Greenville, Mississippi 





OFFICE MACHINE MECHANICS WANTED 


EXPERTENCED, AGGRESSIVE OFICE MACHINES MECHANIC. Excellent opportu- 
nity with established firm in southwest. Write Office Appliances, Box 0-177, Chicago 


ia 








WANTED: A mechanic with initiative and ambition. Possible to become part owner 
of business. Housing available. Special interest one or all duplicating machine 
typewriter, and adding machine. Contact Associated Business Machines Company 
Warren at North Union Ave., Havre De Grace, Maryland 

EXPERIENCED MECHANIC on typewriters and adding machines. Top wages with 
fact growing west coast company. Commission on sales and other benefits. State 
experience and qualifications. Business Machines, 1415 W. San Carlos St., San 
Jose, Calif 








EXPERIENCED SERVICEMAN for Cath Reaisters and Adding Machines. Too 
alary - permanent position. Prefer National Cash Register man. Hockemeyer Cash 
Register and ‘Adding Machine Co., 1031 E. Wayne St., Fort Wayne, Indiana 





OFFICE MACHINE MECHANIC AVAILABLE 





UNDERWOOD FACTORY TRAINED TYPEWRITER ADDING SERVICEMAN, 38 
Family, Reliable, Christian, Desires promotion, Permanent Job. Write Office Ap- 
pliances, Box 0-178, Chicago 6 


WANT ADS, Continued on page 8 
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OFFICE MACHINE MECHANIC. / aan 7 \aisleneien tated @ oe f $6.00 per 
Managing Shop. Write Office Apy R w) $1 per M. BE , $ 7 ATE BE 
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Binghamton dealer 
tells you how he sold 
2/ Revo-Files... 

a 15,525 order! 


ROY HANKS of Georgia-Hanks Co. says: 


card 
since 


“NEXT, | USUALLY SHOW HOW one or hundreds can be 
removed instantly. (No problem Mosler Revo-File 


eliminates card-punching and mechanical attachment.)”’ 


2. 





“BUT THE SALES CLINCHER, this time, came when I showed 
the extra-quick reference possible with an installation of 
selector Revo-Files—average selection or reference 
made in 11% seconds.”’ 


4. 


electri 


“P.S. | came away with an order for 27 electric selector Revo- 
Files. Pretty convincing proof to me that the Mosler Revo-File 
is where the big money is, today, in rotary card files.” 


3. 


“I'M ALWAYS OFF TO A GOOD START when I show that present 
cards can be transferred direct to a new Revo-File . . . with 
savings in transposition costs of hundreds of dollars per unit.” 


l. 


4 
“THEN | SHOW THEM WHY they never have to worry about 
cards dropping out . . . how Revo-File’s exclusive belt method 
of holding cards in file assures complete protection against 
card fall-out or wear.” 


A Limited Number Of Valuable 
Mosler Revo-File Dealerships Available! 
If you would like to share in the big profits being made by Mosler 


Revo-File dealers . . . WRITE, WIRE OR PHONE THE 
MOSLER SAFE COMPANY, Dept. OA-175, Hamilton, Ohio. 


market, sales up over 50% in 
1956! 


e Only single-drum rotary file of 
its type that does not require 


_ re » ar > -< ! > . 
mechanical attachment of cards - Big profits on each sale without 


, rice »< ac ne ! 
e Manufactured for all standard any service headaches! 
and most off-size cards! « Practically sells itself. Produces 
; ; < 40°), reorders! 
e Available in manual and auto- ; 
matic electric selector models! * Wide-open market. Every firm 
with 3,000 or more cards is a 
prospect! 


e“Hottest’”’ rotary file on the 


Another fine 
product of 

The MOSLER 
SAFE Company 








To Stock Carrying COMMERCIAL STATIONERS Everywhere: -: 


Let ASSOCIATED STATIONERS SUPPLY COMPANY, with its tremendous buying power and 40 year “know how", 
help you in 1957. ASSOCIATED and its retail twin, HORDER'S, INC., cover both wholesale and retail activities, 
hence know your problems as no one else in the industry can. 


Note these advantages when you buy from ASSOCIATED: 


Central Distributing Point — Chicago Great convenience: 


Approximately $2,000,000 stock of over 15,- ed 4 
000 commercial stationery items. Popular lines You write ONE ORDER 


described on opposite page. — You receive ONE SHIPMENT 
Trained salesmen to help you — many are 

former retail stationers. — You check ONE RECEIVING TICKET 
Largest experienced buying power in our in- — You receive ONE INVOICE 

dustry. 

Expert advice on retail problems. — You send ONE CHECK 





Ben Beeler Forrest Booth Owen Doss Bill Leineweber 


These ASSOCIATED men and the over 600 manufacturers whose lines we distribute can help you make 
money. 











Cort Horr Harold Jacobsen Tony Peters 
Vice Pres. Sales President Vice Pres. Merchandising 





Bill Bardwell 





Jim Dickas 





Associated Stationers Supply Company 


229 S. Jefferson Street 
Chicago 6, Illinois 





{one half block west of the Union Station) 
Joe Ellis Telephone FRanklin 2-6760 Earl Regdon 


Please pay us a visit whenever you are in town — you are always welcome. 


e:.. «+ Buy EVERYTHING from ASSOCIATED STATIONERS 
Here are just a few of the Quality Brands which ASSOCIATED Distributes: 


ies, 


me. 
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Beach Publishing Co. 
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DON’T MISS 


HALF OF THE 


FORMS 
PROFITS 


Get it all with 


* €nnis 


me 
ee 
os 


Foremost producers 
of quality forms for 
business in the nation 


New and better business forms for today’s 
Ofliceare growing rapidly in demand and 
daily sé. You’re missing good profits if 

you'fe missing these sales, Go after them 
with ENNIS! Ennis has the most modern and 
complete facilities for producing every 
needed. form . . from the newest to the 
everyday .. gives them to you at competitive 
prices for any job. And remember .. Ennis 
products are sold through dealers .. we’re 
your supplier, not your competitor! 


Ennis Forms ore attract vely durably” 
packaged .. labeled clearly .. the 
best in the industry! 
a 
3A 


TAG & SALESBOOK CO. 


Home Office and Factory 
Ennis, Texas 


Western Factory Eastern Factory 

Paso Robles, Calif hatham, Va 

Branch fices and Worehouses oat 

Houston @ Dallas © Waco @ Birmingham @ Monroe, La. ® Los 
Angeles @ Denver @ St. Lovis @ Sanford, Fla, © Oklahoma City 









——— 

: G ne ; V 77 y 
: Register = ZB 
Forms 
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Letters 


Readers are invited to express themselves briefly 
on any subject velated to the office equipment 
and supply imdustry. Address: Letters Editor, 
OFFICE APPLIANCES 600 W. Jackson Bivd., 
Chicago 6, Ul. 


The Typewriter Dealer Vs. the Wholesale 
House 


If you are a typewriter dealer handling port- - 
able typewriters I imagine that the sale of port- 
ables by so-called wholesale houses has hurt your 
business considerably. Have you wondered what 
we as dealers can do to combat this situation? 
Here is my answer: 

Let all the dealers handling a certain line of 
portables quit pushing that line and concentrate 
on the other makes until the first manufacturer 
agrees to stop selling portables to the discount 
houses. After that concession is made we dealers 
can switch to the sale of non-discount house 
portables and stop promoting the sale of the 
other portables. It will be only a short time be- 
fore the other companies fall into line. 

As dealers we can’t afford to maintain a repair 
shop and service machines for the discount 
houses. This is a big problem that is getting big- 
ger all the time. If it is brought up at dealer 
meetings all over the country and some action 
taken, I think that we can lick it. 

T. F. GRAVES 
Minot Typewriter Company, 
Minot, N. D. 

Mr. Graves refers to a problem faced by 
office machine dealers in all parts of the country. 
He suggests one solution. Other readers may have 
other ideas. Comments are solicited. 


New Section Approved 

We take time to compliment your organiza- 
tion on the new ‘‘Office Planning” section noted 
in this month’s OFFICE APPLIANCES. 

We are positive that dealers who understand — 
the term Office Planning as it is used today are 
the dealers who in the future will do the big 
job- in office furniture. The space you are de- 
voting to this subject should be of real assistance 
to all dealers and especially to the small ones 
who because of their size are not able to employ 
professionals in this field. 

GILBERT B. Bosse 


Imperial Desk Company, 
Evansville 7, Indiana 


Thanks! We plan to keep the Planning Sec- 


tion gom g. 
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Sell Up Instead of Down 


We need to raise the caliber of the office 
furniture industry by selling up instead of down. 
Dealers are too ready to drop the price, and at 
the same time their service. The lessons that were 
learned in the war years and the years directly 
after — that it is necessary for every dealer, if 
he is to remain in business, to obtain a just and 
proper mark-up for his merchandise and service 

seem to have been forgotten. They fail to 
recognize the necessity of offering more and more 
service of every nature, which involves additional 
overhead, in order to increase their business. 
JOHN E. MossMAN 
Desks, Inc., 
New York, N. Y. 

There can be no quarrels with the theory of 
Mr. Mossman’s recommendation. lts practice also 
should be sound and propeabie. Why isn’t it put 
into function more generally? 


Better Trained Salesmen Needed 


We feel our industry needs, as it has never 
needed before, better trained salesmen. Not only 
do they need product information but they need 
intensive training in the development of selling 
and service techniques. It is hoped that with this 
training and development, salesmen will be better 
qualified to overcome price cutting competition, 
the profit killer in our industry today. 

As we struggle in our continuing effort to 
build a better net, we believe the recognition 
of this need for better trained salesmen on the 
part of the manufacturer and the distributor will 
come about, 

GRANT Howarp 
PBSW Supply & Equipment Co., 
Phoenix, Ariz. 


Now is a good time to start a program. 


Too Busy to Plan 


Most dealers are too busy with details some 
one else could (and should) be handling to have 
time for “intelligent” planning. It is too bad 
this condition exists. Many men will over-work 
themselves, even to the point of damaging their 
health, demonstrating to themselves they still can 
do “everything in the business.” 

LEONARD B. Witcox 


Roberts Printing & Stationery Co., 
Hutchinson, Kansas, 


Have you made that appointment for a pbysi- 
beck -up ? 
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DON’T MISS 


HALF OF THE 


FORMS © 
BUSINESS 


Get it all. with 





Plants and Warehouses ~~ - 
Offering Service to Dealers, ~~ 


.. From Coast to Coast! 


Ennis supplies you promptly with any .. 
business forms today’s modern office réquires 
. from the latest Snap-A-Part one-time 
carbon forms . . register and continuous 
typewriter and billing forms . . tethe full 
range of everyday forms. And, we’re always 
your supplier, not your competitor .. Ennis 
products. are sold through dealers. You get the 


best opr yourcystomers at competitive prices.. 


and the repeats. 







Write today for catalog 
and complete information 


TAG & SALESBOOK CO. 


Home Office and Factory 
Ennis, Texas 


Western Factory Eastern Factory 
Paso Robles, Calif. Chatham, Va 


Branch Offices and Warehouses at 
Houston @ Dallas © Waco © Birmingham ©® Monroe, La. © Los 
Angeles © Denver @ St. Lovis © Sanford, Fla. ¢ Oklahoma City 





13 








14 


To 


OA Editorials 


Recognize Value 


Added by Distribution 


OA 


Veteran Retires 





OR too long, there has been a feeling in many circles that dis- 
tribution is merely a necessary evil — that it distributes prod- 
ucts without really adding to their value. 


Too often, the distributor in the stationery and office equip- 
ment industry like those in others — jobber, wholesaler or retailer 
is criticized as “a middleman who reaps a profit on what others 
produce.” This fallacy is the result of failing to recognize that 
the middleman is really many people performing many distribu- 
tive functions in getting goods to people — in serving human 
wants and needs. Were it not for the performance of these func- 
tions, our economy would collapse overnight. 


All of which leads us to editorial rejoicing that a simple and 
accurate method for computing a dollars-and-cents figure for 
value added by distribution of goods by wholesalers and retailers 

similar to that long used for determining value added by manu- 
facture is proposed by the Chamber of Commerce of the 
United States. 


BENJAMIN C. Wallsten has been a part of the Office Ap- 

pliances production scene so long that it was somewhat of 
a shock to staff “youngsters” to learn that “Ben” had served more 
than 47 years prior to his retirement January 4. 


The parade of advertising orders, cuts, electrotypes and copy 
changes has kept this diligent employee occupied at his desk as 
manager of the copy department from 1919 to recent date. His 
days with OA started in 1909 when he became a stenographer and 
general assistant in the mailing and ad copy divisions. His only 
severance from painstaking application to production duties came 
when he was called inte the U.S. Naval Reserve transport service 
during World War I from 1917 to 1919. He survived the sinking 
of a ship in the Bay of Biscay and came back to a familiar desk. 


He deserves the satisfaction that earned retirement can bring 
and we might add, “Well done, good and faithful servant Ben.” 
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LOG 544 today’s fullest, finest line 
® of business seating 


LOSLa4's new “Director” Series office chairs with square tubing 


















Here’s Cosco “Office fashioned” Seating in a 
new “de luxe edition!’’ More generously pro- 
portioned, more luxuriously cushioned with dual 
contour molded foam rubber, and styled in 
smart square tubing. Pre-sold to your best cus- 
tomers in Fortune, NEwsweEEk, Business WEEK, 
Dun’s Review AND Mopern Inpustry, MANAGE- 
MENT Metuops, Mopern OFFice PROCEDURES, 
U. S. News anp Wortp Report, and other lead- 
ing business publications. 








22-L 23-L 23-LD 


Model 28-TA 
Executive Chair 
Suggested Retail, $59.50 
Zone 2, $63.50 














A complete line of executive, secretarial and 
conference room seating, “Office fashioned” to 
look better, feel better and wear better than 
other chairs costing twice as much! Remember 
that we actually produce all component parts 
except casters in our own plant, a practice which 
permits greater economy and quality control. 
Write today for the full, profit-packed story! 






Model 15-F 
Secretarial Chair 
Suggested Retail, $29.95 
Zone 2, $31.95 







L05CA Business Furniture 


Designed to meet today’s demand for a 
warm, congenial atmosphere in business. 
New in style, new in construction, and fea- 
turing the last word in comfort . . . Cosco’s 
exclusive Leaf Spring Suspension: the cush- 
ions float on flexible bands of tempered steel! 
Chairs, settees and sofas, each available 
armless, with both arms, and with right or 
left arm only . . . plus four smart occasional 
tables. Write for full facts! 


HAMILTON MANUFACTURING CORPORATION 


coLU MBUS, INDIANA Comparable COSCO valuesin 


Chairs, Settees, Sofas, Tables 





State of the Industry 








@ More Lead Pencils in Use. A steady increase in 


the use of higher quality wood- 

AAAa cased pencils during 1957 is fore 
A AARAS . seen by Clyde T. Nissen, execu 
\\\ARAR = ottive vice president of Lead Pencil 

\ Wit «=©Manufacturers Association. Per 

\ capita consumption of lead pen 

\ cils has been rising consistently 

\\ \\yye over a_ three yea period, Mt 

\\Ys Nissen points out despite the 

\* competition of other writing 


tools 

The rise in pencil use is attributed in part by ior 
Nissen to a consumer education program undertaken 
in 1953 and this program will be onsiderably broad- 
ened later in 1957 by the addition of a co operative 
program for dealers. 

He pointed out that the healthy state of the in 
dustry is reflected in the expansion programs of some 
of the member companies. Of the five leading pro- 
ducers of lead pencils, one company recently moved 
into a modern plant, another will be ready to move 
into its new plant this spring, and a third has an 
nounced that it will start building a new plant in 
1958. 

The use of better quality and spe ial-use pencils 
has resulted in increased dollar volume of sales 

“During the past three years, dollar volume of 
pencil sales has risen 24% and we look forward to 
a continued rise during 1957,” Mr. Nissen said. 


@ Contribution to safety. A cheering note for the 


New Year was the introduction by Dennison Man 
ufacturing Company of flameproof confetti. Previ- 


ously, lighted cigarets dropped in a pile of confetti 


1 + 


on a night club floor could lead to a tragedy 


@ Social Security Increases Cut. Take-home pay of 
workers and firms’ contributions for social security 
were increased January 1 

The government is now deducting 214% of the first 
$4,200 of annual earnings of covered employees, or a 
maximum of $94.50 a year 

The increase is also felt by employers who must 
match the contributions of their workers 

Taxes on self-employed persons are now raised to 
334% from the present 3“. But they won't feel it 
until April, 1958, when they file their 1957 income 
tax returns. 


@ Business Stimulants Seen. Making its year-end 
analysis of the office equipment industry, Standard 


& Poors Corporation report: “Bettering the esti 
mated rise in domestic industrial output as well as 
the average increase in domestic manufacturers’ pay 
rolls, office machine and juipment manufacturers 
covered in this analysis will probably report an average 
sales gain for 1956 of between 10% and 15%, and 
earnings about 20° higher, despite higher costs and 
continued large dev elopm« nt charges 

“Despite an increase in erical workers from 11 


out of every 100 in 1940 to about 16 now, the vol- 
ume of paperwork continues to mount. In addition, 
with the average clerical wage up about 40% since 
1950, the demand for time-saving office machines 
is burgeoning, and indications are that 1957 will be 
one of the best ever for this competitive, $4 bDillion- 
a-year industry 

The report continues: “Although sales of tradition- 
al lines as typewriters, adding machines and card 
index files will probably score further gains in 1957, 
the largest year-to-year improvement is expected to 
be in data processing equipment, which is currently 
being sold at a rate in excess of $100 million annu- 
ally. The consensus in the trade is that this segment 
is likely to become a $1 billion business in 10 years. 
However, major current difficulties include insuf- 
ficient qualified crews to man so-called “electronic 
giants,’ some of which require four men on three 
shifts to keep them going, and maintenance costs 
estimated at $200,000 a year.” 


The Salt Lick 


MONTHLY MUSINGS ON SALESMEN & THEIR PROBLEMS 


by L. R. Addington 
Vice President 

Stock Sales 

Art Metal 
Construction Co. 





@ When you work in exactly the same way on each call 
every day are you working by habit rather than by plan? 
Working by habit, we seldom improve as far as the 
customer is concerned and often our sales calls resolve 
themselves into a monotonous exchange of courtesies. 

If we plan our sales calls we think back on previous 
effort to determine: 

1. What products we have not previously shown to our 

prospect 
2. Other of our products the customer may have use for. 
3. What new ideas or facts we can pass on 
i. Whether our sales effort is poorest with those we 

know best 

5. Whether we are letting competition present all the 

new ideas 

6. Are we only asked to quote ? 

7. Do we demonstrate or just talk about new things ? 

8. To look around your customer's offices to see if they 

are standing still. If not, did you suggest the new 
ideas ? 

You, as a salesman, should constantly judge your effec- 
tiveness and stature in the eyes of your customer by ad- 
ding up what you have done to make his business better. 

When we sell by habit we are apt to get into a rut, which 
becomes deeper with each passing year 

When we plan our selling effort we find ourselves look- 


ing down alertly on a whole new vista of opportunity. 
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You Can Dietate On Thie 
REX RECORDER Dice 















) TN-3 
ex-Recorder 


Fabulous growth and continuous increased sales is the story of the REX RECORDER during the past 42 years. 
The REX RECORDER is recognized as the most advanced dictating machine on the market. The Magnetic (no- 








needle) recording system plus the miracle magic eraser plus the NEW roll-tape-tear-off automatic indexing 
system are selling advantages that put the REX RECORDER way-out-front. 





THE REX RECORDER Organization is now ready to add selected dealers in 
protected areas. If you qualify you will receive: 


®@ Strong home office backing! ®@ More sales per demonstration! 

@ Proven and tested advertising material! ®@ Complete newspaper mat service! 
® Central trade-in pool for used machines! @ No Price Cutting! 

@ Protected territories! ®@ Most repair free machine! 










ery 

[ree ceniaens eo AMERICAN DICTATING 

a | would like more information o our REX WRITE 

g ater — be mo ; organize ~ 7 Please oan aes 

Py nes ae Cnn DETAILS MACHINE C0 INC 

4 ; a9 ee °7 ~ 

B ada 

a sate i Established 1923 

GPhone 1 Dept. E. 65 Madison Avenue, N.Y. 16, N.Y. am ol 
TT TrTrLITILiLLtLtirirtletirtloto it. MUrrayhill 4-3554 
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Stock on Hand 


/ 
Date of Stock Count 


Color, Order Number 


Manufacturer’s Name, 
item Listed 


An Inventory 


Control Plan 


That Works 


by ROBERT MINOR 


assistant editor 


STOCK COUNT... is made by Walter Klein who is 
in charge of the firm's stock room. 
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VISIBLE RECORD . . . card lists all information necessary for control. 
Inventory is taken once every two months on every item in stock. 


A stock inventory control system has one important 
aim—merchandise available when the customer 
needs it. 

It must keep tabs on merchandise which is moving 
slowly, or not at all, and it must signal when certain 
items are in heavy demand. 

Very important to the retailer is the simplicity of this 
system. It must consume a minimum amount of time 
and offer ready reference when needed. 

Such a system has been evolved by G. O. Stevens, 
president of Stevens, Maloney & Co., Chicago. It is 
the result of several years of experimentation, and it is 
still being refined; but for his purpose, it is doing the 
job. 

Once started, Mr. Stevens pointed out, the system 
is easy to maiatain and simple to operate. 

“We sell red tape,” he added, “but there’s no ‘red 
tape’ in our inventory system.” 

Because it consumed his own time as well as the time 
of his employees, he wanted to make sure it worked with 
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a minimum of additional effort. To date, this seems to 
be the case. 

The inventory control records are kept in a regular 
visible record file, comprising 36 drawers for Mr. 
Stevens’ needs. 

Six stock items (all of the same manufacturer's line) 
can be listed on one card. Each card shows the day of 
each inventory count, the stock on hand at the count, 
the amount ordered (if any) and, in a special column, 
the number of items which may have to be picked up 
to replenish stock during the interval between inventory 
counts. 


Count Dates Listed Vertically 

Because Mr. Stevens has designed the cards to list the 

count dates vertically instead of horizontally, as is the 

general case, he is able to get nearly two and one half 

years record on one card. With two cards facing in the 
visible record file, he can see five years at a glance. 

This available inforination is not only easy to see, but 
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INVENTORY CONTROL 


continued 


it also presents a clear picture of the activity of each 
item in stock. It is not difficult to see which items are 
not moving or which are moving 
orders must be considered 

The stock listed in each drawer is counted at least 


once every two months, with a new drawer pulled every 


so fast that increased 


day. In this way, the full inventory is counted and re- 
corded every two months 

At this point, it can be said that Mr 
stock only on items which ar 
or constantly being purchased by customers who use 
them in quantity. 

He estimated that not much more than 25% 
thousands of items carried by the store 
These items, mostly supplies, are 
placed and probably constitute better than 75% 
business volume. 


Stevens counts 


considered ‘fast moving’ 


of the 
is on the cards. 
constantly being re 
of the 


"Daily Short" Sheet Used 

Other merchandise, including gift items, brief cases, 
drawing instruments, greeting cards, pen and pencil 
sets, novelties and the like, are reordered by floor sales- 
men through a “daily short’? memo system which indi- 
cates that the items are running low on the store shelf. 
These lines are also serviced to some degree by the man- 
ufacturer’s representative, who can check the products 
in the store on his regular visit 

The “‘daily short’’ memo also serves items covered in 
the inventory system. A salesman or stock clerk who sees 
that stock is running low can indicate this fact on the 
“short’’ memo and Mr. Stey at the end of 
the day. 

However, the majority of faster moving supplies are 
covered by the inventory count. After a drawer is 
pulled, a secretary, or the retailer himself, can quickly 
list the order numbers on the card on a “count” sheet 
This is a simple mimeographed form which lists order 
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COUNT SHEET. . . for use of stock clerk. All items to 
be counted each day are listed by number and de- 
scription. All the clerk does is make a quick check of 
each item and indicate the amount of stock on hand 
in the stock room and, in cases, on the shelves. 


George O. 
Stevens, 
president 
Stevens, 
Maloney & 
Company 





number, description of item and stock on hand. This 
goes to the stock clerk or whoever is handling the count, 
items listed and 


and he, in turn, counts stock on the 


returns the record of stock on hand to the office. 

To simplify this count, all merchandise is stocked ac 
cording to category with the manufacturer's order num- 
ber as the guiding factor for placement. Thus an item 
such as file folders is placed in one section of the stock 
room with the lowest order number first. Manufacturer 
A may have a folder order number 101-A. Manufacturer 
B may have 303-C, and Manufacturer A may have an- 
other folder number {01-A. This then is the order fol- 
lowed on the shelves. It makes it easy for stock clerk 
or salesman to find the merchandise they need if they 


have the order number. 


Stock Minimums Listed 

An improvement in the system, recently inaugurated, 
is the labeling, directly below the items on stock, of the 
item order number and the minimum number required 
in stock for filling orders. The minimum number has 
been ascertained through the use of the visible record 
system which reveals at a glance how merchandise 1s 
moving across the counters. 

The labels signal to the stock clerk or salesman, when 
they take the item from stock, whether or not the item 
should be reordered immediately. For example, if a cer- 
tain typewriter paper moves out at a steady rate of 15 
to 20 boxes every two months, it is indicated on the 
minimum in stock should be 25 boxes 
Maloney takes 


about two hours a working day for all people involved 


label that the 
The system, as operated at Stevens 
In this particular case the company is large and the 
volume of business is heavy. Time consumed naturally 
would vary according to the size of the business 
There are many facets of the program which can be 


improved, Mr. Stevens said, and he thinks it can be 


adopted by other firms with modifications to nit specific 
quirements. The main thing is that the system does 
work, and it has made the prob] sto k control a 
little less of hore. 
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Imprinting, Display Help 





Extra Effort 


Sells More 


PENCILS 





A. Siminoff (left), and son Bruce, discuss their next 
pencil promotion. 


Wood-cased writing tools get plenty of attention 


for profitable results at stationery firm in Newark 


the sales value of imprinting pencils. This is accom- 
plished in four different ways—(1) stamping at the 


ood-cased pencils sell—in fact they sell well 
\ \ with a little extra effort. That’s the firm opinion 


of Bruce Siminoff, vice-president of the Colonial Sta- counters; (2) imprinting of the firm name with own 
tionery & Office Supply Company, Newark, N. J. brand; (3) mailing to customers of advertising pencils 

The three big factors in pencil merchandising success, bearing slogan or message. These are also distributed 
he points out, are: by outside salesmen; (4) distribution during the grand 


Newspaper advertising, tie-in deals. 
Imprinting pencils with own firm name to insure 
reoraers 
Use of manufacturers’ stuffers in all packages and 
tements mailed out. 
These sales-getters are backed up at the Colonial Sta 
& Office Supply Company with special packag- 
colorful display. Many of the two-packs (2 
pencils in cellophane wrapper for $.15) are placed 


throughout the store. In the pencil department at least 


one-half gross of each number of every brand is on open 

[he new open self-service display cabinets allow a 

r to choose six different brands of each number 

of pencils. Appetite for wood-cased pencils is whetted, 

too, by the store policy of always having at least one 

window display. Large pencils set off the store signs 
on two streets 

Colonial Stationery & Office Supply has discovered 
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opening of a souvenir bag of office items containing 
a variety of six pencils. 


Manufacturers’ aids are freely used by the New Jersey 
firm. These include posters and window display ma- 
terial, envelope stuffers and advertising mats. 


Advertising takes several forms—newspaper copy 
(always bearing a message about pencils), direct mail 
with sample pencils, catalog sheets and blotters. 


The store carries special use pencils such as skin 
markers for laboratory work in hospitals (a pencil 
similar to the china marker type except that it wont 
smear). Colored pencils are made available for artists. 


In Bruce Siminoff's opinion it is a good idea to have 
plenty of open stock intriguing to the browsing shopper. 
This policy provides a good impression and often leads 
to a quantity sale. 











Please handle 





the merchandise!’ 


Letting customers see things with their fingers 


is first step to buying, decides Johnson's firm 


in Springfield, Mass., with successful operation 


A CCENTUATE the positive! Let the customer 
handle the merchandise because feeling it is the first 
step in making a sale! 

That’s the novel idea, contrary to policy of most 
pilferage conscious storekeepers, used by President 
Roger Johnson of Johnson’s Book Store, Springfield, 
Mass. He boldly plasters his store with signs reading: 


“PLEASE HANDLE ANYTHING.” 


The signs are printed on 5 x 8-inch cards placed 
on every counter where breakable merchandise is 
displayed. A large wall panel at one end of the store 
contains the same message, which can also be seen 
in window displays. 

He Disliked Negative Signs 

What initiated the idea of inviting shoppers to 
handle merchandise ? 

Mr. Johnson explains that he always disliked neg- 


ative signs displayed in other stores, placards shout- 
ing, ‘Please Do Not Handle.’ He noted that it is 2 


natural impulse for both youngsters and adults to 
see things with their fingers. The customer wants 
to get the feel of texture, hardness, softness and 


size, 


Doesn't Fear Breakage 

It is not surprising, therefore, that the president 
always removed such signs in his store whenever a 
buyer tried to protect some fragile merchandise. 
Finally, he decided to settle the matter by going all 
the way in reverse, so he had signs put up reading, 
“Please Handle at Our Risk.” These signs were mis- 
interpreted by customers who took them to mean 
“Handle at Your Risk’, so to correct this they were 
changed to read, “Please Handle Anything.” 

What has been the result? 

—BREAKAGE has been found to be less since 
the signs were displayed. Customers have been so 
pleased that they are considerably more careful. 

—PILFERING is now almost non-existent. Cus- 
tomers are happy that they are trusted. The store has 
had to print up extra signs to oblige customers who 
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by JOHN L. GALLUP 


LARGE SIGN tells customers of Johnson's Bookstore about the novel 


policy of inviting handling. 


expressed a wish to take them back to their home 
CtOWwnS. 

SALES HAVE INCREASED because of the 
warm friendliness in part expressed by the signs. Re- 
marks are heard to the effect that it is novel to find 
1 store so considerate. 

LESS HOUSEKEEPING time is required be- 
cause customers are appreciative of the privilege of 
handling items and therefore do not disarrange them 

) any great extent. 

Records of the store show leases, gains and ad- 
vantages and they indicate positive value of the signs 
as indicated by the numerous complimentary letters 

eived from customers. 

One company, Hutchon’s Book Store in New Bed- 
ford, Mass., thought so well of the idea that the 
same signs are now being used in this firm. 


Wants Others to Share 

That is well, declares President Johnson of John- 
son's Book Store, because he wants other dealers to 
profit by the same procedure he has used. 
Johnson’s Book store—founded in 1893 
in enviable reputation as a successful business that 
has constantly modernized, yet has retained a friend- 
ly family interest in both customers and employees. 


enjoys 
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In 1948, the third generation of Johnson's started 
to work when Roger Johnson’s son, Charles, came 
into the store. The owner-managers are now Roger, 
Arthur, Richard and Charles Johnson. 

Located in the heart of the thriving city of Spring- 
field which has population of some 165,000, this firm 
on busy main street thrives on attracting customers 
to visit the store. No outside salesmen are employed 
and no advertising is done except the annual sale. 


Open Display is Used 

Throughout the entire establishment, merchan- 
dise is displayed in open display fixtures and 
center aisle counters and all items are price 
marked. A code letter indicates the season when 
the article was purchased and this procedure helps 
when the annual inventory is taken. Stock records 
are also kept on 3 x 5-inch cards located in files 
right on the selling floor for fast action in order- 
ing. 

A floor man at the front of the store directs 
customers to the items they desire. Personal super- 
vision by the owners sparks the entire successful 
operation built around the theory of inviting the 
customer to handle the merchandise before pur- 
chasing it. 


eastern editorial representative 





Source of Many Services 





Do Dealers 


Role of 








HOLESALING in the stationery and office 

equipment industry can, and should be, a 
source of stability and a positive help toward increas- 
ing that little black figure that appears at the bottom 
of the Profit and Loss page and tells the businessman 
whether or not he is making sufficient money 


The relationship between the wholesaler and the 
retailer in the stationery industry is a necessary one, 
it is agreed by all, and yet is so nebulous that mis- 
understanding appears to be the rule rather than the 
exception. 

No dealer has ever been heard to say that he can 
do without the services of his wholesaler and yet the 
purchases of the average larger dealer from his 
wholesaler is only between 10% and 13% of his en- 
tire purchases, according to the best estimates 


This situation in our industry is unique among sim- 
ilar types of distributing and merchandising busi 
nesses. For example, it appears that in the hardware 


business (which also includes industrial as well as 
straight retail selling) over 90% of a retailer's inven- 
tory is purchased from wholesalers 

The average in the drug, tobacco and other indus 
tries is even higher according to published figures. The 
writer, however, can recall the time when this was 
not so, particularly in the hardware industry where 
some 20 to 30 years ago a similar situation to the 
office supply industry existed the individual re- 
tailer bought most of his merchandise direct from 
manufacturers and their representatives. Today, fe- 
ports indicate that the average hardware dealer is a 
reasonably prosperous entrepreneur compared to the 
earlier dealer whose returns were small or non-ex- 
istent, so we are told. 


Profit Figure Is Small 
If the stationery and office supply industry were 
a prosperous one that could boast of a continuous 
history of reasonable return on sales and invested 
capital, perhaps the conclusion to be drawn in this 
article from the small ratio of wholesale to total 
purchases would not be as vaild as it appears to be. In 
the only published figures of industry operating re- 
sults, those put out by the NSOEA annually, the 
average earnings before taxes range downward from 
the small company doing under $100,000 at 5.5% to 
2.3% in those doing one million and over. 
This means that after taxes the million dollar and 
over average dealer is earning little better than 1% 
of his total dollar sales. Since these figures are re- 
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by HAROLD W. JACOBSEN, 
president 

Associated Stationers Supply Co., 
Horder’s, Inc., Chicago, 

Wholesale Stationers Ass'n. 


Understand Full 


f Todays Wholesaler? 
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ported only by the 25% of dealers having an 


adequate accounting system, it might be fair to say 


that the average for the industry as a whole is con- 


siderably lower than even these published figures 
More enlightening still is the fact that even among 
those reporting such figures, one out of five dealers 
in 1954 lost money and about one out of 10 in the 
supposedly prosperous year of 1955 did not make a 
pront 

Because so few Balance Sheets and Profit and Loss 
statements are published or available, it is difficult to 
arrive at any adequate figures for returns on invested 
capital That such return is exceedingly low, how- 
ever, is conceded by many dealers with whom the 
writer has spoken. In one particular case, a complete 
analysis of earnings against invested capital showed 
a 2% return. This is less than can be obtained by 
putting the same money in a savings and loan asso- 
ciation and in many national banks 

That such returns are low also can be inferred from 
the inventory turnover of those dealers reporting to 


the NSOEA. In 1955 the turnover was 2.9 and again 
this would probably be lower if the entire industry 
wert reporting. . 

These few figures have been given to point up the 


writer's contention that the entire distributive part 
of the industry must pull itself up by the boot straps 
after recognition of the horrifying implication of 
these figures. If one in five loses money in the com- 
paratiy ely minor dip in business in 1954, it is shock 


g to think what would happen if even a slight re- 
ession should occur. 


The swollen inventories would become an im- 
possible burden; cash would become even more 
scarce; credit would dry up completely; price cutting 
would become even more rampant; liquidations 
would be the immediate and necessary result. The 
so-called prosperity of the future would prove to be 
the myth the figures seem to indicate. 

It would be presumptucus of anyone to say that 
one particular program can correct the condition of 
low earnings against sales and capital investment, the 
poor turnover, the shortage of cash or other troubles. 
The NSOEA has been striving with positive pro- 
grams to help the dealers but even the best of these 
programs (and some may not be too practical) must 
be based on the desire and willingness of the dealer 
to help himself and to utilize all means of personal 
contact and advice to correct his situation. 


Services Are Not Understood 

In many industries the wholesaler is the most im- 
portant source of the kind of help required by deal- 
ers. In the office supply industry this should be just 
as true as it is in any other; however, this help is 
neither sought from nor offered by our industry 
wholesalers to the extent that it should be. Perhaps 
these services are not fully understood. 

The true wholesaler in our industry is able to help 
the dealer in many ways. In order to understand what 
is meant by a true wholesaler, reference should be 
made to the new by-laws of the Wholesale Stationers 
Association which define a commercial wholesaler as 














DO DEALERS UNDERSTAND? 


. » » continued 





“An individual, firm or corporation engaged in the 
distribution of a representative linc of commercial 
stationery and office supplies exclusively or through 
a recognized, organized division at wholesale for re- 
sale to retailers; that operates a warehouse; issues a 
periodic catalog; maintains a sales promotion depart- 
ment and employs salesmen calling on the retail 
trade.” 


There are many wholesalers in the country who 
have all of these prerequisites and who can and do 
sell to stationers throughout the country. 

As president of the Wholesale Stationers Associa- 
tion, the writer can admit publicly, as he has done 
many times, that the wholesaling part of the station- 
ery industry, with some exceptions, has not done the 
job it can and should do. Coupled with this state- 
ment, however, must be a realization that a majority 
of the manufacturers in the industry have not yet 
recognized the need for wholesalers doing this job 
and have, therefore, not co-operated in many ways 
for this job to be done most efficiently. 

The relationship between wholesalers and manu- 
facturers could be the subject of an entirely different 
and lengthy article. No manufacturer who does busi- 
ness through a wholesaler to even a minor extent 
will deny that a service is performed for him that he 
cannot afford to do for himself. 

In a large percentage of cases the manufacturer 
feels that the granting of exactly similar quantity 
discounts to retailers and wholesalers adequately com- 
pensates the wholesaler for the services he performs: 
i, e., the promotion, warehousing, sales and distribu- 
tion of the items in small quantities to hundreds of 
what the manufacturers call “undesirable” or ‘‘small’’ 
accounts throughout the country. 

That this pricing method is inadequate for the true 
wholesaler and unfair to him does not seem to be 
appreciated. How such manufacturers expect a whole- 
saler to perform his functions of opening accounts, 
extending credit, breaking down shpiments, ware- 
housing, repacking, shipping and billing in addition 
to promoting, all at a small mark-on against the same 
discount that a retailer receives is beyond the pen of 
this writer or this article 


Factors Must Be Studied 
For the salvation of the entire industry, however, 
these factors must be studied and brought out into 
the open in the same manner that this article is at- 
tempting in a small way to analyze the relationship 
between the wholesaler and the retailer 
No one should construe any remark made herein 
as indicating any lack of appreciation of the fine job 
many manufacturers are doing in helping dealers 
sell those items that require some technical knowl- 
edge or skill. But there are thousands of items that 
are sold as commodities only and it is to provide 
quick and complete service on such merchandise that 
the retail stationer sho id turn first to his wholesaler 
as a major source of supply 
It is also a known fact that much of the business 
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that does come to the wholesaler from retailers is of 
the non-profitable variety: i.e, ‘1/6 of a dozen in 
assorted colors’. The tremendous variety of merchan- 
dise that a wholesaler must stock to service the re- 
tailers is a capital investment that can be justified only 
by a major share of the total business and by a recog- 
nition of the savings that can be achieved by re- 
tailers in ordering from wholesalers 


To be specific, it should be obvious, and is to many 
dealers, that savings can be achieved by consolidated 
purchase orders from wholesalers over and above 
whatever added discount might be obtained by buy- 
ing directly from hundreds of manufacturers. There 
can and should be a reduction in operating costs in 
the writing of one order, the receipt and checking 
of one order, the checking of one invoice, the pay- 
ment of one bill, the making of one bookkeeping 
entry, a reduction in correspondence, and so forth. 


Transportation Costs Are Up 
One of the biggest reasons for increased cost of 
operation today is the ever-rising cost of transporta- 
tion. When a retailer buys from the hundreds of 
manufacturers whom he considers to be profitable 
sources of merchandise, he pays for the shipments to 
him in ever-increasing percentages against his addi- 
tional discount, if any. 


Consolidated shipments from a wholesaler can and 
do result in substantial savings in 100 pound or over 
shipments with the other concomitant savings men- 
tioned above. No conceivable revision of the freight 
rates can achieve the kind of savings that can be 
accomplished by the judicious pooling of orders to 
one source of supply. 


A more intangible and overall more important 
saving can be achieved through the creation of a 
balanced stock with a turnover that can be as high 
as six to eight times a year rather than the average 
of 2.9 in the industry. Such a turnover would free 
capital for investment in better fixtures and leasehold 
improvements, varying types of merchandise, perhaps 
a better store location, the ability to utilize cash dis- 
counts, less borrowing at high rates, and in general 
a higher return on capital investment. 


Merchandise Can Deteriorate 
Studies in other industries conclusively prove that 
merchandise on the shelves for more than X periods 
of months deteriorate in value by shocking percent- 
ages. If in order to obtain a maximum discount a 
retailer buys a year’s supply or even a six-months’ 
supply, it is obvious that the additional five or 10, 
or even 10 and 10 discount is lost before this mer- 
chandise disappears from the shelves by sale, clear- 
ance, theft, damage or other deteriorating factors. 


The writer has seen many instances of stock pur- 
chased six months to five years before to get the ex- 
tra discount, carried on the books of the company at 
full cost and yet hardly worth one cent on the dollar. 
The purchase from a wholesaler of reasonable one 
and two months’ supply quantities would do away 
with this obvious and yet largely hidden factor of 
loss to dealers. 


The scope of this article is not sufficient to go into 
all the details but any true wholesaler in the country 
would be more than eager to perform any of these 
services if he felt that the retailer recognized in a 
tangible way the wholesaler’s importance to good 
business operations. 
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MERCHANDISE. 






GET RID OF THE DOGS! 


s many enterprising retailers have found, a touch 
As humor often goes farther than the mere appeal 
of a discounted price and the general ‘“markdown at- 
mosphere’ in a clearance of merchandise. 

This is the opinion of Earl Dossett, retail office sup- 
ply manager for Kistler’s in Denver, Colo. Mr. Dossett 
sees humor as a highly effective approach to the problem 
of clearing away odds and ends at the end of a year, 
be the subject in point a clearance sale or a staged bit of 
entertainment. 

So when February rolls to an end, and March is in 
sight, Kistler’s sets up one of its most colorful merchan- 
dising operations of the year. 

A series of counter tables are brought together to 


form a long display block at the rear of the store. Here 
the merchandise marked to go “‘at any price’’ is placed 
In easy access. 


Over this table is suspended a large “dog sign’, 
which features the cut out figure of an elongated dachs- 


hund. Black letters clearly spell out the “Annual Dog 
Sale.’’ This sign, hanging 12 feet above the floor, can be 
seen the entire length of the store and even from the 
street at night through the all-glass entrance. 


Smaller reproductions of the dachshund appear on 
other signs scattered throughout the department. All 
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signs point out the fact that this is a “once a year” 
event, and it is the opportunity for the customer to 
stock up. 

Other signs, in the humorous vein, read “Dogs— 
They're No Good to Us—Maybe You Can Use Them 

-Prices Slashed.” 

The signs evoke immediate grins from some and stir 
the curiosity of others. They drift over to the tables to 
look through the large amount of merchandise in mass 
display. 

Here they see tag ends from every department; pa- 
pers, carbon papers, ink, typewriter ribbons, columnar 
pads, smail office machines, duplicator accessories, pens, 
greeting cards and accessories. 

The items are all useable, perhaps in slightly dishev- 
eled condition, but still a value at the price. 

One of the most potent sellers has been typewriter 
ribbons, at 35 cents, which are on spools for machines 
not in heavy use. These must be rewound by the custo- 
mers, but they don’t seem to object to this because of 
the saving in cash. 

This “Dog Sale” event has proved one of the most 
successful at Kistler’s, getting rid of old stock, bring- 
ing in otherwise lost revenue, and often making custo- 
mers of the curious visitors. 
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WIDE AISLES . . . and neat, organized look at Martyr & Shine store 












Steel Fixtures 





Help Step Up 


A complete remodeling job highlighted by the in- 
stallation of modern steel store fixtures manu- 
factured by The Bulman Corporation has helped in- 
crease sales at the new location of Martyr & Shine Of- 
fice Supply and Equipment Company, Sacramento, 
Calif. 

The gain for the month of October, 1956, was 100% 
over the figures of corresponding month the previous 
year, according to Lee Martyr. 

An even flow of traffic was arranged through a floor 
plan of the 40 x 160-foot main floor which, except for 
a 4-foot stock corridor, is completely devoted to mer- 





WALL UNITS .. . combine sloped and level 
shelving for effective display at Martyr & 
Shine’s. Location of machines is co- 
ordinated with supplies room, sales meeting room, rest rooms, plus a special 


chandising displays. 
A mezzanine, 40 x 70 feet, contains offices, lunch 
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FLOOR PLAN .. . and fixture details at the Sacramento firm. Note specifications 


of shelving for sloping display. 


Sales for Sacramento Firm 


section for the accounting systems division. The upper forated brass cornice we had chosen for the store.” 
floor is used for seasonal merchandise storage. Mr. Martyr added, “We cannot be too lavish in our 
Three fourths of the basement is devoted to ware- praise of the assistance given us by The Bulman Corpo- 
housing, one-fourth to display of used and budget- ration and their representative, Marc Boss. We are very 
priced office furniture. fortunate in having had their help in planning and 
Before remodeling, the main floor ceiling was about equipping our new store.” 
18 feet high. A suspended acoustical ceiling not only The firm of Martyr & Shine is a corporation con- 
improved the appearance of the store but also provided sisting of Carl Martyr, Lee Martyr, Robert D. Shine 
the necessary room for air-conditioning ducts, wiring and William H. Morgan. 
and recessed fluorescent fixtures. A high fidelity sound In April, 1956, M. & S. purchased Newsco, a com- 
system was included when wiring the store. The PBX pany specializing in accounting supplies and systems. 
Operator plays records and uses the system for paging Newsco was owned by William Morgan, who is now 
personnel. in charge of accounting systems sales at Martyr & 
Lee Martyr said: “We find that merchandise is not Shine. 
only more effectively displayed by the flexibility of the Soon afterward, the company merged with Sutter 
fixtures and the ease of adjusting them to various angles Office Supply Company, headed by R. D. Shine. The 
and levels, but the use of color also compliments the two companies complemented each other perfectly as 
merchandise. Background colors were used to denote Sutter specialized in furniture, duplicating and account- 
different departments, eliminating the use of distracting ing systems, while Martyr has been primarily concerned 
signs. The proper use of colors also highlights the per- with the sale of supplies and social stationery. 
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SELLING OFFICE MACHINES 





Your 


need 





W well do you back up your office machine 
salesmen ? 


In too many instances, the office machine 
salesman goes out equipped with a ready-made 
“spiel”, a brief-case full of literature from the 
manufacturer — and a hope that he can induce a 
customer to give his machine a trial. 


But if the prospect comes into the store to make 
a selection, say, between two rival models, what sort 
of a reception does he get? Is a machine set up and 
ready for demonstration? Or, if the machine he 
wants to see is ready to demonstrate, is there anyone 
in the office competent to give it a trial run? 

Does the sale that the salesman half made in his 
call on the customer fall through — because the store 
was not equipped or prepared to complete the other 
half ? 

This can’t happen at Maverick-Clarke, big San 
Antonio, Tex., office equipment firm. 

For example, take the duplicator and photo copy 
department. 


by J. H. REED 


Special Correspondent 


The company handles four makes of copying 
equipment — Develop Combi, Ditto, Rex Rotary 
and Verifax — with several models of each on dis- 
play on the main floor. 

These are mounted on tables, exactly as they would 
be set up for use in an office. Each is in ready-to-go 
condition and is always kept that way. Each is sup- 
plied with paper, so it can be instantly demonstrated 
for a customer. 


Customers Need Not Wait 

Moreover, a ‘surprise’ customer does not have to 
wait until a copy department salesman comes in to 
demonstrate a machine. One of the company’s floor 
salesmen has been trained to set up and demonstrate 
all of the copy equipment —- and can do so at a min- 
ute’s notice. 

This has taken time and trouble, it is true. 

Often this salesman is compelled to struggle over- 
time to master the complicities —- if not the eccen- 
tricities — of a display model. 

But that model is not displayed until it can be 
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r outside salesmen 


inside support 
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effectively demonstrated, for Maverick-Clarke has 
found that a demonstration poorly made, or one in 
which the machine does not come up to customer- 
expectation, is worse than none at all. 


Maverick-Clarke does not stop with having copy 
devices on hand ready to be demonstrated. It be- 
lieves in the power of suggestion. 


Often a prospect for a copying machine does not 
realize the many uses to which one can be put. 


So, above the section is a chart listing departments 
which can make use of a copying device — and ways 
in which each department can use one. 


Some of the departments listed include: president, 
production manager, sales manager, secretary, treas- 
urer, advertising manager, accounting department, 
stenographic staff, filing clerk, shipping department, 
mailing department, and billing department. 


Executives See Machine's Value 

Many business executives do not realize the im- 
portance of copying devices — until they glance over 
the chart. Then they realize that, in a business of any 
size, there is not a department in which a copying 
machine cannot be made use of to good advantage. 


And what are some of the suggested uses? For 
the board chairman: minutes, reports; for the presi- 
dent: reports, dividend notices, bulletins, charts and 
graphs; for the production manager: production 
orders, production schedules, instructions, reports; for 
the sales manager: sales analyses, sales contests, sales 
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letters, sales reports, price books, contracts. 


Similar lists are posted for each department in a 
business or plant. 


The result is that many an executive who comes 
into the store for some other item, like a ledger, a 
desk set or an air conditioning unit, has his attention 
directed to copying devices and, reversing the usual 
process, asks to see a demonstration and have a 
salesman call on him. 


Store Must Help Salesmen 

In other words, Maverick-Clarke realizes that hav- 
ing a copying machine salesman call, leave some 
literature, and invite a prospect to the store to com- 
pare equipment just isn’t enough to complete a sale. 


That salesman must be backed up. 


He doesn't have to be there to demonstrate a ma- 
chine — it will be done for him while he devotes 
his attention to finding new prospects. 


He doesn’t have to worry for fear there will be no 
one on hand to give a demonstration — or that the 
good impression he gave with his sales talk will be 
ruined by a break-down or poor demonstration at 
the store. 


The sale he has half made — for he cannot lug 
around three or four copying machines to give office 
demonstrations — will be completed, through sug- 
gestion and demonstration, in the store, with the same 
careful attention he would have given if he had been 
there in person. 
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4 CALCULATING machine 
desks by Peerless Steel Equipment Co 
were installed in the accounting of 
fice of Lerner Shops in New York 
City by Lincoln Office Supply Co., 
15 W. 24th St. The general office 
layout and design of the desks con 
tribute to a general air of efficien 


» ANOTHER ‘ . Peerless installa 
tion, this one by S. Lakow and Sons, 
20 Beaver St., New York City, of a 
60-foot counter for the office of the 
Shipowners Agency, Inc., New York 
City. The counter performs a three- 
fold function, as a barrier between 
personnel and public, as a filing area 
and as a work and interviewing sta 
tion. 
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IMPERIAL DESK CO. . . . furniture designed by Wenceslao Sormiento 


D esign in Hardwoods awards in office furniture classifi- 
cation were made by the Fine Hardwoods Association 
recently in conjunction with the $400,000 Hardwoods Ex- 
hibit at Chicago’s world-famous Museum of Science and 
Industry. Honorable mention awards in the production 
furniture classification included: 

To Wenceslao Sormiento of Design, Inc., St. Louis, Mo., 
for office furniture in sculptured walnut, chartone finish, 
manufactured by Imperial Desk Company. 

To Ken White Associates, Westwood, N. J., for swivel 
chair manufactured by Thomas Furniture Company. 

In custom furniture, honorable mention was given: 

To Herbert G. Moore, I.D.1., Chicago, for custom fur- 
niture in remodeled office of publisher, manufactured by 
Northern Picture Frame Company. 

To Ken White Associates, Westwood, N. J., for con- 
ference room table manufactured by Armstrong Furniture 
Company, chairs by Jaeger Manufacturing Company, and 
desk by Salt Lake Cabinet & Fixture Company. 
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Mr. Furniture Dealer 





Are You a Success 


Or a Failure? 


Responsibility for making a profit 


rests squarely on your shoulders 


by J. R. DUNCAN 


office planning mgr. 
Archie Sherer Co. 
Dayton, Ohio 


elling office furniture can be a profitable business, 
S if we go about it properly. 

I knew a dealer who stocked quite a few vault doors, 
had a tremendous furniture inventory, had several trac- 
tor-trailer trucks delivering for him and did a large 
volume—just before he went bankrupt. 

The one thing he lacked in his operation was profit! 

There are dealers who justify a poor furniture opera- 
tion because (a) they feel they must carry furniture to 
have complete lines, (b) competitors in their areas are 
the worst price cutters anywhere in the country, (c) 
they can’t get salesmen anymore. 

It is hard for these dealers to put the blame where 
it belongs—on their own shoulders. 

The dealer who feels that he is successful in selling 
office furniture merely because he moves a fairly large 
quantity is usually fooling only himself. He very often 
uses the profit from his office supply sales to compen- 
sate for the money he loses in selling office furniture. 

The volume we, as dealers, sell is of the utmost im- 
portance to our suppliers, but it is only important to us 
if we can show a reasonable profit on this quantity. 


Good Line Is Foundation 

When you are building anything, it is always im- 
portant to have a good foundation. Nothing is more 
important than having good lines to sell. I do not neces- 
sarily mean lines of manufacturers who have been in 
business for years and years. Some of these companies 
are real leaders, but others are standing still, making it 
doubly hard for the dealer to do a good job. 

A good line is the line of a manufacturer who is the 
originator of new and better products and who has a 
helpful program for the dealer. It is a good idea to find 
out what the supplier can offer the dealer in the way of 


selling aid. It is hard to divorce an old partner, but you 
cannot let him drag you down with him. 

Another step in completing the foundation for a sta- 
ble furniture business is finding a hard-hitting sales 
force, 

For the dealer who sells both supplies and furniture, 
it is better to have a separate furniture department with 
its own salesmen, even if it is a single salesman, It 
doesn't follow that a good supply salesman is a good 
furniture salesman. He may not have the time nor the 
inclination to talk to the people who make the decision 
about furniture. His job is selling a variety of supplies, 
and office furniture is not sold in the same way. 

Where do we get the type of men we need? 

Some dealers, for years, have picked men by walking 
through their shipping room and saying ‘‘There’s a nice 
looking boy, I think I'll make him a salesman.” 


Need Professional Salesmen 

This and other ways, just as haphazard, produce little 
in the way of adequate results. Selling is a profession, 
and if we cannot hire professional salesmen it is up to 
us to train men with real potential. 

This brings up the point of sales management. If you 
are big enough, you can hire a real furniture sales man- 
ager. This does not mean an ex-supply order taker or a 
furniture man who can always get the order for an extra 
five per cent discount. 

If you are not big enough, then it is up to you to 
learn with your salesmen. Don’t forget that most of the 
selling techniques of 50 years ago are not good enough 
today. Once furniture was sold with emphasis all on 
construction—not what it would do for the purchaser. 
Today we must sell ideas as well as construction! 

I have read in our trade magazines for years about 
services we perform as dealers. The majority of dealers 
I have watched perform one service—the unpacking 
and delivering of merchandise to the customer. 

To render real service before the order is the passkey 
to success. Only a professional office furniture salesman 
can do this for the customer. 


Must Please the Prospect 

He must be able to survey completely the present op- 
eration and design space and labor saving general office 
layouts as well as execute prestige executive offices. If 
he can do the right job for the prospect, the price is 
Sec onda ry. 

Nine times out of ten, if the customer is satisfied 
with the order created by the salesman, there will be no 
competition. There is no place in this picture for the 
discount-happy dealer. 

Store modernization is important, of course. I have 
heard retailers complain that they cannot get potential 
customers into their stores. 

Small wonder, when you consider that there is 
nothing in the store worth seeing. A good display need 
not be large, but it must be pleasing to the eye and 
ready for demonstration at all times. Remember too, 
don’t sell the demonstration material. A farmer doesn’t 
eat the seed he must plant. If you sell your display, you 
will be out of business until you order more seed. 

It pays in profit to have a well-organized, well- 
stocked, well-staffed office furniture department. 
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@ L. J. Block, president of the Milwaukee Chair 
Co., Milwaukee, Wis., presented a challenge to 
the Forrer Equipment Co. of that city in trans- 
formation of the officials’ offices for working ef- 
ficiency, handsome appearance and display of the 
ompany’s seating products in actual use. The 
problem was complicated by relatively small area 
and other non-modern conditions in the old 
building. What was accomplished is the basis of 
this month’s Office Planning section. 


(Accompanying picture shows reception area ad- 
jacent to President Block's office where split-leaf 
philodendron plant, print of ducks in full flight 
ind large Sascha-Brastoff ceramic ash tray are at- 
tractive accessories ). 


{gain it 15 SUL LE sted that in order to have a con- 
inuing source of ideas these pages be retained 
month by month in a special folder available 
from the Service Bureau ] OFFICE APPLI- 
ANCES for 35 cents in coin or stamps. It is 

tally imprinted for easy visibility in the file 
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... a guide to layout, 
design and furnishings 
for the modern office 
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OFFICE PLANNING 


firm pr 


Transformation of the Milwaukee Chair 


a case history: Company offices into a showroom setting 
for display of seating in use. 


OUISE FORRER of Forrer Equipment Milwaukee chairs. The planning job started 
Co., Milwaukee, Wis., faced a design with complete color prescription for walls 

, . . 
er’s challenge in the offices of the Milwau- and extended to choice of carpeting, drap- 
kee Chair Co. where the manufacturer eries, accessories and even to the tint of the 


wanted to practice what he preaches in at telephones. Some of the officials had special 


; : sroblems in their quarter ‘lating or- 
tractive and efficient us¢ ot seating It 1S I , ’ ° aii relating to stor 


age of working materials and these, too, 


planned to change the styles of chairs used : : 
were met. Now, visitors at Milwaukee 


at certain intervals and thus customers and . 
Chair Co., expecting offices in keeping with 


salesmen alike visiting the offices hav in : , 
salesmen alike visiting th P ° the exterior of the old office structure, are 


use” help for selection. Miss Forrer coped impressed instead with the warmth of color, 
with high ceilings, unattractive walls and dignity ot furnishings and the practic al ap- 
windows and at the same time met the proach to working needs of officer per- 


manufacturer's desire to install a variety of sonnel. 


| 
Nt 


ERRY KAPLAN, assistant to Presi- 

dent Block, needed storage space. 
This problem is met with installation of 

periodical storage shelf above his desk 
and a filing cabinet specially grained 
finish to match No. 7 walnut of Stow- 
Davis single pedestal 60 x 36-inch desk. 
Draperies are in modern abstract green 
and white print. Walls are painted in 
light green. Mr. Kaplan is using Mil- 
waukee’s Bel Air contemporary group 
chairs in sulphur leather finish 
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int 
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pi ESIDENT L J Block's working area is set oft 


the Stow-Davis Sigma desl 


grouping in No. 6 
gunstock, dull-waxed finish. He is using No. 522! 
M 


executive posture chair in genuine wal- 
tors are seated on Milwaukee's No 502U] 
armchairs in warm gray. Adjoining re 
irea has seating comfort from Milwaukee 
hairs in top-grain persimmon leather 
is of massive 88-inch size, designed for 


with the busy executive. Because Presi 


dent Block refers often to customer accounts these 
are kept in a file unit beside the desk. Accessories 
pick up Erin-green shadow wall colors and the Sain- 
berg blotter pad is curved to fit contour of the desk. 
Carpeting is Fiber E in Hickory brown pastel from 
Spinning Wheel Carpet Co Draperies are in mod- 
ern small-print fabric done on linen in brown 
and beige tones. Telephone is colored in blue-beige 
in keeping with overall decor. A cornice board is 


used to lower eye level in this high-ceiling office. 
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E. SHARPE, secretary-treasurer, was provides resting place for dictating machine 
supplied with additional storage spa and directories. Walls are platinum finish 
through filing drawers in Stow-Davis Pro and draperies have modern abstract tree de- 
gressive II series dark walnut 76-inch fre« sign pattern. The executive chair is Milwau- 


shape desk and Stow-Davis filing cabinet kee’s No. 5221/ design and the armchairs 


and cupboard unit at right. Side credenza the No. 590 Vogue design in pine green 


unit has double file drawers underneath and leather 





ENRY PIEPER, purchasing agent, has brass planter base. Pictures of retrievers 

wanted to retain his five-drawer files at in keeping with Pieper’s hobby are matted 

the left, so they were refinished to match to pick up colors used in the office area, He 

the rose beige walls. ¢ arpeting 1s olive is using Milwaukee 5401/4, executive posture 

green shadow and draperies are in olive chair and guests are seated on the No. 408 

phosoaraem: °? green and rose beige shades. Stiffel lamp Futura model, all in coral top-grain leather. 
OA—2 /57 
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NEW Smith-Corona PACEMAKER! 
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Now, for the first time, a high-quality office typewriter 
is being offered, without territorial restrictions! 


Here is a full-scale office typewriter espe- 
cially created by Smith-Corona for sale 
through non-exclusive dealerships. It has 
the performance, durability, and workman- 
ship for which Smith-Corona products are 
famous. It’s the perfect machine for small 
offices, shops, farms, small retail stores and 
offices in homes. There’s an enormous sales 


potential in this growing “middle market” 
and the Pacemaker is the typewriter to tap 
it with. Especially since the suggested re- 
tail price is only $169.50* pius tax 
*Manufacturers list price subject to change 
Call or write your local Smith-Corona serv- 
icing branch for full particulars on the new 
Pacemaker. 


Smith-Coroma .. ...... .::-:-..cseeie 
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Here and There 





A. C. Buehler Appears 
On Television Program 


A. C. Buehler, president of Victor 
Adding Machine Co., appeared re 
cently as guest on the CBS-TV show 
“This Is the Midwest.”’ 


Interviewed by Fahey Flynn, well 
known commentator, Mr. Buehler out- 
lined the growth of the office equip 
ment industry and the part Victor has 
played in this progress story 


In introducing Mr. Buehler, Mr 
Flynn spoke beiefly of his many a: 
tivities in the community such as his 
work with the Y. M. C. A., the Citi 
zens Finance Committee for Cook 
County and of his enthusiasm for fast 
moving sports, speed boat racing and 
the Victor Six Pony Hitches 


Looking to the future growth of 
the office equipment industry, Mr 
Buehler and Mr. Flynn discussed th 
industry needs in relation to gradu 
ates coming from colleges at this time 
In this exchange of ideas they talked 
with Dr. Ernest Johnson of Lake For- 
est College and Mr. Engstrom, a 
young man who will graduate next 
June. 


G. J. Aigner Greets 
Brother after 34 Yrs. 

Three surviving members of a fam 
ily of 14 were reunited in a dramati: 
moment at Midway Airport in Chi 
cago recently. 

Greeting Adolph Aigner, 76, of 
Berlin, Germany, were his brothers, 
George J., 74, president oe 
Aigner Company and a founder of 
Lions International and Rudolph, 72 


of New Buffalo, Mich. 


All three wept as Adolph, 1 I 
tired German army officer, embraced 
George, whom he had not seen in 34 
years, and Rudolph, a stranger since 
1904. 


At an open house January 1 in the 
George Aigner home, Adolph was in- 
troduced to the American branch of 
the family. 

Rudolph, retired owner of a heat 
ing and ventilating firm, is a formes 
mayor of New Buffalo and county 
sheriff. 


The three brothers plan: 


the United States aft 


40 


Douglas Fairbanks, Jr. 
Joins Scripto Board 


Douglas Fairbanks, Jr., screen and 
television actor, has become an active 
participant in the industry. 

Mr. Fairbanks recently was elected 
to the board of Sc ripto, Inc. Since he 
has lived in Great Britain for the 
major part of the past five years, mak- 
ing television films for U. S. network 
showings, he will serve Scripto in an 
active capacity as a consultant in Eng- 
land, on the continent and in Africa. 

He flew to Atlanta, Ga., to attend 
the first meeting of the new board 
and toured the firm's Atlanta plant. 


$75,000 Given New 
Hospital by Bruning 


A pledge of $75,000 to the North- 
west Community Hospital Center, a 
dream of suburban towns northwest 
of Chicago fast becoming a reality, 
has been made by the Charles Bruning 
Company, makers of photo-copying 
machines and blueprint materials. 

The gift was announced by Herbert 
Bruning, president of the firm, as a 
gesture of good neighborliness while 
the company goes ahead in construc- 
tion of a $2 million dollar plant in 
Mt Prospect, Ill. 


... With our industry people 


Heart Fund Drive 
Conducted in February 
The American Heart Association is 


once again conducting its annual drive 
for funds to fight heart and blood 





vessel diseases which are responsible 
for more than 53% of the deaths in 
this country. 


The drive, beginning Feb. 1, and 
ending Feb. 28, helps pay for research 
which is aimed at stemming the heart 
disease tide. “Help Your Heart Fund 
to Help Your Heart. 


Helps Columbia Answer $64,000 Question... 


Sa 


On a recent visit t 





the Columbia Steel Equipment Co. plant 


in Fort Washington, Pa., Lynn Dollar, Revion’s lovely escort 
f TV contestants, put the seal of approval on Columbia‘s 


new line of 


“mix-match’”’ colors for 1957. Herman Gessner, 


vice-president and treasurer, explains that while lip-stick red 


is not in the line, dealers will 
r combinations to hue-conscious buyers 


than 50 col 


be able to demonstrate more 
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and 
Aristocrat “President” No. 230 


a Synchro Tilting Seat and Back 
ear Illustrated in Gros Point and Top 
Fund Grain 


Only $15 775° List, in Zone 1 


earch 





ed 


aa 


With 3-1/2 Inch Thick, Luxurious Foam-Rubber 
Cushioned-Comfort Seat... 
In 3,360 Different Color Combinations! 


And we pay the freight on shipments of 100 pounds or more! 


se \ 
rete 
——— Now groloo' 
| pree CON! onchise \, CHAIR 
re 
\ Ns cbow 3 ee CORPORATION 
\ oF Michigan City, Indiana 


Address Dept. 8-27 
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END TABLE 





Ohio Chair Co. 

408 N. Meridian Rd. 

Youngstown, Ohio 

Company has added two styles of end 
tables to its line. One, the round-top 
model pictured here, is RT-24, fea 
turing a 24-inch diameter with leg 
of gold and black anodized alumi 
num. The top is formica in a full 
range of matching colors. Firm al 
has a rectangular table, the ET-36 
with gold anodized legs. Both models 
are 15% inches high. (For more in- 
formation circle No. 9 on inquiry 
card or write manufacturer). 


FOLDING TABLE 





) 


Barricks Mfg. Co. 
134 W. 54th St. 
Chicago 9, Iil. 


+ 


Company has joined with the Fiberesin 


Plastics Co. to produce a series of soli 
plastic top tables made to resist gouging 
prying and other wear to which tables are 
normally subjected. The table, lighter than 
other plastic top models in the line } 
tures a ‘’Supr-Lyte’’ top which is smooth 
and considered practically indestructible 


Many other improvements are also in 
cluded in this “2100” Series (For more 
information circle No. 22 on inquiry card 
or write manufacturer). 


WORLD ATLAS 





George F. Cram Co. 
730 E. Washington St. 
Indianapolis, Ind. 


New atlas of the world 
published by the company 
features a_ religious map 


section, a section on world 
colonies, liberated colonies 
anc the communist slave 
states. Completely new en 


graved relief plate were 
used throughout the new 
book, and the maps are all 
in color The cover is fin 


ished in  puroxylin-impreg 
nated cloth with four c rs 
(For more information circle 
No. 26 on inquiry card or 
write manufacturer). 


AUTOMATIC STEPOVER 
Facit, Ine. 

404 Fourth Ave. 

New York 16, N. Y. 


Automatic stepover, a_ time-saving 
feature to increase ease and effi- 
ciency in adding machine operation, 
has been introduced as_ standard 


throughout the Ohdner adding ma- 
chine line. This feature was previous- 
ly incorporated only on the automatic 
multiplier model. The stepover func- 
tion facilitates multiplication opera- 
tions by eliminating the necessity for 
the manual setting of zeros when 
moving from one column to the next. 
(For more information circle No. 25 
on inquiry card or write manufac- 
turer). 


SPIRIT MASTER TYPEWRITER 





Addo Machine Co., Inc. 

145 W. 57th St. 

New York, N.Y. 

New Adler typewriter, the Spiri- 
typer’’ is equipped with a spirit car- 
bon ribbon attachment. It is designed 
to make work easier for typists en- 
gaged in typing spirit masters and 
to eliminate waste of unused portions 
of spirit carbon paper. Machine uses 
only carbon required for the number 
and length of lines typed. Forms do 
not have to be attached to a special 
carbon, making storage and handling 
of pre-printed forms easier and 
cleaner. (For more information circle 
No. 4 on inquiry card or write man- 
ufacturer). 


DESK LAMP 





Acme Lite Products Co. 

Congers, N.Y. 

New for 1957 in the company’s line 
is the ‘‘Stream-Liter’’, an ultra tear- 
drop based lamp with a flexible arm 
and swivel shade. Fluorescent lamp 
is set above opalescent plastic diffuser 
for glare-free light. Equipped with 
rubber bumpers to protect desk. (For 
more information circle No. 6 on in- 
quiry card or write manufacturer). 


Use INQUIRY CARD (inside Back Cover) or Write Direct to Manufacturers 
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Your customers are<q_ 


GETTING TO KNOW HER 


They see her in consumer advertis- 
ing. Business advertising. Literature. 
Packaging. Publicity. Displays. 
Exhibits. 


This month and next they'll be seeing 
her in local advertising and displays 
around the country — as Old Town 
dealers swing into the big, profit- 
building DAWN carbon paper pro- 
motion. Later in the year she will be 
leading the way in other planned 


promotions, a whole series of sales- 
makers Old Town has lined up for its 
dealers. 


Nan Mackaye—that’s the young 
lady’s name — does an important job 
for Old Town dealers. By establish- 
ing brand recognition in the cus- 
tomer’s mind, she makes selling 
easier — and therefore more 
profitable. 


Mr. Dealer, would you like to have Nan Mackaye go to work for you? 


Just drop us a line. 


OLD TOWN CORPORATION 


General Sales Offices: 345 Madison Avenue, New York 17 
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They'll think you're a 


(and you'll think you’ve discovered gold!) 





‘\ 
when youre the Invincible man 
~ 
ith th ffi lan! 7 
with the office plan! 
“a 
~ 
UDDENLY your gray flannel becomes the shin- “s 
ing armor of good deeds . . . when your cus- Bh. 
tomers and prospects learn you’re the man with 
Invincible’s big extra in valuable new service for 
—_. 
them— and tremendous new sales and profits a 
for you! 
For here are sales tools you can use with real 
chain-and-mace power. Not only Invincible’s 
hard-hitting advertising in your market — plus 
a new full-line catalog and folders — but the new : 
Office Planning service. It’s a kit complete with 
survey and planning graphs and merchandising 
material. Yet so simple that you can easily pre- 
‘sent a plan — to scale — with furniture recom- 
mendations that prove the potential increase in 
the efficiency and attractiveness of any office. A 
. . ” 
You build confidence and interest — as only the Only the first of Invincible’s full-page, full-color ads to 
Invincible man can —that immediately spark sell your Invincible service and furniture throughout the ae 
° ca iil ? year . .. in Newsweek, Business Week, Management 
multiple sales for your Invincible profits! Methods and Office Management. ‘Tie in with your own 
And all materials are yours for the asking. sales efforts, and profit as never before! 
a - . 
Typical prospect-reaction to the Invincible man with the ( 
: 
g 
“He’s got to show me” “Egad, He IS showing me!’’ “Hey! That’s sensational!’ 
But of course there's skepticism when you For now your prospect sees you making a You've returned with the finished plan (again A 
first suggest Invincible Office Planning. Be- rough layout of his office space (using special using material provided). You actually show te 
cause you're not pressing to sell anything; survey graphs) and noting his needs for more how Invincible units — strategically placed © 
you've come in to offer a real service with office efficiency. He has rising confidence in — achieve new office productivity your pros- e 
out obligation. your truly professional planning! pect never dreamed possible. Pp 


Be ready when the first Invincible Office Planning ad breaks! Write for full details to 


INVINCIBLE: 


INVINCIBLE METAL FURNITURE COMPANY, MANITOWOC, WISCONSIN 
in Canada: A. R. Davey Company, Ltd., Factory Representative, 1162 Caledonia Road, Toronto 10, Canada 
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Business-Engineered 
for better 
business living 
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PERSONAL LABELS 


NEW PRODUCTS (01iued 





PERSONAL FILE 
Amberg File & Index Co. 
Kankakee, Ill. CREDENZA UNITS 


New personal filing case has four fil 
ing compartments, one of standard 
letter size and three smaller ones for 
cancelled checks, insurance policies 
N 10 envelopes and the like. The 
case is made of a special binders 
board covered in a new latex-im 
pregnated material with a linen-like 
finish. Colors are sand, cinnamon and 
gray. Has plastic handle and snap 
145 Grand Ave. lock. Standard equipment includes 
St. Louis 22, Mo. eight file folders, ruled for record 
Ready-to-stick, personalized keeping, a set of nine guides for 
labels. cre available in han smaller compartments, and 84 
dy dispenser box. Each label gummed labels. Designated as model 
ca tiene nee ond No. 850. (For more information cir- 
odiivess in blue ink on white cle No. 21 on inquiry card or write 
manufacturer). 





Mark’ Andy, Inc. 





The Globe-Wernicke Co. 
Py v0 Norwood 
Kromekote”. Labels are Cincinnati 12, Ohio 


die-cut with round corners 
Y2-inch by 2 inches in size 
pressure-sensitive for quick 
application. Box f 30C 
made to retail for $2. Coun 
ter cards with cards for im 
print orders are available 
(For more information cir- 
cle No. 12 on inquiry card 
or write manufacturer). 


Versatile new ‘‘Streamliner’’ credenzas 
provide decorative housing for books, per- 
sonal files, catalogs and other “‘business 
tools’’ in the modern office. Various units 
can be grouped under a single top, mak- 
ing a custom-tailored credenza to meet 
personal requirements. (For more informa- 
tion circle No. 18 on inquiry card or write 
manufacturer). 


IN-OUT BOARD 
SELF-INDEXER 
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426 5S. Clinton St. 

Chicago 7, Ill. 

Aico’s new “‘self-indexer’’ is designed 
to fit any standard sized index card 





pe | 
, 
yi 


Bernay Products Co. 
412 S. Wells St. 


Prenton See developed Ww ren ae Carp. It is a_ transparent plastic holder 
priced “In-Out’’ board for use 455 Douglas Ave. which holds a card % of an inch 
by receptionists and telephone Holland, Mich. over the other cards in the file. A 
and telephone switchboard oper Pen sets, with bases of id blocks double lip at top and bottom of the 

of aluminum in two style finished holder permits entries to be made on 


ators. Tells at a glance wh 


out of the office and when he in gold or silver tone and anodized the card without removing it from 
will return. Space for 12 name for permanent luster, have been de the holder. Eliminates the need for 
on the board which is availat igned for banks, insurance com card guides. Available in four stand- 
in a choice of decorat panies, and other counter uses. Pens ard sizes. (For more information circle 
Sets on the desk or han om are ball point with ‘“Mag-Ink’’ cart No. 10 on inquiry card or write man- 
the wall. (For more information ridge. Gold or silver chain holds pen ufacturer). 


permanently t the base. (For more 
information circle No. 19 on inquiry 
card or write manufacturer.) 


circle No. 13 on inquiry card or 
write manufacturer). 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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P4 3 
with METALSTAND’S VI AA 
, petit y 
unbelievably low priced é 
+ 7 

quality line of DESKS 
THE STRAIGHT 

j As our 25th Anniversary Achievement, we Metallic Grey, Ocean Spray Green or Sahara 
present for your profitable pride, our Straight Tan, with linoleum or Textolite tops in grey, 

= Line Desk! Profitable . . . because it’s designed green or jaspe. They are truly designed, engi- 
for volume demand and volume sales! Pride ’ 

. neered and finished in a manner that defies 

. . . because here is a quality desk you can : : . poe f 

me sell at a low price, without apologies, without ee ne eee «ee 
complaints, without regrets! The entire Desk paper mats, glossy photos and 2-color envelope 
Line: Executive, Secretarial and Single Pedestal stuffer make selling the Straight Line to your 
desks and Conference Tables are available in customers easy as saying “Come and get ‘em!” 

gned 

card ; 

Ider “Write today for your low cost on Metalstand’s 

nch ‘ , : ° 

— quality line of round edge and straight line desks. 

f the 

ad METALSTAND 

ana- 






circle see eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee ee eeeeeeee eeeeee 


et 520 STATE ROAD, PHILADELPHIA 36 e DEvonshire 3-7900 
Manufacturers of SUSPENSION FILES e NON-SUSPENSION FILES 
STEEL DESKS e STEEL CABINETS e Hilo TYPEWRITER STANDS 


Metal Standard of Quality 
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ELECTRIC MIMEOGRAPH 





Bohn Duplicator Corp. 

444 Fourth Ave. 

New York 16, N.Y. 

The new BDC Rex-Rotary M-4 electri 
mimeograph is designed like printing 
press and described as a printing pres 
for stencils. The M-4 utilizes two cylin 
ders, an oscillating ink roller and heavy 
printers ink in place of the customary per- 
forated drum and liquid ink. Other fea 
tures include a three-minute color change 
accurate registration, automatic cut-off 
counter, three-way copy adjustment and 
automatic feed for any weight of paper 
Hand operated model also available. (For 
more information circle No. 14 on inquiry 
card or write manufacturer). 


VERTICAL NUMBERING 








MACHINE 
é 
es , 
e 
we 





Wm. A. Force & Co., Inc. 

216 Nichols Ave. 

Brooklyn 8, N.Y. 

A new hand numbering machine { 
vertical terminal digit indexing ha 
been unveiled by the company. It 


for 


designed to meet the numbering re 
quirements of open-shelf, high-speed 
filing systems. Machines are being 


produced in two models, the Paragon 
1C, a six wheel automatic, and the 
Paragon 26A, a six wheel lever ac 
tion. Numerals come in tw 
Roman or Gothic, with a vert 
arrangement for both models. (For 
more information circle No. 11 on 
inquiry card or write manufacturer). 


' 
¢ € 


i! tier 





DRAFTING-REFERENCE UNIT 





Stacor Equipment Co. 

768 E. New York Ave. 

Brooklyn 3, N.Y. 

To meet need for greater efficiency in 
drafting and engineering furniture, com- 
pany has designed a combination drafting 
and reference unit. Each unit offers a 
compact “‘office’’ for the man_ behind 
the drawing table. Unit features drawing 
table with slope and height adjustment, 
drawer and file space, and a full desk top. 
All models have island bases with floor- 
leveling devices. Reference top is covered 
with desk-top linoleum, and footrest is 
urfaced with a skid-proof rubber mat. 
(For more information circle No. 7 on in- 
quiry card or write manufacturer). 


THREE-COLOR IMPRINTER 


Force Western, Inc. 

216 W. Jackson Bivd. 

Chicago 6, Ill 

The “Roll Boy’’ multicolor imprinter, 
recently introduced by the company, 


gives impression on any porous sur- 
face in three colors on up to four 
ines. Marking device fits in the palm 
f the hand and weigh nly 3Y% 
unces Message is permanently 


printed under plastic on top of de- 
vice, which is packaged with extra 
ink in choice of one, two or three 
colors. (For more information circle 
No. 3 on inquiry card or write man- 
ufacturer). 





NEW PRODUCTS (0vinued 


COSTUMER 





Glaro Machine Products 
Co., Inc. Lindenhurst, 
Long Island, N.Y. 

New anodized costumer 
has been finished in 
gold, or if desired in 
gold and black com- 
bination. Customer 
matches with other an- 
odized items in _ line, 
including sand urns, 
smokers, wall racks 
and tray stands. (For 
more information circle 
No. 8 on inquiry card 
or write manufacturer). 


PHOTO COPY INK 

Micropoint, Inc. 

624 E. Taylor St. 

Sunnyvale, Calif. 

Firm has announced that ‘‘Copy-Fax”’ 
ink is now available in red and black 
colors which are said to reproduce on 
all office copying machines. The ink 
is available in Micropoint ‘Copy- 
Fax’’ pens, refill cartridges fitting 
most ball point pens, and a new 
non-refillable pen now in production. 
Company says red ink is the first of 
that color said to reproduce satisfac- 
torily on the ““Thermo-Fax’’ machine. 
(For more information circle No. 17 
on inquiry card or write manufac- 
turer). 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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Now’s the time to tie in 


Hang onto your cash registers. This looks like 
the biggest Royal year yet. Already Royal Portables 
with Twin-Pak are chalking up new records. (Sales 


ready the most popular portable on the market today. 


And we’re going to make it even more popular 
with the finest advertising and promotion plans 


at are even ahead of this time last year.) you’ve seen yet! 

- And this is only the beginning. Customers are So get your Royal stocks up now while there’s time. 
going to flock after New Royal Portables as if they This is going to be a year to remember. 

wt were money. We're not just going to wish you a very happy 
on How do we know? Because the new Royal Port- New Year. We’re going to help make it one for you 
- able with Twin-Pak, the quick change ribbon, is al- your happiest Royal Portable year yet! 

ne 

17 

'ac- 


UYAL portable 


Standard + Electric + Roytype® business supplies 





World’s Largest Manufacturer of Typewriters — Royal Typewriter Co., Division of Royal McBee Corp. 
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NEW PRODUCTS (1iinued 





PAPER PUNCHES 


VAULT DOORS 





New England Paper Punch Co. 
Natick, Mass. 


Company has announced it is now in a 
position to make _ special Clix’’ paper 
punches to meet individual requirements POSTURE CHAIR 


New custom punch department will sub 
mit quotations in minimum lots of 250 
special punches on receipt of desired speci 
fications. (For more information circle No. 
5 on inquiry card or write manufacturer). 








Meilink Steel Safe Co. 
1672 Oakwood Ave. 


ELECTRIC ADDING M 
Toledo 6, Ohio 


ACHINE 


és ca 
ae Five new fire resistive vault 
nae doors, ranging from 'Y2-hour to 
6-hour fire protection have 


been added to firm’s line. These 
doors are suitable for schools, 





hospitals and other commercial 
structures where fire protection 
of permanent and vital records 
Cramer Posture Chair Co., is essential. (For more informa- 
Inc. tion circle No. 1 on inquiry card 
1205 Charlotte or write manufacturer). 
Kansas City 6, Mo. 
Model C-22 of the new 
Burroughs Corp. Challenger’ line of heavy 
6071 Second Ave. bose chairs offers scientific 
Detroit 32, Mich. soundproofing with the non 
New mode! 10-key electric adding revolving spindle that pro- PORTABLE BLUEPRINT 
machine has been introduced by com- vides tree ond quiet swivel MACHINE 
action. Steel base is als 


pany. It features newly designed key 
board, greater operating simplicity 
a two-color ribbon, automatic spac- 
ing for tear-off totals, and new high 
operating speed. Offered in four dec 
orator colors, Capri cora Alpine 


undercoated for sound ab 
sorption and plastic bums 
ers on all feet eliminate 
contact noise. Covered in 
two complimentary colors of 








elastic U.S. Naugahyde in 
blue, amber gray and sea mist green 
waterfall design or other 
Available in 10 various listing and . 
‘ : fabrics. (For more informa- 
totaling styles. (For more information ; : . 
. : ‘ tion circle No. 16 on in- 
circle No. 15 on inquiry card or : ‘ 
. quiry card or write manu- 
write manufacturer). 
facturer). 
Product Engineering Laboratories 
Co., Inc. 314 Adams St. 
Newark, N. J. 
The ‘’PELprinter 60 a portable 
CANCELLED CHECK FILE biel blueprint machine, weighs only 5% 
Majestic Stationery Co. Ibs. It operates on a’ dry vapor proc- 
260 N. Third St. ess, reproducing any type of drawing 
Philadelphia 6, Pa. or written matter up to 82 by 14 
Filing system for cancelled persona inches in | than 1% minutes. The 
checks is in handy looseleaf form cost is approximately one cent per 
Each envelope holds monthly check copy sheet. The machine is encased 
and bank statement. Space on front in a_ luggage-type plastic carrying 
of each for easy reference. File ha case and needs only a 110 volt out 
red, brown or green vinyl cover and let for operation. It can be converted 
twelve 4V¥e by 84-inch envelope for use in automobile (For more 
(For more information circle No. 2 on information circle No. 20 on inquiry 
inquiry card or write manufacturer). card or write manufacturer). 
Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
50 OA-2/57 
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- FACTS ABOUT 


EXTRA PROFITS 





Only the Enormous Shaw-Walker Franchise 
gives you all 9 profit-making features* 


To you, a 
single source for 5000 items increases net profits 
because it means— standardized selling .. . 
simplified inventories... less capital invested... 
concentrated purchasing . . . quantity and car- 
load discounts . . . better service .. . account- 
ing with one supplier . . . one line selling which 
makes better informed salesmen. 


PMC TIEG eee time This is the most 


complete dealer franchise in the industry. From 
the enormous Shaw-Walker franchise of 5000 
items you can fill nearly every office require- 
ment. Broader line means extra profits. 


KRY Lum lo dealers, the Office 


Guide means plus sales every day. It is the 
only complete sellers’ and buyers’ catalog in 
the industry. Quantities distributed bear dealer 
imprint. — This “Junior Salesman” produces 
extra profits for you. 


STR ee tee iam Among the 5000 


items in this enormous franchise are many fast- 
selling repeat items that can be purchased only 
ym the Shaw-Walker dealer, extra profits. 






Shaw-Walker sup 
plies sales training and a constant flow of pro- 
ductive sales aids that make salesmen more 
productive, — extra profits for you. 


pe Best Knoue Sam TTI CCl miei ouie@s To the buyer, 
the slogan “Built Like a Skyscraper” is the 
symbol of quality and time-saving. Since 1899 
the man jumping in the file drawer has be- 
come the best known office equipment trade- 


mark, Consumer acceptance means extra profits. 


CUCU Cate Full pages in 9 na- 


tional magazines sell time-saving, space-saving, 
record protection, the Office Guide. Monthly 
circulation, 5% million. These ads produce 
qualified leads, build prestige and lift you 
above the crowd, — extra profits for you. 






For your 
use in closing the big jobs, Shaw-Walker main- 
tains panoramic displays in 14 major cities. For 
faster service, warehouse stocks are strategi- 
cally located, — extra profits for you. 


* Right now there are a few cities in which we are willing to make a change. 
Yours may be one of them. Write Muskegon today. 
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Home Office — 
Muskegon, Mich. 
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EAGLE goes 


— | +) a0 times 














is your | [| 10 stunning half pages 
shorthand 

as smooth | for MIRADO in 
as your 

sheath? The Saturday Evening Post! 


Notes that are easy on These ads are aimed right 
pie val ] | at the people who use pencils 
ee ear | 

Tring 8 mee | | MIRADO promises ‘em the one 


of it!) withan | 

EAGLE MIRADO | 

pencil. The reason 

a MIRADO point stays | 
sharp—page after page- \ 
Makes your shorthand | 
look good—and 


thing they want most in a pencil— 
| a point that stays sharp for 
y V pages! Here are pencil 
ads that people will read... 

ads that'll make people feel good 
...ads that'll make ‘em 

go to you and ask for 

EAGLE MIRADO! 


order EAGLE 
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most— office people! 
| 


you, tool 


y, 


MIRADO 


sTAysS SHARP 
FOR PAGES ! 
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Rag 


to the POST 


in L957! oo beets 


| hin did ali this 
10 two-color stoppers 

















we 


kept @ sh, 
—_arp 
@ | With any othe, 


Ss 

| for VERITHIN in 

7 The Saturday Evening Post! 

it Here’s one red pencil that 

* really stays sharp— and 

‘a here’s a compelling way to 

* demonstrate it! People can’t 

3 miss these ads—can't help 

- lingering over them... can't help 

i] getting the point! And just to 
double the impact, every 

r VERITHIN ad is right across 

im the spread from a MIRADO ad 

- t EAGLE dominates 

)! 10 two-page spreads! 


more often...your customers will! 


Ld 
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FILING AID 





Quick-Quest Co. 
420 Market St. 
San Francisco 11, Calif. 


The ‘Quick-Quest”’ filing device, first 


introduced on these page in the 
Feb. 1954 issue, has recently been 
improved by the use of a waffled 


surface on the base to keep filed ma 
terial from sliding, and the inclusion 
of ‘’Vari-Quick’”’ drawer dividers of 
tempered hardwood to make drawer 
custom containers. ‘‘Quick-Quest 
does away with the need for com 
pressors, false bottoms and drawer in 
serts. It is complete with base and 
two-way throw plates, adjustable t 
Y2-inch intervals. Can be placed in a 
file drawer lengthwise or crosswise to 
suit use. (For more information circle 
No. 30 on inquiry card or write man- 
ufacturer). 


PAPER CUTTER 


ost: 
+ 
.~ 
7 
Fons 
_ 





Visual Aids Institute 
P.O. Box 368 
Woodland Hills 4, Calif. 


A new type of paper cutter which 
features a_ self-sharpening whee 
blade made of surgical steel instead 
of a free-swinging blade has been in 
troduced by the company. The blade 
rotates backward and forward on an 
l-beam track, and it is entirely en 
cased in a cast aluminum carriage 
Firm claims circles can be cut in sec 
onds. Baseboard is ruled in -inch 
grid lines. Six sizes available fron 
12 to 42 inches. Custom sizes als 


available. (For more information cir- 
cle No. 24 on inquiry card or write 
manufacturer). 





—_—_——_NEW PRODUCTS (i 


ASH TRAY 





MOBILE FILE 


Se aaaeennel)| 
| eee 






—_ - 


Vanpe, Inc. 

9226 S. Burley Ave. 
Chicago 17, Ill. 

The new “Mobil-Fil’’, | in 
letter or legal size, roll 
on large two-inch casters 
Has chrome steel handle 
and cylinder cam lock. C 
ors are walnut, gray, green, 
desert sage and mist green 
File is completely electrical- 
ly welded, with no bolts t 
tighten or rivets to work 
loose. (For more informatio 
circle No. 23 on _ inquiry 
card or write manufacturer). 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 





La Salle Products Co. 
2216 N. Clybourn Ave. 
Chicago 14, Ill. 


Company’s new No.18CR ash truy has a 
72-inch base and (optional without cost) 
a 5'%-inch ‘Super Safe’’ screen in jewel- 


ers’ bronze. Any ash tray or smoker in 
the La Salle fine can now be had with the 
screen at no extra cost. Dealers simply 
add a CR after the stock number. Screens 
also available in satin or bright chrome, 
brass, and anodized aluminum (gold, sil- 
ver and clear). (For more information cir- 
cle No. 29 on inquiry card or write manu- 
facturer). 


TYPEWRITER 





CITING 
the nev 


Cole G 








R. C. Allen Business Machines, Inc. 
678 Front Ave., N. W. 
Grand Rapids 4, Mich. 
New ‘’Color-Keyed’’ Visomatic type- 
writer features seven different colors 
with three harmonizing trim colors. 
The new line will be known as the 
“800” line. The keyboard shield is 
said to do away with paint wear on 
the keyboard frame. (For more infor- 
mation circle No. 27 on inquiry card 

; 3. 2810 ¢ 
or write manufacturer). 





ne ’STED 
duces offi 

erti 
BLACK SPIRIT CARBON Bed foe 
Ditto, Inc. Shion. A 
6800 N. McCormack Rd. at height, 
Chicago 45, Ill. 3 casters. 
ied Vu 
Company black-on-white copies "x 13¥ 
can now be produced on direct proc- >. 2815 $ 


ess duplicators with its new non-stain- 
ing black carbon. Called ‘Black Hi- 
Gloss’’, the carbon is said to produce 


100 and more copies on any spirit 
duplicator using regular duplicating 
fluid. Carbon edges and surface are 
chemically sealed to prevent smear- 


ing or smudging on hands, clothes 
or paper. (For more information cir- 
cle No. 33 on inquiry card or write 
manufacturer). 
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NOTE: Last folders as 





CITING COLORS: Above files are x 


the new, popular shades of Mist 
Cole Gray at no = cos 


accessible as the first 


COLE’S New ... improved 


FULL SUSPENSION FILE 


No. 204 $47 ovive GREEN OR COLE GRAY* 


No other file at this low price has this really full suspen- 
sion. 25% more filing capacity. The last folders in these 
files are as accessible as the first. Smooth gliding draw- 
ers, spring compressors and guide rods. 


TWO DRAWER~> 
LETTER SIZE 

Desk High, 14%" w. 
24” d. No. 202 $37.00 
LEGAL SIZE...1734" w 


No. 502 $42.00 
Lock that locks both 
drawers $4.95 additional. 


THREE DRAWER 
LETTER SIZE 
14%” w, 40” h, 2658” d. 


No. 203 $46.00 
LEGAL SIZE 17% wide. 
No. 503 $53.95 


Plunger type lock that 

premewonagy A locks 

drawers $9.00 x 2 
Pons re \e) 


egiter 





“SECRETARY” Chair 


Eliminates fatigue 
ind corrects im- 
proper posture. Five 
way adjustment. All 

on bearings. Thick 
foam rubber uphol- 
tered with DuPont's 
famous “Fabrilite.” 


f Brushed aluminum 
. ‘ . 
frame. One piece 
) drawnbase equipped 
i © with kick plates. Seat 
] "2 14" a2 oe 
9. 2810 $39.95 








ve “STENO” Chair 


duces office fatigue 
Wgertip controls and 
mded foam rubber 
Shion. Adjustable 
at height, top bear- 
3 casters. Seat size: 


he” x 13%" x 2”. 
» 2815 $29.95 é 


Visit our display at the NOFA Convention, New Orleans, March 28-31 











“EXECUTIVE” Arm Chair 


Colorful, impressive, the 
in beauty. Brushed aluminum, satin 


smooth frame and 
base. Tilt seat with ad- 
justable height. Smooth 
rolling ball-bearing 
casters. Seat size, 
19¥e" x 1710" x 2%". 
No. 2550 $79.50 


Junior “Executive” 
Same as above but 
made entirely of steel 
instead of aluminum. 
Smartly covered with 
DuPont's “Fabrilite”. 
4 colors only): Brown, 
Green, Gray and Wine. 


No. 2825 $59.95 


Nos. 2810 and 2550 chairs are available in the following 
colors: Granite Gray...Oak Leaf Green...Wine...Saddle Tan 
Brown...Terra Cotta...Sapphire Blue...Coral...Apple Green 


Russet. 


Nos. 2815 and 2825 chairs are available upholstered in 
Brown, Green, Gray and Wine. 


FOUR DRAWER LETTER SIZE 
14%4" wide, 5214” high, 265%" deep. 
No. 204 $47.50 

LEGAL SIZE 1734" wide, 524" high, 
265%’ deep No. 504 $57.50 


Plunger type lock that automatically 
locks all drawers $9.00 additional. 
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rk R SIZE » 60” 
2 5 
ket “4 eet 





SAVE VALUABLE 
FLOOR SPACE > 
Use 5 drawer files 
(as illus.) where 
space is scarce 
and save 25 


your Steer rycrv 








ee ty hes Bee nes 
il additional. 








last word 








SEND FOR OUR LATEST CATALOG 


















































STEEL BLUEPRINT CABINETS 


Provides protection for blueprints, art work, 
engravings, maps, etc. Drawers glide 
smoothly and quietly at a mere touch. Rear 
hood protects contents. Green or Cole gray. 


5 DRAWER UNITS 


Inside Drawer Outside Cabinet 

No. W. H. - Ww. H. dD. Price 
4030 37” 21,” 404," 154," 284%,” $98.00 
30-B Base for sh yl high........ 16.50 
4332 43” ” 15% " 35%," 124.50 
433- '? inet, a high 17.50 
Pr 38” 534,” 15% 41y," 149.00 
" 2 ul for above cabinet, 7'/,” high.......... 21.00 


_ 11 DRAWER UNIT 
2526 273, 2, 255," 29," 40° 265,” 89.95 


Safeguard 


your VALUABLES 
and VITAL PAPERS 


A dial lock secret vault, 
(only you know the 
combination). Plus 
three full suspension 
letter files. Heavy steel. 
1434" w, 52'4" h, 265%” 
d. Green or gray. 
No. 2004D... $72.50 


With add'l. plunger lock 
that locks all drawers, No. 2004DL $82.50 

















SAFETY 
CABINETS 
with lock 


Supplies stay 
neat and 
orderly. 


Prevents 
petty 
pilferage. 
Adjustable 
shelves. 


No. 349L = Green or Gray 
No. W. H. D. Price 
200 143/,” 29," 24” desk height ........$25.50 
800 30 40° 2654” counter height... 59.00 
349L 301/,” 374," 17” low counter hgt. 45.00 


OLE street EQUIPMENT CO., INC. 






NEW YORK 415 MADISON AVENUE 


- CANADA 
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Spring 
action 
button 
controls 
drop leaves 
















Lever 


ee 
oy: 


Wf: 


No. 779 $4495 
















1% 

. PUR Stand — Fo or ae 
for ent in the family. Drawer for suR li 
books. Opens up to 39” x 17”, type pn 


Heavy gauge steel. Olive Green o; Hie» 59 $11. non 


$11.95 F 








$39.95 
“POSTURE” Chair No. 2810 @ 


Brushed aluminum. Five way adjustment. Foam rubber cov- 
ered with Du Pont’s ‘“‘Fabrilite.” Steel base $39.95 
Green, Gray, Brown or Wine. 











fag 


No. 1621 $102°° 


SPACE SAVING DESK 


Three letter files with spring compressors, two double card 
drawers for 3 x 5 or 4x 6 cards (7200 cap.), plus a conven 
ient arm rest. Heavy steel, desk height, 54'2" wide, 251 
deep. Mist Green, Olive Green, Desert Sand, Cole Gray 


vO cent f et 


LAP 





The best protection for costly electric bookkeeping machines or 
typewriters. Protruding leaves for operator comfort. Get 


books or personal belongings. Heavy gauge ste 
welded. Cannot tip or tilt. Ball bearing ca ope® 
the flip of a lever Sane wi o- ¥ ever is set. 
Leaves open up to 4812; aha lae gh. Non-skid top holds 
machine firmly ¢ nace en closed: 18’ deep x 20” 


oO Oliv; or Cole Gray baked enamel finish. 













ot AYS FR fon eh 
Because w s scientifically designed stand for heavy 









es is the ade, we offer to send it to 











RAGE CABINET 
This full size cabinet is 
a fine office addition. 
Dustproof, made of 
heavy gauge steel. Pro- 
tected by strong doors 
with a two way lock- 
ing device controlled 
by a paracentric lock. 
76” high, 36” wide, 
18%‘ deep. Olive 
Green or Cole Gray. 
No. 76 $59.95 


SLIDING DOOR 

CABINET 

Same as above but 

with sliding doors. 

For use in close quar- 

ters. No swinging doors 

to block aisles. 

76” h, 36” w, 1934” d. 
No. 7636 $69.50 

As above with lock, No. 7636L $76.00 


Additional shelves for the above cabinets $4.25 each. 








No. 756 


$395 





SALESMAN’S DESK 


J 


Ideal for salesmen or students or where space is scarce. 
Four big drawers, arm rest, private compartment under 
lock and key. 40” wide, 18” deep, 30” high. Olive green 
or Cole gray baked enamel finish. 












' cape 
units 
wood 
12” ce 
lower 

Gree! 














The ‘‘PRESIDENT’S” File 

Four full suspension letter 

two drawers for 3 x 5 or 4 OPEN 

cards (6400 capacity) used fo UNIT 

tracts or cancelled checks. > 

secret vault with 4” dial lock No. W 

bly protected by extra outer ¢ 9719 34 

under lock and key. Heavys 9719 3¢ 

3212" wide, 37%" high, 19” ¢ 9724 36 

Olive Green or Cole Gray. 9XB 30) 
No. 475 $7 


The ““MERCHANT’S” 
2 letter files, drawer for 3 
4 x 6 cards (3200 cap.) plug 
cret vault and storage spact” 
protected by an outer — 
lock and key. 30%” w, 
17” d. Mist Green, Olive ¢ DIVIDE 
Desert Sand or Cole Gray. with lab 
No. 1370 g#eble on 


a drawe 
LOCK: With plunger-type l@ No. 133 
No. 1370PL# LOCK wi 


all drawers 


Above cabinets available in@¢-——— 
Walnut Mahogany, Blonde 
Knotty Pine finishes $15.00) 

























Prices slightly higher 





of 


cote’s 7 cultve 


No. 


x | 
eeneserenesneee 


1702—1 letter drawer, 4 box drawers 
1703—2 letter drawers, 2 box drawers 


> No. 


| STANDARD COLORS: 


MODERN OFFICE 


These beautiful desks of tomorrow will greatly improve 
pearance of your office. Styled by foremost craftsmen to 
most discriminating taste. They create an atmosphere t 
increase your prestige with clients and employees. Rug 
constructed of heavy furniture steel. Beautifully covered 
grade linoleum attractively trimmed with a fine aluminum & 


LINE OF 


1700—1 letter drawer, 4 box drawers (55’x24’’) 
1701—2 letter drawers, 2 box drawers (55x24”) 
(60’x30"’) 
(60’x30” 


1707—1 letter drawer, 
No. 1708—Three box drawers 










letter fi 

1 box drawer (42/x24”).... MBOP.), secre 

(42”x24”) PAbove cab 
No. 1878 


Desert Sand, Mist Green, Olive Green or Cole Gray baked "Plunger-ty, 


SEND FOR OUR LATEST CATA 








COLE steet EQquIPMENT CO., INC. 

































! 
(‘oles STEEL Cole’s “MODERN” File 
A filing cabinet, storage 
SHELVING UNITS cabinet and secret vault all 
|, 50% more in one. 3 full suspension 
Heavy a fa Prous letter files and 2 drawers 
capacity than standar for 3x5 or 4x6 cards (6400 
ynits, yet costs less than cap.) also for leases, con- 
diustable shelves on : Y 
wood. Adj , tracts or cancelled checks. 
2” centers; can be raised or Plus 3 storage compart- 
lowered, or shelves added. ments under lock and key. 
Green or gray 30%” w, 51%” h, 17” d. 
a , ‘ Heavy steel, green or Cole 
i j gray No. 991 $87.50 
| ~ ; LETTER SIZE—as above but 
ln — 1 with a fourth letter file re- 
as — + placing the two index card 
; l i q j drawers No. 990 $84.95 
Mw , ¢ A_} LEGAL SIZE—Some as No. 
5’ File = Sh | 990 but with legal size in- 
— a“ stead of letter size drawers 
letter No. 7512 Unit 8.35 , 
a ee 33%” w, 5114" h, 17” d. 
oe. UNIT SHELVING UNITS (CLOSED) Mas No. 1090 $89.50 
— sna 3-No. 8712 Units Ab ith pl lock 
f ’ 119.8 ove with plunger-type loc 
ss ments in-—PRICE PER UNIT—, Add’! $ . that automatically locks all drawers . . . $11.00 add'l. 


tial lock y. wo H. D. Eo. Unit 1 Unit 3Units 6 Units Shelves 
1 outer é 9719 36” 87" 12” Six $40.95 $39.95 $38.95 $3.25 ea. 
Heavy! 9719 36° 87 18 Five 47.00 46.00 45.00 4.25 ea 
gh, 196 8724 36" 87" 24° Five 62.25 61.00 59.95 4.95 ea. 
Gray. 9XB 30," 49" 9%, Four 25.95 25.65 25.35 2.95 ea 


475 $7 SHELVING UNITS (OPEN) 
Shelves 
in PRICE PER UNIT—, Add’! 
No. W H D. Ea. Unit 1 Unit 3Units 6 Units Shelves 
75° 12° Six $24.65 $23.65 $22.00 $2.95 ea 
75° 18° Six 27.75 26.45 25.50 3.50¢ea 
75° 24° Six 33.95 32.95 31.95 4.95ea 





(hles 


SPACE SAVING DESKS 


For use where space is at a pre- 
mium. Has two full suspension letter 
file drawers. Sturdily constructed of 
heavy gauge steel with beautiful 
aluminum trimmed linoleum top. 
These desks are available in Mist 
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33 DRAWER 


























- 
bad ‘i CABINET Green, Olive Green, Desert Sand 
- - 360 Compart- $6750 or Cole Gray. 
-_ ment Capacity No. 1721 
— Pays for itself in SPACE SAVING SIZES 
~ ” safe-guarding p ide High Deep Price 
— = bad tools, catalogs, e 1 34” 29” 19%" $67.50 
OC Lao printed matter, wie 1721-A 34” 297% 26%" 75.00 
ei etc. Inside draw. my ail. 1721-8 40% 29% 19%" 71.50 
ie - ‘ er: 85%" w, 234" “ with#these double 1721-C 40” a DONE eaciinns 79.25 
’S” Fil a ae ’ h, 12” d. on. rd aaqoht an 1721.0 58” 29% 19%" 77.50 
for 3 =< og Mp HY the 1721-E 58” 29% 2634” 87.50 
ap.) plug ee ja . - ee r size drawer Above desks, legal instead of letter size drawers, add $5.00 
- ¢ tomy $12.00 Add 
ye spact - gre or 4 “ys 
er door | 95 ber. 






‘ 


wa ; 
Olive «DIVIDER PARTITION 


<a 
bove 


ith \y\ 
Gray with label holders gg ust- — Ayo 
_ 1370 ¢ able on ps set divides ng Uden: 


co. 
o drawer 3 compartments. pane ome} 
r-type le No. 133 ¢ per set (two to a set) No ifi 5 






“DESK ’n FILE” 


A retractable desk ...a safe for val- 


























|370PL # LOCK which will lock all 33 drawers, No. 27 $10.00 vables . . . drawers for checks . . . 
; files for letters . . . shelves for books 
ir and drawers for index cards. A com- 
Blonde @ _ plete steel office all protected by two 
doors under extra lock and key. 
“EXECUTIVE” 32%” wide, 60” high, 19” deep. 
| ae FILE 
ICE No. 1093 $419°° GREEN OR GRAY 
ove the 3012” wide 
‘toi 374" high 
17” dee SPECIFICATIONS inside Dimensions 
re thal P Wide High Deep 
* coLors: Top Vault i 7" e" 1 ~ 
d@ Mist Green Shallow Drawers 13% 2 16 ~— 
= ; : Card Drawers 64" 4" 16” 
= Olive Green, " “ “ 
num e Check Drawers 122" 4! 16 
Desert Sand, wee 103 “ 16” -— 
Cole Gray. Letter Drawers 12% 8 ==. = 
Grained Walnut, Blonde Oak, Gl y 
No. 1478 $62.75 Mahogany or Knotty Pine cat | 
2 letter files, 2 drawers for 3x5 or 4x6 cards (6400 SESS adeionat, Le i — 








24 Pfap.), secret vault and storage space under lock and key. all . ones <> LL 
our important papers » 
ne with legal instead of letter size drawers, at ona Renestien he aaa Le => 
" 8 ° at / 
redl $69.95 desk glides in and out ~ 
baked “Plunger-type lock that locks all drawers, $7.50 add'l. on roller bearings. 4 é ) 


LTALE 


NEW YORK: 415 Madison Ave., New York 17, N. Y. 
ee 








INSIDE DIMENSIONS 
No. Wide High Deep 


” 


*1513, 10” “134,” 1” 
514 Oo” os”——sa1” 
1515 12” 18") ~=—-12” 


FIRE 
INSULATED 
STEEL SAFES 


For protection 
against fire for 
1% hrs. Reduces 
the cost of bur- 
glary insurance. 
Cole Gray finish. 


*As shown but an 
open shelf re- 
places the inner 
door with key. 


t INSULATED Sarg a 





No. 20X 


$5995 


Cole’s 
TELEPHONE TABLES 


A secret vault, a full sus- 
pension letter file, both 
protected by outer door 
under lock and key. Lino- 
leum top with aluminum 
edging. 19” wide, 3012” 
high, 19” deep. Olive 
Green, Mist Green, Desert 
Sand or Cole Gray. 


No. 10X. Same as above 
but with two storage com- 
partments for personal 
use, which replace vault 
and file cabinet. Olive 
Green, Mist Green, Desert 


OUTSIDE DIMENSIONS 


Wide High Deep Price 
144,” 19%," 15¥%,° $74.50 
1S” 2134,” 1534" 99.50 
16° 243,” 163," 134.50 





Sand or Cole Gray. 


No. 10x $4995 





Above cabinets available in Grained Walnut, 
Mahogany or Knotty Pine $12.50 additional. 


Top quality “RECORD-CARD” files 
at rock bottom prices... 









No. 323 


COUNTER HEIGHT 


Contains two letter size 
4x6 cards (8000 cap.), 


Olive Green or Cole Gray finish 
With plunger type lock for all drawers 


Three ball bearing, full suspension 
letter drawers plus two double draw- 
ers for 3x5 or 4x6 cards (8000 cap.). 
Heavy gauge steel, 14%” w., 5214” 
h., 2658" deep. Green or gray 

No. 323 $69.50 


With plunger lock for all 


drawers. No. 323PL $79.50 


< 
DESK HEIGHT 
Contains one letter size 
drawer, two drawers for 
3x5 or 4x6 cards (7200 
cap.), plus a sliding shelf. 
1434” wide, desk high, 
24” d. Green or Gray. 
No. 321 $47.50 
Plunger type lock for all 


drawers. No. 321PL $56.50 


drawers plus two drawers for 3x5 or 
14%" wide, 40” high, 2658” deep. 
No. 322 $59.95 


No. 322PL $68.95 





CHECK-DRAFT File 
9 drawers for rec- 
ords up to 10%” 
wide x 44” high. 
12%” w., 52%" h., 
2656" d. Green or 
Cole Gray finish. 
No. 1209 .. $77.50 
With plunger lock that 
automatically locks 
all drawers. $11.00 
add'l. 








RECORD-CARD File 
9 double drawers for 
3x5 or 4x6 cards 
(36,000 cap.). 14%” 
w., 5214" h., 2658” d. 
Green or gray. 
No. 1234 $82.50 
COUNTER HEIGHT 

As above, with 6 draw- 


ers (24,000 cap.). 1434’ 
w., 40" h., 2656" d 


No. 1244 $72.50 
Plunger lock for all 
drawers add $11.00 





(oles PORTABLE DESK FILES... 


The answer to the busy executive's 
prayer. A work organizer and a pull 
drawer letter file combined, which 
will keep private papers really pri- 
vate. Upper compartment with lift 
cover for visible records, under lock 


No. 
854 — Letter Size 
858 — Legal Size 


Extra lock for lower file drawer 


Green or Gray] Grained Finishes 
$57.95 
$72.50 


* Grained finishes are: Walnut, Mahogany, Blonde Oak and Knotty Pine. 


$47.95 
$62.50 


$2.95 add'l 


Dimensions: Portable Desk Files... 


Upper section 
File drawer 


Prices slightly highe 


LETTER SIZE No. 854 


Wide High Deep Wide 
13” 10%” 24%" 16” 
12%" 10%” 24\4" 15%" 


and key. Lower filing drawer glides 
smoothly on a ball bearing double 
cradle suspension. Equipped with four 
swivel casters, spring compressors and 
guide rods. Heavy gauge steel, olive 
green or Cole gray finish. 3042” high. 


LEGAL SIZE No. 858 
High 
10%” 
10%" 


Deep 
24%" 
24%4" 


. 





No. 854 $4795 
SEND FOR OUR 








“COMBO” 
LETTER SIZE 
Two letter size files 
on a sanitary base. 
14%" wide, 3012” 
high, 16” deep. 
No. 700... $28.75 


LEGAL SIZE 
1834" wide, 


high, 
No. 701...$33.75 


Green or Gray. 





UNIT—> 


























~<-CARD AND 
LETTER FILE 
Two letter fils 
two 4x6 ca 
drawers (32 
cap.) and a ba 
1434” wide, 36 
high, 16” dee 
No. 702. $36s 


LEGAL SIZE 
As above but ke 
size, with 5x8 « 
drawers. 18% 


No. 703... $43 


LOCKS for above, $2.75 additional per dm 


(bles STEEL WALL UNIT: 


M Practical 
M Ornamental 


Made of heavy gauge 


steel costs 


than 


yet 


x 12”), 


13%" 


able on 2” 


Beautifully finished in 
olive green or Cole 


gray baked enamel 
No. 586 


Same as above but 
with drawers 16” deep, 


12" 


instead of 


No. 587 


Additional shelves for 


less 
wood. Contains 
27 drawers (9” x 32” 
overall dimen- 
sions: 3012” w, 87” h, 
deep. Shelves 
are 30” x 9”, adjust- 
centers. 


$75.95 


deep. 


$79.95 


M Economical 


ee ee ee 


; 
af 
= 





above $2.95 « 


Turn Waste Space 
into Valuable Space! 


Lower unit with 3 ad- 
justable compartments 
lock and key. 
wide, 87” high, 
17” deep. Shelves in 
bottom cabinet 30” 
wide x 16” deep. 
Shelves above cabinet 
30” wide x 9” deep. 
Olive Green or Gray. 
$69.95 


Same as above but 
75” high and allf 


under 


3012” 


No. 582 


shelves 30” wide x 
16” deep. ; 
No. 583 $74.508 


Additional shelves are 
available for the above 


cabinets. 





LATEST CATALOG 


COLE stee EquipmeENT CO., INC. 


NEW YORK 415 MADISON AVENUE « CANADA 





TEEL 
FFERIN STREET 


INTERNATIONAL 


10) (0) hfe) 


———_NEW PRODUCTS «ovtinued 


PARTY “IDEA’’ BOOK 





Dennison Mfg. Co. 
Framingham, : Mass. 


Company’s new “‘Here’s An 
Idea’’ book of crafts and party 
decorations for spring—1957 is 
now ready. Covers “Oriental 
Hall Trim,’’ bridal showers, table 
decsrations, “Italian Street 
Fair,’ ““A Visit to the Doll Peo- 
ple,“ and other craft and dec- 
orating ideas. (For more infor- 
mation circle No. 32 on inquiry 
card or write manufacturer). 


CARBON PAPER ENVELOPE 
Franklin Ribbon & Carbon Co. 
172-178 Nassav Sf. 

Brooklyn 1, N. Y. 

Company’s new carbon paper enve- 
lope specifically designed for self- 
service is now being distributed. The 
envelope is attractively banded and 
packaged for self-service in green, 
white and black combination. (For 
more information circle No. 28 on 
inquiry cord or write manufacturer). 











PROFIT CONTROL SYSTEM 
Better Management Co. 

7129 Paseo 

Kansas City 30, Mo. 


Company has available a ‘Profit 
Control Plan’’, suitable for use of 
the retailer as well as his retailer 
customers. System provides daily, 
weekly and monthly record of gross 
income and expense and is said to 
require less than five minutes a day. 
System includes explanatory booklet 
and special ‘‘Plan’’ forms for a 90- 
day operation. Forms can be ordered 
for three months, six months and 
one year. (For more information cir- 
cle No. 34 on inquiry card or write 
manufacturer). 


WORLD GLOBE 


COAT HANGER 


BUSINESS LETTER BOOKLET 


Weber Costello Co. 

1212 McKinley St. 

Chicago Heights, Ill. 

New globes are mounted 
on rubbed walnut stand de- 
signed by Ken White As- 
sociates. Redesigned stand 
has brass base in modern 
motif to fit into contempo- 
rary office and home in- 
teriors. Co-ordinated with 
the blue chips’ furniture 
line. (For more information 
circle No. 36 on inquiry 
card or write manufac- 
turer). 


Howard Chandler, Publisher 
13350 Burke Ave. 
Los Altos, Calif. 


A “Ready Reference” booklet cover- 
ing the writing of ‘Business Letters’, 
written by N. A. Ault and Lewis 
M. Magill, both of the State College 
of Washington, is now available. The 
36-page booklet, punched for three- 
hole binders, covers such topics as 
effective business English, parts and 
forms of the business letter, business 
correspondence principles and various 


examples of business letters. 


more information circle No. 31 on 


inquiry card or write publisher). 


Lansdale Products Corp. 
Box 568 
Lansdale, Pa. 


Company has developed a new multi- 
garment holder for use in automo- 
biles by traveling salesmen or others 
who wish to hang coats and gar- 
ments in the rear of a car. Fits every 
car, attached to rear window molding 
and deck. Designed so that gar- 
ments hang below the level of the 
window, eliminating the possibility of 
obstructing the rear view of the driv- 
er. (For more information circle No. 
35 on inquiry card or write manufac- 
turer). 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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NEW H-O-N DESK LINE 


36 models from only 16 component parts 


FOR EXAMPLE: With a modest stock of four top sizes: eight 
pedestals; four skirt and leg assemblies, you can offer your 


fourteen in 2614” 


customers a choice of 36 desk models 
height and twenty-two in 29” height 
estal. (The twenty-two models in 29” height are shown on op- 


posite page.) 


single and double ped- 


SMALL INVESTMENT: 
For the cost of several standard set-up desks you can have a range 
of 36 models of H-O-N desks. A big selection with a very low 
dollar investment in inventory. 


LESS WAREHOUSING: 
Space-saving in your store and less warehousing costs on the out- 
side reflect in a bigger profit margin on the H-O-N desk line of 
interchangeable component parts. 


GREATER SERVICE: 
Now it is possible for any dealer to offer his customer a wide, 
wide choice in desks. Here indeed is an opportunity to provide a 
real tailor-made service to fit a customer’s requirements exactly. 


MORE FLOOR SALES: 
One H-O-N unit on your sales floor can earn more dollars per 
square foot than any other item. You can merchandise these desks 
hard — with special H-O-N point-of-sale material available to help. 


SIMPLIFIED ORDERING: 
A suggested initial stock order would include the four top sizes, 
the four pedestals and three leg and skirt assemblies in either 
spruce, sandalwood or grey. These components will create the 22 
models shown on opposite page. When re-ordering you need get 
only the components necessary to round out your stock 


THE H-O-N peEsK LINE has a modern, fresh appearance. Tops 
are finest quality Panelyte, stain and mar-resistant. Legs are 
artfully formed solid steel 
rollers. Good construction and skilled workmanship are ap- 
parent in every part. More information in greater detail is 


available. Write to H-O-N Co., 


Drawers operate quietly on nylon 


Muscatine, Iowa. 


THE 


\ 





—— 


MUSCATINE, IOWA 


60 
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60 x 30 TOP 
Rear Overhang Center Drawer (CO) Opt 


| 


60 x 30 TOP 
Rear Overhang Right or Left Overhang 


NT 


55 x 24 TOP 
Center Drawer (CD) Optional 


55 x 24 TOP 
Right or Left Overhang 


45 x 30 TOP 4 
Rear Overhang ' 


42 x 24 TOP 


OA-—2/57 
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Opt. 54214-CD 























53214-CD 53114-CD $3224-CD 


; THESE 29” HIGH UNITS REQUIRE ONLY 11 PARTS TO CREA} 
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Hemisphere Steel Products 
Corp., 263 Kent Ave 
Brooklyn 11, N. Y.—has 
developed a “pocket Port- 
a-Wall’’ merchandising aid 
It is a miniature section of 
the Port-a-Wall” office di- 
vider standing 102 inches 
high with a cut-away area 
to reveal inner construction. 
Helps salesmen explain fea 
tures in a desktop area 
(Inquiry Card No. 125) 





Autopoint Co., 3200 W. 
Peterson Ave., Chicago 45, 
IIl_—-has introduced the au- 
tomatic ‘’Sellin Suzan” re- 
volving counter display for 
Autopoint mechanical pen- 
cils. It is brilliantly colored 
in red, white, black and 
yellow, and takes only 11 
inches of space. (Inquiry 
Card No. 124) 
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All-Rite Pen, Inc., Hacken- 
sack, N. Y.—offers a new 
three-dimensional counter 
and wall display unit to 
merchandise 36 of _ its 
standard ball pens retailing 
at 29c. (Inquiry Card No. 
129) 














Arrow Fastener Co., Inc., One 
Junius St., Brooklyn 12, N. Y. 
—has produced a new “‘sales 
manual’’ for the trade designed 
to put the reader on the right 
road to repeat business. Entire 
Arrow line is introduced with 
terse selling copy pointing out 
many different uses of each 
item. (Inquiry Card No. 121) 





Zephyr American Corp., 95 
Morton St., New York 14, 
N. Y¥.—offers to dealers a 
counter display and mer- 
chandiser for Autodex. Dis- 
play is made of wood and 
units attached to base are 
pilfer-proof. Display is free 
with purchase of Auto- 
dexes. (Inquiry Card No. 
131) 


Corp., Detroit 





32, Mich.—has a point-of- 
purchase counter display 
card for its new Ten Key 
adding machine. The card 
features the machine in 
four colors. New operator 
guides, catalog sheets and 
window blow-ups are also 
available to dealers. (In- 


quiry Card No. 130) 





_ Masten Mant Aaa = 
D472ES 
FITS TUBULAR METAL 
FURNITURE OF ALL STEEL 
CRAMER, FRITZ-CROSS 
WARTER, DOMORE. METAL 
OFFICE, STURGIS, WELLS 








Master Mfg. Co., 9200 In- 
man Ave., Cleveland 5, 
Ohio—offers “‘Miracle- 
Marked” boxes for in-store 
help of clerks selling 
“Master-Made” casters. 
Imprinted box shows size 
and type of caster and, 
more important, the names 
of chairs the particular cas- 
ter fits. Boxes list 44 chair 
manufacturers. (Inquiry 


Card No. 123) 





Saxon Paper Corp., 240 W. 
18th St., New York 11, 
N. ¥.—has made available 
to the trade a steel sample 
cabinet containing over 200 
sample swatch books of all 
types of paper from lead- 
ing mills throughout the 
country. Designed to aid in 
selection of proper paper 
for every requirement. (In- 
quiry Card No. 126) 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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A COMPLETE LINE OF SPIRIT AND STENCIL DUPLICATORS 


Duplicarbo and Dupliroto Duplicators 


are Sold and Serviced by Dealers in 46 Countries 





~ 
. 


DUPLI-ROYAL ELECTRIC 
Model 50E Size 9x17 





DUPLI-QUEEN 
HAND OPERATED 


Model 100H Size 13x17 





$195.00 
Plus F.E.T. 


Duplicarbo 


HAND and ELECTRIC 
SPIRIT DUPLICATORS 


DUPLI-ROYAL 
HAND OPERATED 


Model 50H Size 9x17 





SUPERB CONSTRUCTION, HIGH 
QUALITY USUALLY INCLUDED 
IN HIGHER PRICED MACHINES 


FLUID CONTROL @ PRESSURE DIAL @ RE- 
SET COUNTER @ RAISE AND LOWER DE- 
VICE @ POSITIVE REGISTRATION @ PLEXI- 
GLAS MASTER GUIDE @ FULLY GEARED 
MECHANISM @ ALL DURALUMINUM DIE- 
CAST FRAMES @ ADJUSTABLE PRESSURE ON 
AUTOMATIC FEED FOR VARIOUS WEIGHTS 
OF PAPER AND CARDS. 









DUPLI-QUEEN ELECTRIC 
Model 100E Size 13x17 









DUPLI-KING 
HAND OPERATED 


Model 150H Size 18x20 











The Dupliroto Stencil Duplicators will be available in both 
Electric and Hand Models. 


@ ABSOLUTE HAIRLINE REGISTRATION 
@ FULL REAM FEED 
@ PUMP CONTROLLED INKING 





1502 S. Main St., Los Angeles 15, Calif. 


Please send complete descriptive literature and prices 
on all Duplicarbo Hand and Electric models. 


Dupliroto 


Dual Cylinder ¢ Silk Screen * Paste Tube Ink 














GUE hou v occiescccccccdoncsehesbeseesse eu eneen te 

SEE weed eeucees péecéuepesas itt, ab endeeve cena 
du prints inc. ERE eit sssodsss-og ee 
1502 S. MAIN ST., LOS ANGELES, CALIF. a ee - a scue SUMEE vcccigvein 
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Amberg File & Index Co., 
Kankakee, II/.—has just re 
leased the latest revision 
its complete line cata! 
New Catalog No. 856 in 
cludes price adjustments a 
well as many new items 
(Inquiry Card No. 128) 


£ 


Reyburn Mfg. Co., Inc., 16th 
St. and Indiana Ave., Phila 
delphia 32, Pa.—has catalog 
sheet, page 4C, describing new 
CA53 “C-All” self-service tag 
assortment. New catalog price 
list pages are also available 
to dealer. (Inquiry Card No. 
102) 





Codo Mfg. Co., Corapolis, 
Pa.—has a brand new cat 
alog available showing the 
firms line. Featured is the 
new Codo-Chrome ‘Super 
Kote’’ carbon paper. (in- 
quiry Card No. 122) 


Use INQUIRY CARD 





Thomas Furniture Co., High 
Point, N. C.—has released its 
first catalog covering’ the 
Blue Chips line of office and 
institutional furniture designed 
by Ken White Associates. (In- 
quiry Card No. 106) 


Dolin Metal Products, Inc., 315 
Lexington Ave., Brooklyn 16, 
N. Y.—recently developed a 
colorful envelope folder de 
scribing its three lines of steel 
transfer files. Folder lists 43 
stock sizes. (Inquiry Card No. 
108) 


Equipto Div. of Aurora Equip- 
ment Co., Aurora, II! has a 
1957 reference manual of 
steel equipment, No 485, 
available free to dealers. The 
48-page booklet analyzes all 
types of _ steel shelving 
drawers, lockers and _ other 
products in the line. (Inquiry 


Card No. 104) 


Northwest Metal Products Co., 
1337 E. Mason St., Greenbay 
Wis.—offers a new 24-page 
catalog, fully illustrated in twe 
colors, covering the company’s 
line of desks, files tables, 
chairs and _ accessorie (In- 
quiry Card No. 103) 


Acme Lite Products Co., Con 
gers, N. Y.—has made avail 
able a catalog covering fluo- 
rescent desk lamps. All num- 
bers are illustrated, and spec 
ifications are described. (In- 


quiry Card No. 105) 


L. Hyman & Sons, |02 Prince 
St., New York 12, N. Y 

has new price lists available tc 
the trade on all types of spe 
cial paper values (Inquiry 


Card No. 107) 


ev 


SALES STIMULATORS (0/inued 





Joseph Dixon Crucible Co., 
Wayne and Monmouth Sts., 
Jersey City 3, N. Y is 
distributing its 1957 pen- 


cil products catalog. Four- 
color, 40-page volume fea- 
tures separate text for each 
item and two indexes to aid 
in selection. Catalog has no 
prices and can be used by 
customer. (Inquiry Card No. 
127) 


Gleason Corp., Dept. 412, 250 
N 12th St., Milwaukee 3, 
Wis.—new catalog lists over 
40 new caster models and con- 
tains practical application sug- 
gestions and caster selection 
data. Lists specific uses for 
casters in 30 different indus- 
tries. (Inquiry Card No. 101) 





Ohio Chair Co., Inc., 410 
N. Meridian Rd., Youngs- 
town, Ohio.—has produced 
an attractive full-color cat- 
alog covering every model 
in the complete line of pos- 
ture wivel and straight 
chair made by the firm 
(Inquiry Card No. 132) 


(inside Back Cover) or Write Direct to Manufacturers 
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FI na STN ES Ss Market a new product, that’s newness. But get it on the market before 


competition — that’s “‘Firstness”’! A “for instance”: M & V Hand Cleaner. First on the market... first in 
convenient aerosol dispenser . . . first — and only — hand cleaner with lanolin plus a modern detergent that 
literally absorbs ink stains. 


A king-size curiosity makes for “Firstness” at M & V. We’re always searching for new 
ways to make our products better. This “hard-to-satisfy” attitude pays off in a steady 
flow of consistent money-makers for our dealers. 


Put M &V “Firstness” to work for you. (It can mean a big “First” in new profits!) Write 
or phone: 


MITTAG & VOLGER, INC., PARK RIDGE, N. 3. © Telephone: PARK RIDGE 66-0001 








in Other Lands 





Notes and News From British Isles 


By S. E. Rhodes Lancashire Press Agency, 


277 Corn Exchange Buildings, Fennel Street, Manchester 4, England 


Manchester, January 1 

A new development which many dealers in Britain will no 
doubt find worth while to stock is a device produced by Ernest 
M. Butler Ltd., of Manchester 20 

It is described as the “Pro-graph” visual aid charting system. 

There are many applications in which this “Pro-graph” can 
help, and it is particularly useful for such things as sales sta- 
tistics, purchases, stock movements, budgetary commitments 
and so forth. 

The “Pro-graph” really has a two-way advantage. A dealer 
may use one for his own establishment and at the same time 
he can stock them for distributive purposes 

The base of the chart is a plastic moulded “honeycomb” 
consisting of %4-inch squares into which various shapes of 





is shown here with Ernest M. Butler 


“Pro-Graph” Chart . 
of E. M. Butler, Ltd. 


plastic pegs may be inserted to indicate a fact. These pegs 
are available in six colors; white, green, red, yellow, orange 
and blue. 

Elastic cords in various colors may be used as cursor lines 
or spacing cords. 

The “honeycomb” is mounted forward of a fixed back- 
board and may be built up on a unit construction method 
to any size required. This is an indication of the flexibility of 
the device, for one can increase as one’s business develops. 

Progress lines of any desired color may be built into the 
chart comprising anchorage peg, guide peg, and indicator peg, 
all embossed with the line number. 

Certain applications require readily interchangeable sections, 
and such an arrangement is well within the scope of the 
“Pro-graph”. 

e 

Waterlow and Sons Limited of London, have just rede- 
signed and redecorated their Manchester establishment, which 
was formerly known as Cartwright and Rattray, Ltd., an old- 
established firm of independent stationers taken over by the 
firm of Waterlow and Sons Limited some years ago. 

What a difference a little thought can make to an establish- 
ment. For those who have known the old, the new is such 
a transformation that it is impossible to conceive the former 
shop. 

I hope to describe the change shortly and illustrate this with 
some photographs, but in this advance note, one thing which 
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did impress me was the series of reproductions of famous 
paintings. 

These are placed in such a way that as one enters they 
are immediately visible. They are on the wall above the fix- 
tures and mounted in light woods. They appear to be a 
“winner” so far as eye appeal goes, and at the same time 
they are quite an advertisement for the company’s products. 

« 

P. A. Brown, deputy chief of the National Cash Register 
Co. in Britain has now returned to England after attending 
a 76-member conference of the N. C. R.’s Overseas’ organiza- 
tion in Dayton, Ohio. 

Mr. Brown quoted the N. C. R. president who told his 
overseas guests, “I am extremely optimistic about the part 
which electronics will play in the future of this business. As 
I see it, electronics will represent another story on the top of 
our present business structure rather than the replacement of 
any part of our volume.” 

. 

Charles Owens of 56 Bradbury Road, 
Olton, has been appointed a director of 
Joseph Gillott and Sons Ltd., the well- 
known pen-making firm, after 40 years’ 
service with the company which moved 
recently from Birmingham to a new 
works at Dudley. 

Mr. Owens joined the firm as an office 
boy in 1916 at the age of 15. He re- 
calls: “At that time, the use of a type- 
writer by a pen-making firm was un- 
thinkable, and in my early days all cor- 
respondence was written by hand. My handwriting was care- 
fully watched by my superiors, and if they did not think it 
was up to ‘Gillott standard’ I had to do my work all over 
again. Now times have changed and we have all electrical and 
mechanical aids to efficient office work, although the pen Is 
still a necessary tool.” 

Throughout his career with the Gillott company, Mr. Owens 
has been concerned primarily with office administration, and 
for several years past he has been office manager. 

7 





Charles Owens 


The Christmas season was a busy one for those stationers 
who took advantage of the season and displayed greetings’ 
cards prominently. This year there appeared to be more sta- 
tioners than ever selling Christmas and New Year cards. These, 
plus attractive packs of writing paper and notepaper with the 
usual range of pocket and desk diaries, helped business. 

I have been trying to obtain some figures relative to sales 
of diaries nationally but have not been very successful. How- 
ever it would seem that sales this past year, so far as may be 
gathered, may establish a record if one includes the develop- 
ing custom of commercial diaries given away by private firms. 

Dealers, of course, may argue that this sort of thing takes 
away trade from them. But it is a good form of advertising 
by firms, and manufacturers have to give a service in this 


(Continued on page 73) 


Representatives of office equipment concerns abroad, 
visiting in the United States, are cordially invited to 
make the offices of this journal their headquarters. The 
staff at the main office, 600 W. Jackson Blyd., Chicago, 
and the staff at the branch headed by G. C. Wheeler 
at 1023 Pershing Square Bldg., Pershing Square, 42nd 
St. and Park Ave., New York, will be happy to be of any 
possible service. While the facilities at New York are 
not so many as at Chicago, there will be found the 
same desire to serve. 
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2 BBRRWARD PABER'S 


SALES-BLAZER CAMPAIGN 


to-Coast First 6 Landmarks on Route '57 to 
« = Bigger Volume & Faster Turnover! 





MONGOL 


1957 advertising— 
biggest in 
pencil history 
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This MONGOL full-page, 4-color ad in Life spearheads 
Eberhard Faber’s ’57 national advertising campaign—the 
biggest consumer promotion in quality pencil history. 





16,230 Reasons To Buy 


In ads, counter cards, mailers, streamers, all kinds of retail merchandising aids, this 
sales message is driven home to your customers —16,230 words per pencil, the biggest 
reason why to buy in pencil history. 


standardize with DBBRHARD FABER 








1st National Full Color Full-Page 
J? Eraser Advertising 
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Order this valuable eye-attracting display fixture 
for your store—to sell more erasers on sight than 
ever before. It’s yours at no cost, with a basic stock 
of the most popular selling Eberhard Faber 
erasers. Modern black rift oak with crystal-clear 


plastic cover—it’s unbreakable. 


#167-D 








Colored Pencil Leader Sells Color 
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When it comes to colored pencils for business, COLORBRITE is the answer to more sales. 
Like other favorite Eberhard Faber leaders, you need stock only one brand—COLORBRITE 
—they satisfy everyone. Choice of 26 colors, with popular red and blue in 3 degrees. 








6 Pages in Color to Attract and Sell 
_¢ the Artist 


strated six-pag 


Colorfully ih 
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Both New— 
NUPASTEL Fixative and 
NUPASTEL Cleaner! 





‘Upaste 
Ix aTriv 


Fixative fixes drawings permanently —true, 
dull matte finish without changing colors— 
easily reworkable—dries faster—sells faster. 
Cleaner cleans or highlights—no crumbs, 
no films on paper—kneads easily — #110 
small size 


sells ¢ asily. #1120 #2800—12 oz. 
large size #2816—16 oz. 
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NOBLOT National Ads Build 


Poe > Business Buyers 


OBLOT* 
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Meet His Nibs 
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AL puyRARD HABER 
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Desk Companion to —— 
not gro" 


By Consumer Demand — His Nibs 
NOBLOT Ball Pen to team up with e 
preferred pencil of American business, the 
16,230-word Mongol! Like MONGOL 
NOBLOT too is priced for dealer profit 
volume. In the four popular inks, easil 
identified by the. color cap—blue, black. 
red and green. 









Announcing the New Microtomic Age 
In 7 Magazines! 
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Cash in on the biggest, most colorful promotion package in 








pencil-and-eraser merchandising history. You're in the driver's 
| seat when you standardize and feature the leader—Eberhard 
Mechanical Engineering | = Faber! Let the powerful 57 advertising campaign pre-sell your 


customers and steer you to record-breaking sales. Eberhard 





Faber is the single largest writing, art and drafting pencil and 
eraser resource. Combined with LIFE mass consumer and busi- 
ness advertising are new fast-moving dealer merchandising aids 
to bring you more traffic, faster turnover, and real cash register 


“take”. Why sell less when it’s so easy to sell the leaders! 


Se Sora MARNIE = 
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In Other Lands . . . continued 


respect. What is heppening in many cases is that manufac- 
turers are tending to put the order through a local dealer. 
Rather noticeably, sales of pens, especially in the more 
expensive range, appear to have dropped. No doubt this is 
because of the ball point pen which is very popular in Britain 
because of its cost as compared with traditional pens. 
Some attractive sets incorporating ball point pens have been 


selling well, but pen and pencil sets on the whole have prob- 
ably not sold as well as in past years. 

It would seem that the old custom — if one could call it 
a custom of “owning a fountain pen” is passing. At one 
time, youngsters coming up from school looked forward 
to owning a rather expensive fountain pen with a “pedigree” 
name 


In the same way, too, boys looked forward to the day when 
they would own a gold pocket watch. It was a proud day for 
a young man when that happened. 

Now, all that is passing. With fewer youngsters interested 
in learning shorthand, and with employers making ever-in- 
creasing use of recording machines, the fountain pen no 
longer has the attraction it once had for many youngsters. 
However leading firms still have very good sales records. 


* 
A manufacturing agreement between two old-established 
pen making firms — one British and the other American — 


is leading to a big expansion in the British firm’s export busi- 
ness. 

By arrangement with the C. Howard Hunt Pen Company of 
Camden, N. J., Joseph Gillott and Sons, Ltd., of Dudley, 
and formerly of Birmingham, are making the American com- 
pany’s “Boston” automatic pencil sharpeners for sale in 
Britain and the sterling areas, and generally where the short- 
age of dollars has restricted American sales. This new link 
between the two companies is particulariy interesting for at 
the beginning of the century, the British pen industry, rooted 
in Birmingham, provided the nucleus of pen toolmakers who 
went to America to help found the C. Howard Hunt com- 
pany. 

Nicholas Gillott, the managing director of the British com- 
pany, said that, reviewing the period since the agreement 
was reached, had been one of surprising results for his firm. 
More than half the production of sharpeners from a new fac- 
tory at Dudley was now going overseas. 

[The growth of this new export business had been astonish- 
ing, and particularly good business was now being done with 
New Zealand, India, Pakistan, South Africa, Denmark and 
Italy 

* 

Exports of office machinery in the first three-quarters of 
the year 1956 attained a new record of £11,678,467 com- 
pared with roughly £10,500,000 for the corresponding period 
of the previous year, an increase in value of over £1,000,000, 
it is announced by the Office Appliance and Business Equip- 
ment Trades’ Association. 

Australia was the principal customer, but much larger 
increases were those of Canada and India. 

Largest contributor to the increase was the accounting 
machinery section. A notable feature of the figures was an 
increase of 30% in the revenue from typewriters of 221 Ib., 
and less in weight, whereas there was a drop in machines of 
over that weight 

. 

Percy Jones (Twinlock) Ltd., did well with their special 
Christmas advertising I understand. Writing a few weeks 
before the Festival, I am told that advertisements for the 
company’s personal home file and also diaries were very 
gratifying. Advertisements listed the home file with a tag, 
“Greetings to Father” and the company’s duplex diaries as 
“Greetings to Mother”. 

Special streamers for retail establishments, too, carried the 
Slogan, “Gifts that are different.” 

7 

As this is the first article I have written for 1957, may I 
take this opportunity of wishing readers both in the United 
States and elsewhere a very Happy New Year. 
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Pictures from Great Britain 






Annual Dinner . . . of the Manchester branch, Incorporated 
Sales Managers’ Association. Seen, left to right, are the Lord 
Mayor of Manchester, Councillor H. Sharp, J. P.; William 
Davis, chairman of the ISMA, Manchester branch, and sales 
manager Addressograph Multigraph, Ltd.; B. Nield, Man- 
chester recorder; E. A. Paessler, president, Manchester Pub- 
licity Club, F. Rostron, president Manchester Chamber of Com- 
merce, and D. Henderson-Price, secretary of the Manchester 
branch of the ISMA. 





New Relator . . . shown at the Edward A. Jones Office Equip- 
ment Exhibition in Manchester, relates the facts and compares 
the availability with need for stock control. Mr. Jones is seen 
operating the machine. 





Polychrome Opens Branch in Mexico 


Opening of a branch manufacturing plant, Polychrome de 
Mexico, in Mexico City to supply its stencils and mimeograph 
supplies to the Mexican market was announced by Gregory 
Halpern, president of the Polychrome Corporation. 

Mr. Halpern stated that all the prime Polychrome products 
used in the stencil duplicating field in Mexico would be avail- 
able from Polychrome de Mexico. This wholly self-sufficient 
subsidiary is under the guidance of Robert McCabe, a Poly- 
chrome executive with several decades of experience in the 
stencil field. 

The Mexican expansion was viewed with great optimism by 
as important to the well-being of a business as it is to a living 
company officials. As Mr. Halpern explained, “new growth is 
thing. It is the outward sign of sound health and vitality. At 
Polychrome, we are ever seeking new ways to grow. Twenty 
years ago we started tiny with less than 500 square feet and 
today we are the second largest stencil manufacturer in the 
United States.” 
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More sales and dealer profits with Adler “Universal”, 
@ ___ The “Universal” is precision engineered by 
West German craftsmen and requires far less service. 
m@ ___ The “Universal”’ offers five easily interchange- 
able carriages to meet the demand for versatility. 
m@ ___ The “Universal” has 46 keys, with 8 extra char- 
acters useful for business correspondence and billing. 
m@ _ The “Universal” is equipped with a decimal tab- 
ulator for speed in billing and listing. _._ 


m@ __ The “Universal’’ features all the usual type 


sizes and styles as well as many special styles to fit 


the individual customer's needs. ___ 

m@ __ The “Universal” has many other features that 
add up to more and faster repeat sales. __ 

Handle the Adler “Universal”. Write for details to 
“addo-x inc’”—300 Park Avenue, New York 22, NY 


0 West European 


quality product 
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“addo-x” is the adcing machine with more Sales 
features. Swedish craftsmanship used in the “addo-x”’ 
really rings the bell in sales. Precision engineering, 
down to the smallest part, guarantees dependability. 
The soft blue-grey finish, streamlined case and built- 
in carriage provide eye appeal. The World's lightest 


touch on the direct action motorized keys gives 


speed and ease of operation never before achieved 


on a 10-key adding machine. “addo-x” keys are 
interlocked, too, to prevent time consuming errors. 
Step-0-Matic, exclusive with “addo-x”, provides cal- 
culator performance at no extra cost. It’s the addo- 
xtras that will clinch sales. For quick profits and 
more sales per demonstration, you should handle 
“addo-x”’. For further information and details write to 
‘‘addo-x inc’”—300 Park Avenue, New York 22, NY 










In Other Lands 





Modern Operation 
in South Africa 


@ IF AN AMERICAN retailer, engaged in the sale of office 
equipment, stationery and supplies, were to have the good 
fortune of taking a trip to Johannesburg, South Africa, he 
would find himself right at home in J. Maddison & Co. 
(Pty.), Ltd. 


This modern operation, now in the process of adding eight 
stories to its already attractive downtown location, has all 
the features of a progressive U.S. store. The names on the 
equipment may be different (in come cases) but, in general, 
the layout and design of the exterior and interior rank with 
the best. 

The firm was established 30 years ago in South Africa and 
today is represented by sub-agents in the principal cities of 
the Union of South Africa and the Rhodesias. 

It offers a complete mechanical department and prides 
itself on its quick, efficient service to machine users. The 
company also has a retail and wholesale stationery department 
which handles all types of commercial stationery as well 
as a varied range of drawing materials, office equipment and 
supplies. Furniture, as can be seen in the accompanying pic- 
tures, plays an important part in the sales picture. 

M. H. Mendelsohn, one of the directors of J. Maddison, 
has indicated that his company is seeking contact with Amer- 
ican manufacturers who are looking for a South African 
outlet. He added that the firm is always interested in the latest 
developments in office machines, stationery and supplies. 


Interior Views . . . of Maddison’s, at the right, show 
both wood and steel desk display, picture top, and 
machine display, bottom picture. Desks are featured 
with accessory items including pen sets, clocks, desk 
sets and ash trays. The machine display offers customers 
access to a large number of different machines. 
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Maddison’s . . . in Jchannes- 
burg, South Africa, is housed 
in a modern building which is 


RI 
now under construction for an 
additional eight stories. Picture 
at left is architect’s drawing 
of the building when com- 
pleted. 
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REVOLUTIONARY NEW 


REX-ROTARY M4 


Mimeograph 





is always clean, can never leak. Works 
like a printing press, produces printing 
press quality—yet selis at half the price of 
other electric mimeographs. 







M-4 Electric $295. + Fer 


M-4 Hand $220. + FET 





Printing Press Quality 


No Dirty Hands 


Automatic inking 
Accurate Registration ' 


3-Minute Color Change Printing Area 8" x 14" 


Automatic Counter 
Electric and Hand Operated 
Guaranteed 1 Year 


BOHN DUPLICATOR CORPORATION }44 4th Ave., New York 16, N. Y. 











Please send complete information on the revolutionary new BDC Rex-Rotary M-4 
eT Ts 3 ae _____ Company 
Address____s icin ica a —S 

City Pan [eee State 
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industry Meetings 





NOFA Prepares Program for 
New Orleans, March 27-31 


The 11th annual convention of the National Office Furni- 
ture Association is scheduled for March 27-31 in New Or- 
leans, La. Convention headquarters will be in the Jung Hotel, 
with exhibits in the Municipal Auditorium. 

A highlight will be a major address by Tom Ryan, Market 
Research Director of Time, Inc., on the subject of “The 
Market Potentials for the Office Furniture Field”. 

Workshop breakfast sessions on Friday, March 29, will 
include sessions for dealers, conducted by Hugo Beier, of 
Beier-Gunderson, San Francisco; for manufacturers, con- 
ducted by J. Emhardt, a former vice-president of NOFA and 
president of the Columbia Steel Equipment Company, Phil- 
adelphia, and for representatives, conducted by D. G. Myles, 
manufacturers’ representative, Houston, Tex. 

The Management Clinic on Saturday, March 30, will have 
as its moderator Claude Wilcox, Jr. of Modern Stationery 
Company, Baltimore. Panel members and their subjects are: 
Sales Training, Herbert Buhler, Jr., owner of Baker & Haigh, 
Inc., of Detroit, Mich.; Freight Savings, Marshall Spak, Spak 
& Natovich, Chicago, chairman of NOFA freight program; 
operational costs, Elmer Newstrum, manager of the office 
furniture division of Farnhams, Minneapolis, director of 
NOFA, president of the NOFA Minneapolis Chapter; Store 
Modernization, J. Cooper, manager of the Office Furniture 
Division of Heinrich-Seibold, Rochester, New York; Office 
Furniture Planning and Layouts, R. P. Adams, vice-president 
of the S. G. Adams Company, St. Louis, and a director of 
NOFA. 

There will be plenty of fun mixed with sessions and ex- 
hibits, too. “A Fabulous Night in Old New Orleans” will be 
held in the ballroom of the Hotel Jung on March 28. The 
program will be a mythical tour of New Orleans, featuring 
both conventional dance music and classic New Orleans hot 
jazz. There will be an abundance of prizes that night and 
throughout the sessions. 

Ladies activities range from a get-together tea to a tour 
of the French Quarter, from a shopping expedition to a boat 
ride on the Mississippi. 

According to John R. Gray, executive director of the Na- 
tional Office Furniture Association, invitations have been 
extended to leading business executives and _ industrialists 
throughout the country to be guests of NOFA during exhibit 
hours on the last day of the convention. 

A_ record-breaking response to booth offerings has re 
sulted in a complete sellout, guaranteeing the maximum of 
new products and new ideas for the more than 3100 ex- 
pected to attend. 


’57 Offureps Trade Show Moves Ahead 

At a meeting of key chairmen on December 4, progress 
reports were heard concerning the second annual New York 
Office Furniture Show to be held May 18-20, 1957, under 
sponsorship of the Offureps Club of New York City. 

Preference has been given to the 1956 exhibitors and they 
have all reserved space. 

Space has been taken by such riew exhibitors as Jasper Desk 
Company, Thomas Chair Company, Hamilton Manufacturing 
Corporation and Jasper Seating Company. General solicitation 
is now going forth to other prospective exhibitors and it is 
felt that with the success of the 1956 show serving as a 
magnet two floors will not be adequate this year. The New 
York Trade Show Building is prepared to furnish additional 
space if needed. 

Manufacturers interested in exhibiting have been asked 
to contact the chairman for booth sales, Harry Nechamen, 
Pier 49 North River, New York. 
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. Ray- 
mond M. Barker, Jr. (left), 
assistant treasurer, confers 


‘In Conference’ 


Happy Moment . . . Clar- 

ence B. Clarke, vice-presi- 

dent relives company history 

with Mrs. Elizabeth  L. at the banquet with Ray- 

Keim, receptionist. mond M. Barker, Sr., presi- 
dent 


S. Barker’s Sons Company Marks 
85th Year with Dinner, Dance 


Officials and employees of the S. Barker’s Sons Company, 
first office supply house established in Cleveland, Ohio, ob- 
served the 85th anniversary of the firm's founding with dinner 
and dance in the English Room of the Hotel Carter in 
Cleveland. 

The business was started in 1871 by Samuel Barker on old 
Union Lane. The company had several downtown locations 
before moving in 1950 to its present quarters at 729 Prospect 
Ave., N. E. 

The fourth generation of Barkers was added to the staff 
when Raymond M. Barker, Jr., assistant treasurer, joined the 
firm in 1954 


Columbia Steel Stages ‘‘Sales Olympics’’ 


Sixteen “competitors” representing five cities journeyed to 
Fort Washington, Pa., to take part in a “Sales Olympics” 
staged by Columbia Steel Equipment Company. 

Chis meeting was inaugurated by Frank Puckett, assistant 
sales manager, and Earl Hanson, sales manager. The November 
session was first in a series to continue through 1957 on an 
alternate month basis. 

Theory (that dealer salesmen become better salesmen for a 
product if they are completely informed) became practice 
when the two-day affair got under way. Jack Emhardt, presi- 
dent of Columbia, started the decathlon of events with his 
welcome to the invitees. From that moment until after the 
closing dinner, the dealers and their salesmen were saturated 
with data about Columbia and its products. 

Attending the first sales training event were: 

Charles Akers, Anchor Office Supply Co., Cleveland, Ohio; 
Herman Meister, H. P. Stephenson Co., Cleveland, Ohio; 
Homer Schulenburg, Thomas Knabe, Walter Wolfe and Fred 
Bringardner, Horder’s, Inc.; Norris Fay, Filing Equipment 
Bureau, New York City; John Dwyer and Charles Dwyer, 
John B. Dwyer Co., Boston; Gaylord Bloom and Don Kidder, 
Filing Equipment Bureau, Boston; C. Mitchell, L. E. Muran, 
Boston; Pat Murray, Braun & Rutherford, New York City; 
Sol Silverman and Allen Gaslow, Uneeda Office Furniture] 
Co., New York City and Herbert Hahn, James T. Vernay Co. 
Baltimore, Md. 





Wittowski Heads Des Moines Branch 


Carl Wittowski of Des Moines, Iowa, has been named mat 
ager of the Des Moines branch of Smith-Corona, Inc. He 
succeeds the late L. O. Johnson.—AL i 
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it’s virtually stain- proof even ink washes 


it’s durable as viny! yet soft as 
it “breathes”, for comfortable all 


it's everything you have ever wanted in an upholstery fabri 


THE 100% NYLON-AND-SARAN FABRIC 





any, 

ob NYLO-SARAN is the 
— ideal upholstery for 
‘= office and institutional 
furniture. It blends the 





old . 
tone super-strength of Ny- 
pect lon with the amazing 
abrasion-resistance of 
staff Saran ... plus a lux- 
the urious beauty all its 
own. Designed specif- 
ically for the New 
Look in office furnish- 
d to ings, NYLO-SARAN 
pics” is never cold or 
clammy always 
stant soft and pleasant. 
nber Specify it on your next 
n an order. 
ror a 
ictice 
resi 
1 his 
the 
rated 
Yhio } 
ee 
Fred St. Charles, Ill. 
ment 
wvyer 
dder 
uran 
City 
uiture GENERAL OFFICES: 625 Ward St., High Point, N. C. 
Co New York Office: 388 Broadway 
FACTORY: Petersburg, Va. 
SALES OFFICES: Chicago, 747 American Furniture Mart; 
VIRGINIA Eost Oth St; Philodelphion 408 Vine Sty Les, Angeles, 2431 
FIBRE ty thy indlenasetie, Indiona, 54) Arthur Drive; New 
- ork, ast 32nd St.; Seattie, Washington, 1324 Fourth 
“a CORP. Ave.; Buffalo, N. Y., 1200 Niagore St.; Jomestown, N. Y., 


929 Monroe St.; Denver, Colorado, 3076 Ames St.; Honolulu, 
Hawaii, 640 Keeaumohw St. Represented throughout Canodea 
by A. B. Cayo, Ltd., Kitchener, Ont. 
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In Conference . . . District managers and 
Art Metal Construction Co. officials 
meet in Jamestown, N.Y. 


Art Metal District Managers 
Meet in Five-Day Conference 


Fifteen district managers who service the more than 800 
Art Metal Construction Company dealers throughout the 
United States attended a five-day sales conference recently at 
the company’s home office in Jamestown, N. Y. 

During the course of the week-long program, the district 
representatives studied product manufacturing and sales de- 
velopment programs for dealer retail areas. 

The conference was conducted under the guidance of D. 
N. Larson, manager, dealer sales, with the assistance of Art 
Metal staff members. 

Shown in the photograph (left to right) are district man- 
agers and home office personnel: 

Front Row — R. W. Clark, vice-president, contract sales; 
R. L. Morgan, Beaver Dam, Wis.; C. F. Escher, New Orleans, 
La.; W. O. Ennis, Jacksonville, Fla.; F. H. Clark, Douglas- 
ville, L. I.; R. C. Gage, Dallas, Texas; W. G. Moe, Hamilton, 
N.Y. 

Standing — D. C. Lucas, manager, Postindex dealer sales; 
V. D. Swanson, manager, branch sales; W. D. Bathurst, Fort 
Wayne, Ind.; W. E. Green, Menlo Park, Calif.; C. H. Bowen, 
vice-president, products and markets; W. A. Waldrop, Oster- 
ville, Mass.; J. A. Johnson, vice-president, national accounts; 
R. I. Kelderhouse, Roanoke, Va.; D. N. Larson, manager, 
dealer sales; R. L. Anderson, Columbus, Ohio; L. R. Adding- 
ton, vice-president, stock sales; K. B. Marsh, Nashville, Tenn.; 
R. W. Goss, Manager, El-Unit sales; J. R. Rightmire, Walla 
Walla, Wash.; E. C. Carlson, Joplin, Mo.; W. M. Bachmann, 
Clear Lake, Iowa, and N. L. Weldon, Camp Hill, Pa. 


New York NOFA Holds Holiday Party 

The annual holiday party of the New York Chapter, Na- 
tional Office Furniture Association, was held on December 14 
in the Baroque Room of the Brass Rail Restaurant. 

Despite the rainy weather, more than 135 members, their 
wives and guests, attended the gala affair. Preceding dinner 
of rib roast beef or lobster, a reception and cocktail party was 
held in the lounge adjoining the Baroque dining room. 

Chairman of the entertainment committee Milton Stone, 
Stone-Newman Associates, extended greetings and expressed 
the chapter’s thanks to the numerous donors of gifts. He 
then introduced President Robert Gibby, Desks Inc., who 
extended a hearty welcome. 

NOFA President John E. Mossman, Desks Inc., brought 
greetings and best wishes for the holidays from the officers 
and personnel of the National Office Furniture Association. 

Mr. Stone called upon four past presidents of the New York 
Chapter to take a bow. They were Guy H. Rentsler, Reming- 
ton Rand, Inc.; Ben Itkin, Itkin Brothers; Dan Waldner, D. 
Waldner & Company; and Moe Turman, Metwood Office 
Equipment Company, first president of NOFA and past presi- 
dent of the New York Chapter. After which he introduced 
Hugh Morgan, President of the Offureps Club of New York, 
Inc. Next to be presented was Ian Nemlich, Regan Furniture 
Corporation, who conducted the distribution of gifts. 

Music was provided by Bob Walters and his Society 
Orchestra. A Broadway floor show was presented. 





Two Firms Combined in Houston 

The Standard Printing & Office Supply Company and Ave 
Maria Shop have been combined in Houston, Tex., into a 
single company to be known as Marting’s, Inc., and to be 
headed by William H. Marting.—JHR 





Blue Chips Co-ordinated Group 
Introduced by Ken White 


Industrial designer Ken White of Ken White Associates 
in a press conference at the Hotel Beverly in New York City 
on December 17 introduced the Blue Chips co-ordinated 
group of office furnishings and equipment especially designed 
to do the job for men and appeal to women, too. 

Introduced were new pulls on cabinet sliding doors that 
won't break milady’s fingernails—new chairs that can’t snag 
sheer nylons—new sizes, shapes and co-ordinated colors ap- 
pealing to both the men and women. 

Shown was a Jasper desk, featuring a hard, durable plastic 
top, available in a range of colors. Now, the boss can even 
pick a color to match his secretary’s hair. 

For that extra meticulous feminine personality Sainberg & 
Company provided matched leather desk accessories, with 
color and style co-ordinated to harmonize with the Jasper 
desks. 

Thomas Furniture Company added to the glamour with 
chairs and sofas available in leather and custom fabric cover- 
ings with a range of 14 colors. 

Hale Industries’ cabinets and bookcases, with specially de- 
signed pulls, were introduced as a means of eliminating 
broken fingernails. Rich oil finishes add to the look of elegance. 

An elegantly-styled world globe from the Weber Costello 
Company, mounted on a beautiful rubbed walnut stand, com- 
pleted the picture of an office designed to please women who 
have set the “look of things to come” in American business 
interiors. 

Ken White has found a group of manufacturers who are 
giving aid to his new design concept. He has the help of Fred 
Thomas, Thomas Furniture Company; John Benson, Jr., Hale 
Industries, Inc.; Earl Opie, Weber Costello Company; Raphael 
Blessinger, Jasper Desk Company, and Leon Jaffe, Sainberg 
& Company, Inc. 

Together with this group, Designer White has introduced 
an ensemble of office furniture and equipment made up of 
desks, desk accessories, chairs, sofas, credenzas, planters, 
bookcases, cabinets, costumers and world globes. 





Ryan Addresses Business Forms Convention 

W. N. Ryan, president of American Register Company, was 
the featured speaker at the annual National Business Forms 
Associates convention at the Westchester Country Club, Rye, 
N. Y. 

In his subject, “The Dealer’s Place in the Forms Business’ ”, 
he gave a brief resume of the history and growth of the forms’ 
industry, touching on high spots of his 40 odd years in the 
industry, from the time when two pieces of paper and a sheet 
of carbon constituted a system to our present age of electronic 
accounting. 

Referring to the number of forms’ manufacturers who now 
cater either exclusively, or primarily to dealers, he said it indi- 
cated their place in the forms business is an accomplished 
fact but that their growth will depend upon their own partici- 
pation and contribution. 

“The forms business has grown up, it is big business, and 
dealers can compete, side by side, with the manufacturer 


who has a direct sales organization, by development of sales- 


men and a greater concentration on the creation of new uses 
for business forms,” said Mr. Ryan. 
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again and again . . . continuously for over 35 







ites e Newspaper Ad Mats. 
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Tell your customers this STAXONSTEEL ‘Feature 


Story’’. Demonstrate the exclusive construction and : 
built-in conveniences that make STAXONSTEEL the ; 
fastest selling, most ‘talked about’’ record storage s 


product on the market. Here’s the STAX STORY... 
it's as strong as the product it describes. 






















































Only STAXONSTEEL has ALL-STEEL . 
FRAMEWORK to carry all-weight! Stack 25 or b 
more high—SAVE FLOOR SPACE. Corrugated . 
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NSOEA Manufacturer Members 
Meet in New York, Chicago 


Under the guidance of Elmer G. Rahe, The Globe-Wernicke 
Co., vice-president of the manufacturers’ division, two well- 
attended meetings of the manufacturer members of NSOEA 
were held in Chicago and New York in the first week of De- 
cember. 

Topics for discussion were similar at both of the meetings. 
Chairman Rahe recognized former vice-presidents of the 
Association present, 

He went on to remark that one of the impressive things 
about NSOEA is the thoroughness with which the head- 
quarters’ office plans its work. He added that the willingness 
of manufacturers to discuss association activities at luncheons 
of this kind has been of great value to the formulation of 
successful plans. 


Burbank Reviews Convention 

He then called upon Paul E. Burbank, executive vice- 
president of NSOEA, who briefly reviewed the recent NSOEA 
convention. All indications pointed to this convention as the 
best yet, according to many enthusiastic letters received. It 
was a convention that was bigger and better in every way with 
over 12,000 attendance, more than 400 booths, and a strong 
program of good speakers supplying valuable information, he 
said, an event that was beneficial to both manufacturers and 
dealers alike. 

A round-table discussion followed, to develop topics and 
refinements for the 1957 convention and exhibitions of indus- 
try products.- Several problems and suggestions were consid- 
ered, and comments were recorded for the guidance of the 
executive committee of NSOEA. 

Among the topics discussed were the separation of products 
on exhibition floors, keeping stationery and small products 
on the main floor and locating. larger products on upper 
floors. 

After considerable discussion, the consensus was for a con- 
tinuation of intermingling of products. The question of having 
exhibits in various geographic areas was likewise defeated. 

On the subject of dealer lists, those present showed a pref- 
erence to have them arranged geographically, as well as al- 
phabetically. The sending of work sheets to dealers before the 
convention, so they can plot their time in covering both the 
convention and exhibits, was found to be a good service and 
endorsed by all. 

It was decided that group advertising, although costly to 
manufacturers, is worthy of a study for further consideration 
by the association. In regard to a questionnaire on subjects for 
discussion sent out by NSOEA, the dealer response was said 
to be good, while manufacturers’ response brought forth few 
topics for discussion. Covering the political angle, it was de- 
cided to have speakers representing both parties or none at all. 


Newcomers Are Greeted 

[he program, designed to help women who attend the 
convention for the first time to get acquainted, was found 
good. Under the guidance of the ladies’ committee, each new- 
comer was required to wear a carnation for identification and 
thus was recognized and helped by each committee watcher. 

[he subject of exhibit attendance hours, particularly in 
the evening, was discussed to some length with the result 
that the majority still favored the 9 P.M. closing time. 

A suggestion was made to establish a system whereby 
registrants for exhibits only, who intend to spend a number 
of days visiting the exhibits, could on arrival buy a badge for 
more than one day to avoid returning to the registration 
booth. Another suggestion was that no manufacturer hold 
sales meetings or open hospitality rooms while convention 
business sessions are in progress. 

At the end of the open discussion, Mr. Rahe proposed the 
following aims of the manufacturers division for next year: 
(1) Continuation of the program to get as many top level 
manufacturers to attend regional meetings as possible. (2) 
Manufacturers representatives who contact dealers to continue 
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to encourage dealers to use NSOEA services. (3) Strive for a 
program of improved communications between manufacturers 
and dealers. 

Before concluding the meeting, Mr. Burbank informed the 
group of some of the present NSOEA activities. These include 
a study of uniform accounting procedure and facts learned 
from a recent J. K. Lasser report regarding costs, profits and 
selling and what happens in cities of different sizes covering 
all major departments. He went on to say that planning com- 
mittees are doing a good job of analyzing the value of spe- 
cialty selling for their newest program on salesmanship. 

Concluding with the remaik that the outlook is good for 
1957 as another year of accomplishment, he welcomed, on 
behalf of NSOEA, any project that manufacturers may bring 
to the association. 





Buffalo Stationers Elect Officers; 
Plan Annual Party for February 12 

Officers for 1957 were elected at the annual meeting of 
the Buffalo Stationers Association on December 11. 

Daniel Eaton, Eaton Office Supply Co., was named presi- 
dent, with Bert Wertman, Millington-Lockwood Co., as 
vice-president and Leo Townsell, Ryan & Williams, Inc., sec- 
retary-treasurer. 

The annual party and dance was scheduled for February 
12 at the University Club in Buffalo. Bert Wertman is chair- 
man. 





Pay Tribute to Sachs 
At Jewish Aid Dinner 

More than 300 leaders of New York's furniture industry 
paid tribute to the philanthropic leadership of the late Nathan 
S. Sachs, at a commemorative dinner given by the Furniture 
Industries Division of the Federation of Jewish Philanthropies, 
at the Waldorf-Astoria Hotel, November 28, 1956. 

Over $100,000 was contributed by the industry to further 
the work of Federation’s agency network of 116 hospitals, so- 
cial service and welfare agencies that Nathan S. Sachs 
helped to build and expand. 

Irving B. Sherman of Ludwig-Baumann Spears, industry 
chairman, attributed the success of the evening to the grow- 
ing importance of Federation in the lives of all. “We know 
of the outstanding work Nathan Sachs did as chairman of 
Federation’s distribution committee, as vice-president, trustee 
and head of our own division and we want to aid this great 
humanitarian work to which he devoted his energies,” he said. 





65 Attend Boston Stationers’ Meeting 

The Veterans’ Night meeting of the Boston Stationers As- 
sociation, Inc., attracted 65 to Smith House, Cambridge, 
Mass., for a varied program. 

Bob Slate, Cambridge, read a resolution in memory of 
William D. Paine, who recently passed away. Mr. Paine had 
been in the stationery business in Brookline for more than 
50 years. 

Lt. Col. Angus J. Walker, chief photographer for the 
Far East Command, U.S. Signal Corps Reserve, gave an in- 
teresting talk on his experiences during the Korean conflict. 
He then showed slides and movies taken in Korea. 

Plans for the annual banquet to be held at the Hotel Statler 
in Boston on February 9 are well under way. 





Texas Dealers Set for Convention 

Final preparations have been made for the Texas Office 
Machines Dealers Association convention Feb. 17-18 in Dal- 
las, Tex. A special party for the ladies promises to be a high- 
light of the program, says Mrs. Norma Connelly, chairman 
of ladies’ entertainment. 

The convention is spearheaded by Henry Sassman, presi- 
dent; J. H. Lemmon, vice-president; and C. M. Duncan, secre- 
tary-treasurer, and appointed committees. 











Table of Honor . . . at the Paris banquet sponsored by George 
Gabadou, Friden distributor for France. Mr. Gabadou (second 
from right); Larry B. Taylor (third from left), Friden vice-presi- 
dent and general sales manager, and Friden President Walter 
S. Johnson salute with raised glasses. Others from left are 
Patten D. Allen, Commercial Attache, U.S. Embassy; Mrs 
George Gabadou, and (far right), Dunstan S. Gross, Friden 
vice-president in charge of research and development. 


Friden Executives See Paris 


Office Appliances Show 


The international office appliances show — SICOB — held 
in Paris, drew a contingent of Friden Calculating Machine Co., 
Inc. executives who wished to be on hand when the Friden 
Model C Computyper was exhibited in Europe for the first 
time. 

Traveling to Paris from the headquarters office in San 
Leandro, Calif., were Friden President Walter S. Johnson; 
Larry B. Taylor, vice-president and general sales manager, and 
Dunstan S. Gross, vice-president, research and engineering. 

Also on hand were Jack H. Lund, newly-appointed 
European sales manager, and Robert Erickson, Computyper 
service representative. 

The Friden exhibit was arranged by George Gabadou, 
Friden distributor for France. Interest in the Computyper, 
automatic writing-calculating machine, was exceptionally high. 
Computypers and other machines, including calculators, add- 
ing machines, and Friden IDP devices, were sold off the floor 
during the exhibition. 

Later Mr. Gabadou was host for the annual Paris sales 
banquet. This gathering, held in the plush Latin America 
Club, was attended by many French government officials, 
representatives of principal Friden customers in France, and 
such distinguished as Patten D. Allen, Commercial Attache 
U. S. Embassy, Paris, and Robert A. Solborg, president of 
American Chamber:of Commerce in France. 

Allen, Solberg, Johnson, Taylor and Gross made brief 
talks as did H. M. Weebers, manager of the Friden plant in 
Wageningen, Holland, and Willi Egli, Friden distributor in 
Switzerland. Following the dinner, awards were presented to 
top agents and salesmen in France. Johnson and Gabadou 
made the presentations. 

At the conclusion of the SICOB exhibition, a European 
sales meeting, presided over by Larry Taylor, was held at the 
Paris Friden sales office. Distributors and agents from Europe 
watched demonstrations of new products and heard Mr. 
Taylor give an inspiring address on the future of the Friden 
Company. 


118 Attend Stationers 12:30 Club Party 

A record attendance of 118 participated in the traditional 
hospitality of the annual Christmas party of the Stationers 
12:30 Club of New York held December 17 at Rosoff’s 
Restauarant. 

It was an even more joyous occasion for Maurice Drate, 
Rubens Corporation, who was presented a special cake in 
token of his golden wedding anniversary. 
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Presentation . . . Friden President Walter S. Johnson presents 
Mr. Veys (right) Friden agent in Lille, with a gold watch as an 
award for sales efforts. 


World of Numbers Exhibit Opens 
At Museum of Science & Industry 

The “World of Numbers,” dynamic new exhibit of Inter- 
national Business Machines Corporation at the Museum of 
Science and Industry, opens to the public for the first time 
today. It employs more than two dozen newly created, color- 
ful displays to show the vital significance of mathematics in 
our modern world and the many rewarding career opportu- 
nities open to those with training in mathematics. 

By dramatizing the fascinating and active part of numbers 
in our ordinary daily lives as well as in complex business and 
scientific operations, the displays encourage the study of math- 


A Puzzler . . . Helen 
Lan, six-year-old Chi- 
cagoan,, is slightly 
puzzled as she com- 
pares the abacus of 
her ancestors with a 
giant machine that 
operates automatical- 
ly. The three-foot 
abacus was especially 
constructed for the 
IBM “World of Num- 
bers’’ exhibit at the 
Museum of Science 
and Industry. 


ematics as a means of economic and technological progress 
for both the individual and the nation. The exhibit is located 
on the first floor of the museum, to the right of the main 
lobby. 

Thomas J. Watson, Jr., president of International Business 
Machines Corp., presented the exhibit to the museum, and it 
was accepted by Major Lenox R. Lohr, president. The presen- 
tation was made at a dinner attended by 250 leaders in busi- 
ness and industry, education, and science, and their wives. 
Detley W. Bronk, president of the Rockefeller Institute for 
Medical Research and the National Academy of Sciences, was 
guest speaker. 

One of the most exciting features of the exhibit is the 
cycloramic staging of Project Sage, the nation’s electronic air 
defense system. Here, by simply lifting a telephone, the visitor 
puts into operation a simulated air attack by enemy bombers. 
The three dimensional display and film shows how information 
is relayed with lightning-like speed from early warning radar 
stations and ground observer corps to Air Defense Command 
Centers. 
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Me L-UNIT SPACE SAVERS 


It’s easy to keep your sales “on the beam” with new, versatile ASE 
L-Units. Help your customers choose the basic desk, telephone, storage 
and drawer cabinets, bookcases and tops best suited to their needs. A 
selection of modern colors. 

Your customers will thank you when you show them how ASE L-Unit 
Space Savers “clear the runway” for greater efficiency. Demonstrate them 
on your floor... sell them as a complete package ... you'll be repaid 
in greater profits. 


Franchise may be open in your community ... write for complete information 
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NOMDA News 








New Liston Jackson Trophy 
Makes Bow for NOMDA 


An entirely new version in tro- 
phies features the design of the new 
Liston Jackson award to the local 
association in NOMDA that makes 
the best showing each year. The 
trophy that was just “put out to 
pasture,” in possession of the South- 
ern California OMDA, was a tall, 
slender, gold cup. The new award 
is in silver, two feet tall, with black 
base and beautiful victory figure at 
the top. 

As he has made plain on many 
occasions, Liston Jackson, former 
president of NOMDA, was only too 
glad to offer a new cup as his part 
in boosting the membership of the 
organization. The previous trophy 
was won three years in a row by 
the California local and the donor 
decided that any group that could 
out-distance all the other locals in 
NOMDA was entitled to its per- 





manent possession. 

“My fellow Texan from the near-by village of Dallas, D. L. 
Keeney, Jr., is boosting the total membership to 2,000 this 
year so I’m doubly glad there is a new award for the locals to 
fight for,” declared Liston Jackson recently. “Keeney is a 
determined cuss and I know he will succeed in his efforts to 
increase NOMDA’s membership to the high level he has set.” 





NOMDA Blue Book Being Expanded 

Since its inception in April of last year, the official Blue 
Book of the National Office Machine Dealers Association has 
been kept up-to-date as the many price changes have occurred. 
Starting with 150 pages, the book now contains over 185 
pages crammed full of vital industry information. According 
to scores of members, this publication is worth far more than 
the amount of the annual dues. 

Mailings of additions and revisions have gone out at the 
end of each month since April, with one exception. Between 
mailings, the association keeps its members quickly informed 
of price changes through the weekly “Keeping You Posted.” 
From these pages, the members make the necessary changes 
on the pages of their books until the printed sheets to fit the 
book are mailed out. 

To provide their salesmen and other staff members with 
copies of the book for ready reference, several hundred mem- 
bers of the Association have purchased extra copies. As many 
copies as needed are available to each member. 

“We have demonstrated to our members that we are serious 
about the Blue Book and intend to make it the No. 1 feature 
of NOMDA membership,” stated President D. L. Keeney, Jr. 





Chet Creevy Elected President of 
Chicago Office Machine Dealers 

The Chicago Office Machine Dealers Association in annual 
meeting December 10 elected Chet Creevy of Creevy Office 
Machines as president. A new office was created, that of 
executive secretary, and Charles Hoover of Business Products 


Company, 1533 East Hyde Park Blvd., Chicago 15, IIl., 
was named for the position. 

Other officers elected are: 

Vice-president—Chet Spangler, Vic’s Adding Machines. 





Secretary—John Bialas, Chicago Adding Machine Com- 
pany. 
Treasurer—Jack Taylor, Gary Office Machines, Gary, Ind., 


re-elected. 
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Charles Chappell Chosen Chairman 
Of Convention in Pittsburgh 

Charles Chappell, long-time member 
of the National Office Machine Dealers 
Association, has been named Pittsburgh 
chairman of the organization’s 1957 con- 
vention and trade exhibit being held 
June 30 to July 3 in the steel center. 

Mr. Chappell has been a member of 
the board of directors of the association 
for several years and headed the drive 
to obtain the meeting for his city and 
local association. 

Convention headquarters will be the 
Penn-Sheraton Hotel. 





Charles Chappell 


Tiny Foreign Car Is Hallmark 
of Salt Lake City Dealer 


@ A READILY-IDENTIFIABLE attention getter which has 
constantly aided Russ Brown, operator of Russ Brown Office 
Machines in Salt Lake City, Utah, in developing new accounts 
is the tiny foreign-made automobile, which Mr. Brown drives 
regularly in all business operations. 

Built in England, the little sedan is a thoroughly reliable 
“salesmobile, 


SALESMOBILE . . . of Russ Brown’s Office Machines. 


the trunk for demonstra- 
the little car can 


business machines racked neatly in 
tion. Because of its short over-all wheel base, 
be parked conveniently at almost any location. 

The color scheme of the auto is cream and brown to em 
phasize the dealer’s name. He capitalizes on the idea further 
through a drawing of the car used as his signature-cut on 
letterheads, invoices, etc. This helps to tie the car more closely 
to good, reliable office machine service and sales in his custo 
mers’ minds. An extra selling fillip is gained through invitations 
to interested customers to hop in the car for a ride to Brown's 
South-State Street showroom for additional demonstrations of 
typewriter and adding machines.—RAI 


Smith Addresses Exporters 


” according to Mr. Brown, who keeps a stock of 





Kenneth V. Smith, export manager of the Eberhard Faber} 
Pencil Company, was the featured speaker at the monthly * 
luncheon meeting of the American Office Supply Expores 


Association held recently at the New Yorker Hotel. 
Mr. Smith set the topic for the meeting which was devoted | 
entirely to the subject of export credit. His remarks suggested} 


the best means of acquiring credit information about prospec = 


tive Latin American customers and about methods for collect 
ing delinquent accounts. 
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Carry the gun tacker that’s sweeping the 

















ARROW'S T-32 STAPLE GUN — Discover for your- 
self new, big profits in this all-purpose fastener! Has tre- 


























f mendous appeal to a giant market. Will automatically become 
one of your top sellers. And the profit on the gun is just the 
start... for every gun you sell now, you'll rake in profits on 
the snowballing repeat staple business for years afterwards: 
stra Here are a few of the hundreds of uses for the T-32: 
can 
@ UPHOLSTERY @ SHIPPING ROOMS @ DO-IT-YOURSELFERS 
em ® DISPLAY WORK e@ CARPENTRY @ TACKING BULLETINS 
‘ther Uses 3/16”, 1/4”, or 5/16” staples - Retails for $10.50 
t on 
ysely 
LISLO- 
od ! 
vo | End “Boomerang” sales...sell Arrow... 
sof} | office staplers... America’s best $2770 | ot ate 
! . . Office Stapler Utility Stapi 
' engineered, most trouble-free line! = facke, “”* Tacker-Plier 
i Retail 5.50 Retail 1.98 
An Arrow stapler never ‘‘boomerangs”’ back as defec - 
: tive once you've sold it! Arrow backs its jam proof 
aber | guarantee with the finest materials, design and 4. pog No. 105 
nthly | — engineering! Arrow’s full line covers.everything from Flat Clinch se 
ters) | 2 low-price economy model to heavy-duty models. Portable Desk Stapler 
| Write for new sales aids, literature and catalog noes tee Retail 425, 
oted EE 
ested 


ARROW fe xre0es Le. Jne 


/57) OA~2/57 87 





Industry News 





New Factory . . . of Ennis Tag & Sales- 
book Co., Paso Robles, Calif. 


Ennis Tag Opens New 
Factory in California 


Ennis Tag & Salesbook Company announces the opening 
of a new western division factory for its western dealers. 
Located at Paso Robles, Calif., the plant is scheduled to go 
into operation early in 1957. This new plant joins Ennis 
plants at Ennis, Texas and Chatham, Va., to give fast, eco- 
nomical delivery to customers from coast to coast. 

Located on U. S. Highway 101, approximately midway 
between San Francisco and Los Angeles, the new Ennis plant 

as 40,000 square feet of floor space. It will be completely 
equipped to Ennis’ specifications for streamlined production 
of Ennis products. Ten acres of ground surround the new 
plant, asuring ample room for future expansion. 

Ennis Tag & Salesbook Company is strictly a manufac- 
turing supplier. All products are sold through dealers. A com- 
plete line of these forms will be manufactured in the new 
Western Division plant and all stock forms will be carried 
for immediate delivery. Also available will be a complete 
line of carbon paper, typewriter ribbons and hot spot carbon 
ink, manufactured by Ennis’ affiliate, American Carbon Pa- 
per Manufacturing Company. 


Advance N.Y. Stationery Show Plans 

A meeting of the New York Stationery Show advisory 
board was held recently to discuss plans for the 1957 show, 
scheduled for May 19-24 at the Hotel New Yorker. The 
two evening openings on Sunday and Monday until 9 P.M. 
will be continued as a convenience for local and visiting buy- 
ers. Complete show hours for the week are: Sunday, 1 P.M. 
to 9 P.M.; Monday, 10 A.M. to 9 P.M.; Tuesday, Wednesday 
and Thursday, 10 A.M. to 6 P.M.; and Friday, 10 A.M. to 
1 P.M. closing. 

Last May a new division was pioneered: the Trim-A-Tree 
section on the third floor. Following a favorable reaction, this 
nucleus will be expanded for the forthcoming market, and the 
ballroom will also be utilized for six large and attractive 
spaces. 

The annual dinner-dance which has become the important 
social event of the week will be held again in the Grand 
Ballroom of the Hotel Statler, on Thursday, May 23. 





P. J. Barkley Joins Barkley & Co. 


P. J. Barkley, son of Charles L. Bark- 
ley, has become a part of the C. L. 
Barkley & Company organization. After 
leaving Lawrence College, P. J. spent 
two years with Uncle Sam in the Air 
Force. He acquired a knowledge of 
Barkley filing supplies at an early age 
through vacation work and now he will 
attempt to become an expert in all the 
intracies of the business. 





P. J. Barkley 
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Edwin Sell Retires from Dixon 


Edwin A. Sell, chief clerk of the pen- 
cil sales division of the Joseph Dixon 
Crucible Company, has retired after a 
half century of service with the lead 
pencil manufacturing corporation. 

Mr. Sell, who was born and raised 
in Littlestown, Pa., joined Dixon’s Phil- 
adelphia branch in 1906 upon gradua- 
tion from the Pennsylvania College of 
Business Administration. His first job 
with Dixon was private secretary to the 
branch manager, the late William J. 
Coane. A keen aptitude for the pencil 
business was recognized early by Dixon officials and promo- 
tions followed steadily. 

He and Mrs. Sell will make their home in the city of his 
birth, Littlestown, Pa. 





Edwin A. Sell 





Announce Dates of Eastern Trade Show 


Milton Stone, president of the Metropolitan Travelers Club, 
announces that the first annual Eastern Commercial Trade 
Show will be held Saturday, October 26, to Tuesday, October 
29, 1957 at the New York Trade Show Building, 35th St. & 
8th Ave., New York City. 

Other events of interest to the 
include: 

March 14—Joint open meeting with Region 13 NSOEA and 
Stationers Association of New York. 

June 10-12—Annual meeting and election of officers during 
session of District 13 NSOEA at Grossinger’s. 

May 17-19—Offureps second annual furniture trade show 
at New York Trade Show Building. 

The Metropolitan Travelers Club, in addition to the regular 
monthly meetings, is now in session every Tuesday at 12 
noon at the Floridian Restaurant, S5ist & Broadway, for an 
informal luncheon. President Stone invites any travelers who 
happen to be in New York on Tuesdays to join in the lunch- 
eon. 


Metropolitan Travelers 





Ink Specialties Opens Facilities 
For Diagraphy Compound Production 


Ink Specialties Company has opened a new plant at 124] 
W. Polk St., Chicago. The entire new facilities will be devoted 
to the manufacture of Diagraphy stencil duplicating com- | 
pound for the Print-O-Matic Company. 

In addition to greatly increasing Diagraphy production, the | 
new space will also allow expansion of the facilities for man- | 
ufacturing the company’s regular line of Canode mimeograph- | 
ing inks in the plant at 523 N. Halsted St., Chicago. i 

Diagraphy Compound is manufactured exclusively for us 
in the Diagraphy process of clean, inkless mimeographing 
developed by the Print-O-Matic Company, Inc. 
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R.C.Allen Business Machines, Inc. 
= 680 Front Avenue, N.W., Grand Rapids, Michigan 
oe 
i NAME 


the shortest distance to the best line ; sooress 


CITY ZONE STATE 


Please send dealer franchise information. 
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a Typewriters 
ad Visible and automatic margins, 
fabric or carbon ribbon, 11” 
to 26” carriages, 21 two-color 
sed combinations. 
hil- 
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job BIGGEST DISCOUNTS in the industry are yours and a bigger 
the y y gg 
. profit on every sale. Compare R. C. Allen discounts with any other 
J. y y 
cil business machine line. The figures speak for themselves . 
no 
Cash Registers 
hi The Model 355, electric COMPETITIVE PRICE is where the R. C. Allen line really proves 
4 co eager itself. No inflated list prices that you know must be cut, but prices that 
register, issues receipts : 
3 Other R. C. Allen models for neet or beat every business machine line you can find. 
every business 
MORE EXCLUSIVE FEATURES and they are really salesmaking 
lub, features with R.C. Allen. On every R. C. Allen model there are exclusive, 
‘ade st-wanted features that competition can't offer. With these exclu- 
f 
~ sives, you make the competition, not merely meet it when you feature 
° t > A Ile 
10-Key Adding Machines R. C. Allen. 
lers The 10-Key electric adding 
machine with exclusive Memory 
and Recall keys that save time MODEST INVENTORY is another plus with the R. C. Allen line and 
and by restoring without re-indexing ~~ aioe . ita & a IrAnee ’ , 
tend eontak dies intiaiiie yet you have a business machine for every purpose. Don't load your 
inventory with different brand names. R. C. Allen covers the field and 
ring 
e 1 keep your inventory costs down 
how 
lar FINEST QUALITY is a tradition in the R. C. Allen line. Compare 
ula 
1? R. C. Allen features from compact design to quiet operation. R. C. Allen 
os the measure of business machine quality. 
who Full Keyboard Adding Machines 
nch Full Keyboard machine features 
visible dials and automatic EXCLUSIVE FRANCHISES for the R. C. Allen full line or for any 
ase Prints clear signal with part of the line may be open in your area. Mail in the coupon at the top 
“7 irst item and subtraction in 
att 6 te, theca media nd take the shortest distance to the best line .. . the R. C. Allen line. 
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oted 
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ail posing Business Machines, Inc 
man R. C. Allen offers a full line of ’ ° 
-aph fire and burglary safes and 
insulated files for every 
business need 
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MAGAZIN rE. Our greatest jon. tilekildias Campaign ever! A solid, hard-hit- 
ting combination of moneys reaches your entire market: 
Saturday Evening Post—Feb. National Geographic—Feb.; 
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$la wall terms! Thousands of Remington Dealers are multi- — 
plying their sales and profits by selling and advertising e 
Remington Quiet-riter on $1 a week terms! ® 4 


You'll sell far more Remington Portables than ever before— _ 
make sure you have them to sell. . . . Place a order NOW! — 


SELLING Pichi Mad 
D Ow E R DIVISION OF SPERRY RANO CORPORATION cf 









315 FOURTH AVENUE - NEW YORK 10, N.Y. 
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Judging Time . . . Holding pictures of 
the prize-winning displays (in order of 
award, left to right) are judges and of- 
ficials of Eberhard Faber Pencil Co 
They are Ralph Solby, chain-store sales 
manager; Fred Strickler, advertising and 
merchandising manager; C. Paul Mail- 
loux, sales manager; Mrs. Eberhard L 
Faber, vice-president, and Point of Pur 
chase Advertising Institute judges W. E 
Foster, R. H. Winslow and O. H. Stark 


Eberhard Faber Announces 


Prizes in Window Contest 


The outcome of the Eberhard Faber window display con- 
test, which attracted dealer participation from coast-to-coast, 
was announced December 10, 1956, by C. P. Mailloux, sales 
manager. In one instance there was a tie, and a duplicate 
prize was awarded. 

Some 457 dealers became eligible for the contest prizes by 
their purchase and display — in ingenious forms of their own 
contriving — of the “Life” window display kits which served 
as the basis for the window design. 

The displays were timed to coincide with the full-page 
color ad campaign by Eberhard Faber in the October 27 is- 
sue of “Life” magazine, featuring the Mongol Twin Pack. 

First prize was awarded to the window of the J. T. Townes 
Printing Co., of Danville, Va., and a 21-inch RCA color 
television console will go to the window’s designer, S. D. 
Simpson. 

Second award went to the Ivan Allen Company store in 
Augusta, Ga., and the prize, a 17-inch GE portable television 
set, has been earmarked for the designer, Miss Irene Morris. 

The window declared third-prize winner was that of the 
E. S. Howard Co., of Oswego, N.Y. E. S. Howard himself 
designed it and is entitled to a Zenith transistor radio. How- 
ever, he has acknowledged the help of his installers, Jack 
Howard, Ed Stacy and George King. 

Because there was a tie for fourth place, there will be two 
Philco portable radios presented. One will go to Mrs. Mary 
Harrison, who designed an outstanding window for Palo 
Alto Stationers, Inc., of Palo Alto, Calif. The other was won 
by J. Henry Fisher, who created the unique display for the 
Pound & Moore Co., of Charlotte, N. C. 

A prize of $50 was also awarded to P. A. Covey, Eberhard 
Faber sales representative in Virginia, for placing the first- 
prize winning window kit. 

To assure absolute impartiality in judging the windows, the 
company asked the Point of Purchase Advertising Institute 
to name the judges. 


Cc. P. Ray Heads Underwood International 

Carl P. Ray, vice-president, has been 
made head of the international division 
of Underwood Corporation, W. G. 
Zaenglein, executive vice-president, stated 
recently. 

In his new post Mr. Ray will be 
responsible for manufacturing, sales and 
service of Underwood's foreign subsid- 
iaries and for the sales and service 
among the company’s dealers in 600 
cities outside the United States. 

Mr. Ray, with Underwood since 1937, 
is a graduate of Dartmouth College. 
During World War II, he served as a Lieutenant Commander 
in the United States Navy. 

An officer and director of the Office Equipment Manu- 
facturers Institute, he is a member of the American Manage- 
ment Association, the Public Relations Society of America, 
Export Managers Club and Business International. 





Carl P. Ray 
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. went to this display of J. T. Townes Ptg. Co., 


First Prize . 
Danville, Va. 





McWhorter-Young, Inc. to Open Branch 
Store in California Shopping Center 

McWhorter-Young, Inc., San Jose, Calif., which now oper- 
ates two downtown stores in San Jose, is expanding its opera- 
tion with another branch in the new Valley Fair regional 
shopping center near San Jose. 

The company was founded in 1940 by Thomas J. Mc- 
Whorter, president, and J. E. Young, vice-president. In a 
joint statement, the men said that the growth of the Santa 
Clara valley necessitates the opening of the third store to 
better serve the people of the area. 

The shopping center store will be a self-service operation, 
completely air-conditioned, and it will offer 3,500 square 
feet of space on both the mall and lower levels. It will be 
located directly opposite a large Macy’s department store. 





Clary Announces Series of Promotions 

A series of promotions among members of its nationwide 
sales organization has been announced by Clary Corporation. 
The major changes, General Sales Manager J. W. Stallings 
said, are in branch managerships. 

E. H. Wigand, branch manager in Atlanta, Ga., has been 
transferred to Philadelphia as branch manager and will be 
succeeded in Atlanta by L. C. Thompson, Jr., a member of 
the Atlanta staff. 

W. L. Long, branch manager in Minneapolis, has trans- 
ferred to Oakland, Calif., to operate this west coast branch, 
with W. J. Funke named to the Minneapolis managership. 
Mr. Funke for some time has been a member of the Clary 
west coast regional staff, with headquarters in San Francisco. 





Adding Machine Missing in New York City 

Addo Machine Co., Inc., New York City, advises that an 
Addo-X adding machine model 82E No. K-31696 is missing 
from the offices of Gillespie & Company, 96 Wall St., in that 
city. 
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Picturesque Home .. . of Hartford Of- 
fice Supply Co. is a former church build- 
ing. Two large picture windows and oa 
modern display window-door were added, 
as well as neon signs, to show the com- 
mercial nature of the building. 


Remodeled Church 


Serves as Home 
for Hartford Firm 


@® ONE OF THE LARGEST industrial and 
commercial stationers in central Connecticut is 
now housed in an attractively remodeled church 
building in Hartford. 


Hartford Office Supply Co., owned and op 
erated by Richard Kilpatrick, Otto Cavanaugh 
and Everett Scanlan, was formed only seven 
years ago, but it has grown from the first day. 


With the motto “Performance Points to Prog- 
ress” as a guide, the company has expanded 
to the point where there are now six outside 
men calling continuously on accounts throughout 
the area. 


The new store was designed to facilitate drop-in 
business as well as provide warehousing for the 
stock necessary to keep larger orders filled 


The outside of the building reflects the quiet 
dignity of the early American atmosphere. Only 
three modern picture windows and an attractive 
grouping of signs tells the story of the com 
mercial enterprise within. The large parking lot 
is an added customer convenience. 

The remodeled inside, arranged to offer self 
Selection to some degree, still has the high, 
vaulted ceilings of a church interior. This height 
has been lessened by long banks of lights, hang 
ing on extended rods. 


Floor space has been decreased somewhat by 
the consiruction of shelving which displays all 
the commercial supplies, but this also permits 
storage and movement behind the shelves. The 
large hall-basement offers all the room necessary 
for warehousing. 
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Vaulted Ceilings . 










. of the interior were painted in a darker tone than 


walls and banks of lights dropped from long rods to cut down the height. 


This balcony view shows orderly arrangement of supplies on shelves and 
island counters. Window furniture display can be seen at the extreme right 


bottom corner, 





Church Basement. . 





. serves as stock room. 
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announces the opening of a new 
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the only manufacturer of business forms for dealers 
offering service coast to coast 


Ennis Tag & Salesbook Company .. one of the largest 

producers of quality business forms in America.. is expanding 
again! With its new plant at Paso Robles, California 

scheduled for operation early in 1957, Ennis can now offer faster, 
better service to its customers in the west. . economical 
delivery of Ennis products from coast to coast. 


ey 4 


an We will manufacture the complete line of quality Ennis business 

yht forms in our new plant, and maintain a full supply of stock 

_ items for immediate shipment. In addition, there will be 

' full stocks of a complete line of carbon paper, typewriter ribbons 
and hot spot carbon ink, manufactured by our affiliate, 
American Carbon Paper Mfg. Company. 


— Write for samples, catalog and information on the complete Ennis line. . 


sold through dealers. 





Ennis 


TAG & SALESBOOK CO. 
AMERICAN CARBON PAPER MFG. CO. 


Ennis, Texas @ Chatham, Virginia ¢ Paso Robles, California 






Coast to Coast 


& x» 





Branch Offices at: Houston, Tex. © 
Dallas, Tex. © Waco, Tex. © Birmingham, Ala. @ St. Louis, Mo. ® Denver, Colo. © Los Angeles, Calif. ¢ Monroe, la. ¢ Sanford, Fla. ¢ Okla. City, Oklo 
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Window Highlights Oxford Filing Promotion .. . 





New York OMDA Re-elects 


Samuel Stein as President 


The regular monthly meeting of the Office Machine Deal- 
ers Association of New York, Inc. was held on December 
11, in Ben Franklin Hall at the Advertising Club of New 
York. 

Election of officers took place with Nicholas H. Fucci, 
American Typewriter Co., Inc., acting as temporary chairman 
for that purpose. The following slate was re-elected for an- 
other term: President, Samuel Stein, Quality Office Equipment 
Corp.; vice-president, Harry Ritchie, Addressing Machine and 
Equipment Co.; treasurer, Mack Steinberg, Zenith Typewriter 
and Adding Machine Co.; executive secretary, Lemuel Ban- 
nister, Jr.; sergeants at arms, Frank Nemzer, Nemzer Type- 
writer Exchange and Ben Engel, International Typewriter Co. 

Six members of the Board of Directors were reelected 
and one new member added. They are: Chairman, Harold 
Peck, Ideal Business Machines; Jack Hutter, Check Writer 
Co., Inc.; Richard Gibien, Richard Gibien Business Machines; 
William L. Kaufman, Rudolf L. Kaufman and Son; Fred B. 
Kaim, Kaim Office Machines; George Button, Jr., Wholesale 
Typewriter Co., and the new member, S. Krivin, Beacon 
Typewriter Company making a total of seven directors. 

After the minutes of the previous meeting were read by 
executive secretary Lemuel Bannister, Jr., and approved, the 
reports of committee chairmen were heard. First to respond 
was Harry Ritchie, entertainment chairman, who declared 
the annual dinner dance this year was an outstanding success, 
resulting in a substantial profit. Harold Peck, chairman of the 
board of directors, reported on the recent meeting of the 
board, who plan to have a calculator demonstration at the 
January meeting. 

The date of the February meeting has been moved up to 
the Sth instead of the 12th because of Lincoln’s birthday 
holiday. They also plan to conduct a membership drive to 
reach the 200 mark by next June. In this connection, Presi- 
dent Stein informed members that one proposal is that be- 
ginning with the January meeting, a drawing for $10.00 will 
be held at each meeting. If the fortunate member is not pres- 
ent, the sum will be doubled at the next meeting. 

This was felt to be a good incentive to promote increased 
attendance at meetings and which would !ead to an increase 
in membership. 

A motion was made by I. Meizner, Mercury Business Ma- 
chines Company, Inc. that the sum of $100.00 be contributed 
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This dramatic window display highlight- 
ing Oxford Filing Supply Co.’s ‘Quick 
on the Draw’ promotion was recently 
featured by Buxton & Skinner Ptg. and 
Staty. Co. of St. Louis, Mo. The display 
is based on an Old West theme featuring 
a trigger-fast Gun Fighter, illustrating 
the efficiency and speed with which 
Pendaflex equipment can be used. 


by the association to the Hungarian relief fund and the check 
sent to an authorized agency. The motion was amended to 
include the giving of jobs to those refugees who are typewriter 
mechanics. The motion was promptly carried and so ordered. 

After the election of officers, Irving R. Ritchie, Typewriter 
Distributors, Inc., proposed the association have Mr. Henry 
of the Manhattan Trade School address a future meeting at 
an early date, on the subject of school training for mechanics. 
[he proposal met with favor and a committee of two was ap- 
pointed to make the necessary arrangements; they were Irving 
R. Ritchie and Albert Luckett, Conditioning Typewriter Co. 

President Stein then introduced J. M. Cooper, general sales 
manager, Hermes Division of Paillard Products, Inc., who 
with the aid of his assistants dernonstrated the Hermes Rocket 
portable typewriter. Mr. Cooper gave an interesting talk on 
the Hermes plant, their products and personnel, and stressed 
that in 1957, they will strive for dealer profits, promotion and 
protection. 





Esterbrook Appoints Two Marketing 
Executives to Newly Created Posts 

The Esterbrook Pen Company has announced the appoint- 
ment of two of its marketing executives to new positions. 

John T. Wilson has been appointed to the newly created 
post of field manager and assistant to the general sales man- 
ager. In the new position, he will assist in supervising the 
overall sales activities of the Esterbrook field sales organi- 
zations, and will also assist with special administrative assign- 
ments in the Camden office. 

Mr. Wilson, who will report directly to John T. Brown, 
general sales manager, has been northeast district sales 
manager in his most recent position. Prior to that, he was 
sales representative for the New England states. He has been 
with Esterbrook since 1939. 

To help co-ordinate the work of the field sales organization 
with Camden headquarters, Joseph MacAllister has been ap- 
pointed to another newly created position, that of sales service 
manager. In addition to supervising the work of the customer 
service, billing and shipping departments, responsibilities 
which he had in his most recent position as customer service 
manager, Mr. MacAllister will also direct the work of the 
sales office and sales records departments. 

With the company since 1948, MacAllister has been as- 
sistant credit manager, sales analyst and customer service 
manager. He is currently serving as president of the Camden 
County, N.J., Junior Chamber of Commerce, and is an active 
member of the National Office Management Association. 
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In budget steel .. . only One stands out... 
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New Secretarial Design 
Offers New Selling Features  : 
: at No Extra Cost! 
: ® New Center Drawer Locking Mechanism * ® New island base design for easier attachment m4 
; The only device with the new Select-A-Drawer feature that ‘ : 
° locks all drawers or any combination of drawers—as desired ® New island base protectors ° 
° * New spring-action dictation slide ® New satin-finish chrome hardware c 
os s way dates tell 
: phar. CON WAN SERENE BTS ® New satin-finish anodized aluminum molding . 
‘ ® New sloping stationery trays and upright dividers ® Firm typewriter base support and others > 
° of high impact styrene *Patent Pending 4 


EE UEEMEREPERETOTELELETTTTOOTECETLTe Terre 


Yours Pionanr, Stood Budget, time 


* STEEL DESKS © TABLES * CABINETS © ACCESSORIES 
Literature 


on Request ! 











303 E. CARSON STREET ° PITTSBURGH 19, PA. 
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General Stationery .. | divi 
sion of the Arlington Printers 
& Stationers store. Note open 
display type of fixtures 


Virginia Firm 
Uses Art Steel 
Model Offices 


for Display 


@ GRAND OPENING of the new store of Arlington Print- 
ers & Stationers at 2607 Columbia Pike in fast-growing Arling- 
ton, Va., (across the river from the nation’s capital) attracted 
more than 1,000. The firm carries a complete line of station- 
ery, Office supplies and office furniture. 

The store is unique in Arlington in having the only “model 
office” display in the country. The three rooms show the latest 
styles and colors in Art Steel Company, Inc., Arlington Steel- 
master office furniture. 

The installation, which drew many favorable comments from 
the visitors to the opening, was done under the supervision of 
Steelmaster’s Frank Saphir. It effectively illustrated the range 
of equipment in terms of both prices and styles. 

Arlington Printers has already made its first major sales, 
to the neighboring Old Dominion Bank (largest in Northern 
Virginia) and to Bill Rowe’s alma mater, The American Uni- 
versity of Washington, D. C. 

Mr. Rowe, a native of Washington, started the business on 
December 1, 1947. At that time, he was a full-time student 
at The American University studying for a degree in Business 
Administration with a major in accounting. Beginning a busi- 
ness represented a major and somewhat daring venture since 
he had no available funds and had the problem of supporting 
a wife and young child from his earnings as a part-time em- 








Suggested Office Set-Up . . . at Arlington Printers & Station- 
ers using Art Steel single pedestal No. 7542 desk, the 18 x 
60-inch No. 7512T modular table, No. 2904 grade A files, 
No. C-2 chair and No. CB1 combination unit. Note fish-net 
style room dividers. 
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ployee in a local printing shop and his G. I. benefits. Bill 
solved the problem of financing his purchase by borrowing 
money on his car and obtaining a loan from a friend. 

The business grew steadily from 1948 on and in 1952 “Sta- 
tioners” was added to the name when Bill opened a stationery 
and office supply store next door to the print shop. Then, 
decision was made to open the new and larger store in a more 
heavily trafficked location. The two older stores, just around 
the corner, are used entirely for the printing plant and ware- 
house. Manager of the new store is David A. Hetzer. 

Among the visitors at the opening was Dean Nathan A. 
Baily of the School of Business Administration of The Ameri- 
can University. He expressed the University’s great pleasure 
in the growing of Bill’s operation. He recalled how Bill had 
been a superior student and active in school activities despite 
working part time during the school year. 

Bill has not neglected civic responsibilitiés. He is a past 
president of the South Arlington Lion’s Club and active in the 
Arlington Chamber of Commerce and the South Arlington 
Business & Professional Association. 

His role in the Lions Club began in 1949 when he was a 
full-time student at The American University running his new 
business, but still Bill found time to serve as secretary of the 
Club. 





Another Art Steel . . . office on display at the Virginia firm. 
Displayed are the Art Steel No. 7560 executive desk, C-2 
chair, the Tidy Desk, No. SLR2 Rollerway series file, No. 2A 
combination unit, No. 1230 30-drawer storager and No. 1620 
20-drawer storager. 
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I'll keep you posted... 


My job is to follow up your unfinished business. The open circle in 
my colored signal channel positively points out the month and day 
when you had promised someone something. Maybe you want to 
use me as a business safeguard—to make a follow-up or selection of 
“time due” records such as purchase orders, collections, insurance, 
contracts, quotations, production schedules, etc. See your local sta- 
tioner or drop the Smead Company at Hastings, Minnesota, a line on 
your business stationery and ask for a free sample of me, No. 19032. 
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SMEAD 
FILING SUPPLIES 


for MODERN 
BUSINESS 





SMEAD TELL-I-VISION INDEX 


By using Smead's Tell-I-Vision filing system, you 
can reduce filing time. The alphabetical-color 
signal system for finding — and the numerical-color 
signal system for replacing—make filing easy, 
fast, and accurate. 





a 


> 
SMEAD'S TWO-PLI-TOP FILE FOLDER 


Made doubly thick at the points of greatest wear. 
Ask for sample. 





WHETHER YOU FILE . Alphabetically, Numerically, 
Geographically, Chronogically, or by Subject Indexing, 
THERE IS A SMEAD SYSTEM ALREADY TAILORED TO FIT 
YOUR NEED. See your stationer. He will be happy to 
discuss your problems with you. 








SMEAD'S 
TELL-I-VISION 


REG. U. S. PAT. OFF. 


SYSTEM INDI, 








£ SMEAD’S PROPOSAL 
COVERS ore furnished in 
many colors and finishes. 
Also available with open 


window. 












SMEAD’S DESK 
FILE which is really 
a correspondence 
sorter. Available in 
printed or celluloid 
tobs. 




















INDIVIDUAL FILE POCKET 


Designed for bulky material. Expansion up to 3% 
inches. Ideal for important papers, contracts, etc. 




















No. 12-18-56-F 


PRINTED IN S.A 


SMEAD'S 


EXPANDING 
FILES 


Made of leather- 
like moaterial— 
long wearing— 
soil resistant. 
Made in many 
sizes with or with- 
out flap 





SMEAD'S 

""ON THE STREET" 
CARRYING » 
CASE 


Perfect for carrying 








popers in all types 
Sheds 
water—glove-fitted 





of weather. 






whether partially or 
fully expanded. 






Furnished in four 
sizes. 








Write us for samples and further information 


SMEAD MANUFACTURING COMPANY, INC. 


Hastings, Minnesota, U.S.A. 
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. at Kingsport Office Supply Co. where 
95 feet of Butler free-standing wail fixtures and 30 Butler 
island units were recently installed. All shelves are fully ad- 
justable 


Scene From Balcony. . 


Modern Display Fixtures 


Used in Tennessee Store 


When a fire practically destroyed building, fixtures and 
stock of Kingsport Office Supply Company, Kingsport, Tenn., 
the owners decided to rebuild a model store. 

For several weeks one of the owners, C. K. Koffman, and 
his wife visited newer, more modern office supply stores 
throughout the country. With a collection of ideas they re- 
turned to Kingsport to make general plans for construction 
within the four walls left by fire. 

Along with their architect, Allen Dryden, and the other 
owner, S. E. McAmis, they believed it most practical to devel- 
op their general plans around an available line of store fix- 
tures. After investigating several lines, those manufactured by 
A. D. Butler Fixture Company, Frankfort, Ky., were selected. 

Explaining this choice, Mr. Koffman states, “The Butler 
Fixtures have a standard finish in colors we thought most 
pleasing. The fixtures are very flexible. All shelves can be 
adjusted to any height or removed. And, in price, the fixtures 
are most competitive.” 

Of the 4,000 square feet on the first floor of the new store, 
approximately 3,000 are devoted to selling space. Offices, 
storage and shipping take up the remaining area. The self 
service Butler fixtures are arranged with wide isles and with 
merchandise attractively displayed to make buying more in- 
viting. Ultra modern lighting provides over 80 candle power. 
Fluorescent lighting is built in the Butler wall units. 

The store is. decorated in green, yellow and Williamsburg 
blue, colors that blend most pleasingly with the copper tan 
and Williamsburg blue Butler fixtures. A spacious balcony on 
three sides of the store is given to display of office furni- 
ture and machinery. Off of. the balcony to the rear of the 
building is storage space, office machinery repair shop and a 
utility room. The entire fireproof building is air conditioned, 
with a combination cooling-heating pump type unit being 
employed. 

Kingsport Office Supply Company was founded by Mr. 
McAmis in 1925. Mr. Koffman joined the firm in 1945. 





Smith-Corona Supplements Dividend 


Directors of Smith-Corona, Inc., have declared a regular 
quarterly dividend of 45 cents per share on the common 
stock, paid December 31, 1956, to stockholders of record 
December 17. The directors also declared a year-end stock 
dividend of 2% on each share of common stock, payable 
ty 31, 1957, to stockholders of record December 17, 

56. 
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There’s ‘Silver 


Lining’ for 
Brush Safes 





John D. Brush 


A man who turned from the ministry to building safes has 
found the “silver lining.” 


That would be the 25th anniversary of safe-building John 
D. Brush & Company, Inc., another saga of the office equip- 
ment industry and the man who built the business. 

In early 1930, for reasons of health, the Rev. John Brush 
was advised to give up the pulpit. He hoped to find an occupa- 
tion that would offer greater outlet for physical expression than 
his profession had offered. 


During the summer, Mr. Brush paid a visit to his sister in 
Rochester, N.Y. He told her and her husband, Willard Punnett, 
of his problem. Mr. Punnett said that some years before he 
had designed a production type safe that could be stamped 
out, for almost half the price of competitive safes with the 
same features. 


That was it, decided John D. Brush—he had found a prod- 
uct, a partner and an outlet for physical energy. Before 
he returned to Massachusetts, many of the details had been 
investigated and a fairly accurate idea of the required capital 
was established. Twelve thousand dollars would do it. 


Early in 1931, Mr. Punnett located the necessary machinery 
in Rochester, as well as a suitable building and a die maker. 
In May Mr. Brush went to Rochester and the Brush-Punnett 
Company was born. A 600-ton capacity toggle press was 
purchased from the Ford Motor Company. It was a massive 
piece of equipment, which Mr. Punnett said, when he saw it 
lying on a flat car, “Looked like the Empire State Building 
lying on its side.” 

Troubles, born out of the depression, beset the partners and 
finally in February of 1933 Mr. Punnett turned his stock back 
to the company. Mr. Brush was left with the full responsibility. 

How Mr. Brush survived the year of the bank holiday is a 
mystery to him. All alone he did everything. . . 

Safe sales picked up a little, and job work grew. The crisis 
was passed in May of 1935 when the company got an order 
for 2200 small closet wall safes for the dormitories of Vassar 
College. They were completed on time and for the first time 
Mr. Brush began to take out a salary—$5.00 a week. 

From then on progress was steady and the business really 
began to roll during 1937. There were six men on the payroll 
and 500 safes were made. 


Suddenly, came the 1938 labor upheaval. Business stopped 
dead for a time before beginning to pick up at a time when 
World War II stopped all safe manufacturing by government 
decree. Mr. Brush haunted the war production board trying 
to find a use for the general metal working equipment of 
Brush-Punnett Company. A sizeable order was received from 
the Eastman Kodak Company to make 150 tons of steel 
skids. Somehow, the little force of workers met production 
quotas. Prosperity turned the corner for the firm when the 
war ended and demand grew for safes. 

In 1943, Mr. Brush became sole owner of Brush-Punnett 
Company. 

In 1954, Mr. Brush’s oldest son, John, Jr., having finished his 
undergraduate work at St. Lawrence University as well as two 
years of graduate work at Harvard Business School, was 
ready to come into the company as a principal. He purchased 
stock as did his brother Richard. In January, 1955, the name 
of the firm was changed to John D. Brush & Company, Inc. 

Another son, Robert, will probably come into the business 
in a few years and thus the three sons will operate the business 
which has been John D. Brush’s entire life for 25 very difficult 
years, now changed to fruition. 





AN INDUSTRY PROFILE 


Fred Pfaff, an ‘Old-Timer’, 
Would Do It Again! 


Four grand openings in 10 years is 
the record of Fred E. Pfaff, vice-presi- 
dent and director of sales for Duke, Inc., 
Wichita, Kan., a former Governor of 
the eighth district NSOEA, and a 235- 
year (plus) enthusiast in the stationery 
industry in the Midwest. But Mr. Pfaff 
says that his coming into this industry 
was accidental. When he finished high 
school in St. Louis, the Board of Edu- 

~ cation gave him a reference to George 

Fred Pfaff D. Barnard Co. as “the young man most 

likely.” His prospective employer had 
faith in this recommendation, and Fred’s future was made. 

A native of Mascoutah, Ill., Fred Pfaff was educated in the 
St. Louis schools and was graduated from high school in 
1925. He began his work life as a clerk with the George D. 
Barnard Co. and later traveled for that firm in Oklahoma 
from 1931 to 1938. It was during this period that he met and 
married Kathryn Soergel of Oklahoma City. He left the 
stationery business and engaged in banking, but within a few 
years he was glad to return to the office supply field. 

The grand openings in which he had an active part were: 
Southwestern Stationery and Bank Supply, Joplin, Mo., in 
January, 1946; Omaha Printing Co., May, 1948; the same 
firm’s expansion and opening of a second store, August, 1954; 
and the new store of Duke, Inc., in Wichita, Kans., in Febru- 
ary, 1956. Mr. Pfaff was vice-president and sales manager of 
Omaha Printing Co. from 1947 to 1955. Since February, 1955, 
he has served as vice-president and director of sales for Duke, 
Inc. 

Fred has taken an active part in organization work through 
the years and has served on many committees. He was elected 
Lieutenant-Governor of eighth district NSOEA for the 1950- 
1951 term, and Governor for 1951-1952. In committee work, 
with his friendly manner and his quiet sense of humor, he 
has the happy faculty of enlisting the whole-hearted co-opera- 
tion of those who work with him. He knows how to organize 
a group which will work together and get Association tasks 
done. 

Giving freely of his time to civic and club groups, he is a 
member of Wichita Chamber of Commerce and past-president 
of Kiwanis; he also holds membership in the Ambassador 
Club and in the Prairie Club. A faithful member of Trinity 
Lutheran Church, he is vice-president of the congregation. 

Fred and Kathryn Pfaff have a son, Dick, and a daughter, 
Barbara. Dick, at the age of 20, is a three-time scholarship 
winner and a senior at Harvard University. He won a scholar- 
ship given by the Omaha World-Herald while living in Omaha 
and was also awarded a National Honor Society scholarship, 
as well as a scholarship to Harvard. Barbara, 16, is a junior 
at Wichita East High School. 

Mr. Pfaff, in looking back, feels that he chose a most in- 
teresting and challenging line of business and that he would 
make the same choice today if starting over again. 

“I was on the road all during the depression,” he says. “I 
recall that many of the large firms, such as tobacco corpora- 
tions and large food manufacturers, pulled their men off the 
road. But I don’t know of a single office supply firm that 
dispensed with its sales force.” 

He feels that he has had the “wonderful good fortune” of 
having been able to help a number of young people start in 
the industry. And a good share of them are well on their 
way to success. Perhaps a more accurate appraisal would be 
that it was these young people who had the “good fortune” 
in being helped and trained by Mr. Pfaff. It follows that their 
success is no accident but, rather, the direct result of following 
the advice and example of a leader in the field. 
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Opie, White Confer on Global Strategy . . . 





Earl P. Opie (right), president of the Weber Costello Co., Inc., 
and Ken White, president of Ken White Associates, West- 
wood, N. J., confer on global strategy which in this case con- 
cerns the globe itself, particularly the globe stand. Mr. White 
has just completed the design of a new treatment in metals 
and woods for the Weber Costello executive globes, making 
extensive use of American wainut. Mr. Opie said, ‘The inter- 
national implications of many businesses today make the world 
globe an important working tool in the executive office and 
this means the stands must be designed to blend with con- 
temporary office decor.’’ 





imperial Desk Announces Two Changes 
In Midwest Sales Representative Staff 

Norman Gerth, sales manager for Imperial Desk Co., re- 
cently announced two changes in the company’s Midwest sales 


representative staff. 
As of December 1, James B. Lynch, Chicago, is servicing 
dealer accounts in Minnesota, Wisconsin, Illinois, Indiana and 





James Lynch James Bradley 


Kentucky. Mr. Lynch is a veteran office furniture man and 
well-known to the trade in the Midwest where he has repre- 
sented Imperial for many years. 

Mr. Gerth also announced the appointment of James M. 
Bradley as sales representative in North Dakota, Iowa, South 
Dakota, Nebraska, Kansas and Missouri. Mr. Bradley, who 
makes his headquarters in Des Moines, Iowa, also has traveled 
in the territory for some years. 





Victor Adding Machine Opens Branch 
Office in Jacksonville, Fla. 

The Victor Adding Machine Co. announced the opening 
of a new branch office at 2258 Atlantic Boulevard, Jackson- 
ville, Fla. Everett Mueller has been appointed branch man- 
ager. 

Vice-president A. F. Bakewell states that the new branch 
in Jacksonville was the fifth to be opened by Victor in 1956. 

Mr. Mueller has been with the company for a number of 
years and has served in managerial positions in such cities as 
Milwaukee, Chicago and Birmingham. 
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DIXON pushes 
Colorful reasons why so many people prefer 


D IXxO N 


1. Dixon Thinex + 2. Dixon Best + 3. Dixon Anadel 
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the boiling point! 


COLOR CHARTS 
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DEALER IMPRINTS 
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DIXON THINEX COLOR PENCILS 
38 Sparkling Colors 
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COLOR PENCIL ~g 
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DIXON BEST COLOR PENCII 
36 Brilliant Colors 


Leadfast 
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ADS LIKE THIS in Manage 
Modern Office Procedures, Offic 
Office Management make it easy f 





to sell this broad lings fine 





- 
: 


Please send me free: 
[_] Royal Office Furniture Literature; 


[__] Please have a Royal Dealer call. 


Name 
7 


[_] A “Knight of the Red Plume” Helmet (children will love it); 


ment Methods, 
e Executive, and 
or Royal Dealers 


office furniture 





Company 





Street 





City, Zone, State 
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‘“‘Forsooth,” quothes Sir Launcelot (ye 
industrious Office Furniture Buyer), 
“this trusty Royal Model 1210 Executive 


Posture Chair doth give one added stature. 


““Methinks the quest for such function 


and comfort bids fair to become a crusade.”’ 


Yes, each office King and Queen is 
sure to be pleased with Royal—ye Knight 
of the Exchequer (thy Prince of 


ye Pocketbook) ... guests in thy realm... 


ye Castle Custodians... everyone! 
Royal is doing much today that brings 
new beauty to business efficiency. The 
regal look is unmistakable in this 


Royal Family of outstanding steel furniture. 








UPON Nowe/q 


ROYAL METAL MANUFACTURING COMPANY 
175 N. Michigan Ave., Chicago 1, Illinois, Dept. 3¢ 
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AN INDUSTRY PROFILE 





G. J. Aigner 





Architect's Sketch . 
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. of Aigner plant being built in Oxnard, Calif. 


‘Gold Impressions’ for the West Coast 


@® GEORGE J. AIGNER, the man of the stationery industry 
“who makes gold impressions,” is about to place his mark 
on the west coast. 

The additional plant of the ©. J. Aigner Company, being 
built at Oxnard, Calif., is a natural development of the Chi- 
cago indexing aids firm built by a once penniless German 
immigrant and master gold stamper. 

It’s another saga with the punch line, “It could happen 
only in America.” 

To get the proper perspective of this business, started on 
April Fool’s Day in 1909 by George J. Aigner and twice 
paid for by him, one ought to begin with recounting of the 
years following his birth on August 24, 1883 in a little town 
in Hohenzollern, province of southern Germany. 

Both his parents died before he was 12 years old. About 
this time he finished his formal education and, according to 
custom, was apprenticed out to be a bookbinder, studying the 
art and working 10 to 12 hours a day. 


Worked in German Shops 

After three years of training, he became a journeyman and 
worked in blank book plants, binderies and shops along the 
Rhine River. At the age of 19 he served a term in the Kaiser’s 
army, becoming a sharpshooter in the palace guard. Then, the 
young Aigner came to America to make his fortune as a 
book embellisher and gold stamper of fine bindings. 

When he arrived in New York in 1905, the first job he 
secured paid a dollar a day for making suitcases. It helped 
pay the rail fare to Chicago, and two months later he found 
a job there in a bookbindery on Canal St. which paid him 
$8.00 a week. 

Within a year he learned enough American language and 
proved his abilities to the point that he was entrusted with 
the finest rebinding and classic embeilishments—now only seen 
in private collections—and the “greenhorn” George Aigner 
was making the fabulous amount of $18.00 a week, which 
was tops for the trade at that time. And he was only 23 
years old. 

So, he decided to go into business for himself, like all 
young Americans. 

On April 1, 1909, “G. J.” and a friend bought a going 
concern for $2,000 with a payment of $400 down and the 
balance running over 2 years with interest. The partnership 
struggled and survived, but there was never anything left 
to live on, and both partners wanted to get married. 

After a flip of a coin to decide who bought out whom, 
George Aigner ended up having to pay for the company a 
second time; but by now the name was G. J. Aigner & Com- 
pany. The hours were still long and the pay just enough 
to live on, but the business was his own. 

Among the gold stamper’s customers were many stationers, 
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loose leaf houses and J. J. Hanson, the album maker. It 
was natural that there were index tabs to be gold stamped 
as well as covers to be imprinted or embossed. “G. J.’s” first 
invention and patent grew out of the leather tab business. 
Formerly the tabs were stamped one at a time or in long 
strips; but cutting them apart was a problem, and the tabs 
looked like a “scrabble game” before they could be sorted 
in sequence. His patented idea corrected all of this, and the 
loose leaf manufacturers started buying Aigner & Company's 
tabs. 

G. J. Aigner & Company moved to larger quarters. Several 
employees were hired. Mrs. Aigner, the former Henrietta Mat- 
zen, whom he married when he went into business for him- 
self, became the “And Co.”—between babies, that is. Having 
been a supervisory employee for Sears, Roebuck & Company, 
she knew books and records. She knew the nails used for filing 
paid and unpaid bills or customer's invoices were no way to 
run a business. So, they started to use indexes like the kind 
they sold to stationers. 

By the end of the tenth year, in 1919, G. J. Aigner & 
Company had about 20 employees and had moved to its 
second location, 554 W. Adams St. Special machinery had 
been designed for making the stock products which were sold 
by jobbers and stationers and used by book binders or printers. 
After the war the Aigners went back to Germany to visit 
relatives and to find new machinery and indexing products. 

Upon their return to Chicago they found the little company 
had been sorely used in their absence. The plant superin- 
tendent had just about “taken over” everything except a few 
employees and the capital assets. Even the sales invoices had 
been made out to customers with a new address and company 
name, so that three months of payroll and inventory were 
lost over night. The Aigners decided, “No more long trips 
together until we can trust someone.” 


Stationers Kept Him Going 

It was a hard struggle virtually to start over again. But 
the stationer customers were more loyal than the rest. This 
faith of dealers, more than any other factor, helped to keep 
G. J. Aigner in the office supply field rather than the trade- 
bindery type of work. The “little orders” of stationers which 
his former plant superintendent didn’t want, were what kept 
G. J. Aigner & Company going. 

Sometime in the mid-twenties he joined NSA and became 
an enthusiastic supporter of trade association activities. Annual 
conventions of NSA provided the only opportunity he had of 
getting face-te-face sales contact with the stationers who were 
his eustomers. 

Two other activities in the earlier years of his business life 
widened the business area of the indexer. One was the Turn- 


(Turn to Page 128, Please} 
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Gruenhagen Retires from Friden Board 

Charles T. Gruenhagen, a member of the original executive 
staff of the Friden Calculating Machine Co., Inc., has retired 
from the position of secretary-treasurer of the firm. 

Mr. Gruenhagen was a member of the original team of 
Walter S. Johnson, president and chairman of the board; J. 





C. Gruenhagen 


Harry Billings 


B. Lewis, director, and the late Bert Webster, who provided 
the necessary capital required by the late Carl M. Friden at 
the start of his firm in 1933. 

Mr. Gruenhagen’s successor is Harry M. Billings, controller 
and formerly assistant secretary of the corporation. Mr. 
Billings joined Friden in 1944 as auditor and soon moved 
up to positions as chief accountant, controller and then 
assistant secretary. 

The company also has announced a special 242% stock 
dividend, payable January 24, to stockholders of record on 
December 24, 1956. This is in addition to four quarterly cash 
dividends of 25 cents each declared previously. 


Clary Appoints Canadian Distributor 

Marking a new step in the strengthening of Canadian- 
American economic ties, Clary Corporation announced the 
appointment of Sonograph, Ltd., of Toronto, Ont., as the 
Dominion distributor for its adding machines and cash 
registers. 

Sonograph will distribute the business machine output of 
the recently opened Toronto plant of Clary Multiplier of 
Canada, Ltd., Joseph M. Klein, manager of Clary Corpora- 
tion’s international operations, said. Sonograph manufac- 
tures its own line of dictating equipment. 

V. E. Austin, from the corporation’s San Gabriel head- 
quarters, is general manager of Clary’s Canadian plant. F. R. 
Verner, Sonograph sales manager, will head the distribution 
organization. 


Equip Model Store . . . The Nationa! 
Office Furniture Assn. manufacturing 
members combined their efforts and sup- 
plied office furniture for mode! retail 
store at the National Retail Lumber 
Dealers’ Assn. convention and trade 
show in Chicago recently. Pictured are 
the salesmen desks with office man- 
ager’s office in background. Desks were 
supplied by Jasper Desk Co, Indiana 
Desk Co., Imperial Desk Co., Haeger 
Desk Co., Doro Mfg. Co.; tables by 
Weber, Hilmer & Johnson, Chicago 
chairs by Milwaukee Chair Co., Jasper 
Seating Co., Jasper Chair Co., Office 
Equipment Co. (Gunlocke Chair); desk 
pads and accessories by Chicago Desk 
Pad Co.; lamps by M. G. Wheeler Sight- 
th and chair pads by L. M. Bickett 
oO. 











MO A | RULER 16" © 12". 614.40 GROES LisT PRICE 


$06 YOUR NET PRICES 

OFFERED FOR THE MONTH OF DECEMBER ONLY 
2 gross. -- $6.98 @ gr. 
S gross... 67S eg. 
10 are . 


C-Thru Ruler Inaugurates News Bulletin 

The “C-Thru Gram”, a monthly news bulletin of the C- 
Thru Ruler Company, has been instituted as a regular fea- 
ture of the company’s promotional activity. 

Each month, specials from the C-Thru line are featured, 
as well as news of new products and displays. 

This publication is available without charge if requests are 
made to the C-Thru Ruler Company, 827 Windsor St., Hart- 
ford, Connecticut. 





New York Stationers Square Club 
Elects Jesse S. Libien President 

The annual rseeting of the Stationers Square Club of 
Greater New York was held December 13 in the Hotel New 
Yorker, New York City. 

The new officers aré: President — Jesse S. Libien, Libien 
Press Inc.; first vice-president — John F. Fisk, All-Rite Pen, 
Inc.; second vice-president — Arthur Friedland, Advanco 
Products, Inc.; treasurer — Harry Fensterheim, S. E. & M. 
Vernon, Inc.; financial secretary — Irving O. Lasner, Gold- 
smith Brothers; secretary — Sidney Diamond, Diamond Sta- 
tionery Company. 





Swingline, Inc., Appoints Ruder & Finn 

Ruder & Finn, Inc., of New York City has been appointed 
public relations counsel for Swinglie= nc. The advertising 
agency is Lawrence C. Gumbirner, New Yo:\ City. 
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here’s how to make 1957 a gem of a year! 



















































































' Wha Ut 
supply combination wardrobe 


a7 
>» 


BORROUGHS “Cyclops” 
swing-door cabinets 


1 handle does 
the work of 2 


All cabinets 36” x 
78”— available in 
18’ and 24’ 
depths. 





Now, gentlemen, read every word that follows... 
“here's a line of swing-door cabinets that are out- 
standing in design, quality and value. Safe-like swing- 
ing doors with a central handle. Smooth interiors—no 
projecting lugs. Shelves adjustable on 1” centers, with- 
out tools. No loose shelf clips. Choice of 5 colors — 
own, in electrostatic baked-on enamel. These are only o 
few of the many features that are making Bioughs “Cyclops” cabinets a leader in quality swing-door 
cabinets, at a most attractive price. These cq@™inets have both “eye” and “sales” appeal. They are real 
sales boosters. So if you haven’t already do@iso, order a sample or two today. You'll be mighty glad.” 


PATENT APPLIED FOR 


spring green, dark green, gray, fall tan, and 


and now—for better, faster service #.2 new Borroughs warehouses 


NY 


PORTLAND, ORE. ——;@ 
Borroughs Mfg. Co. 

1633 N. W. 21st Ave. 

Phone CApitol 7-2561 






Th 


La 








fi 


CHICAGO, ILL. 
Borroughs Mfg. Co. 
3120 W. Irving Park Rd. 
Phone KEystone 9-2813 





SEE the Borroughs display 
at NOFA, March 27-31, in 
New Orleans—BOOTH 43. 


33 ® a R o be G # ANUFACTURING COMPANY 


OF KALAMA ZO Oo A SUBSID OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
3004 RTH BURDICK KALAMAZOO, MICHIGAN 











@mp Plants ond © Subsidiaries: (American | Products Co.—Detroit, Michigan—Union 
City, Tennessee) (A eWare, Inc.—Alliance, Ohio—Kilgore, Texas—Colton, California) (General 
Spring Products, Ltd itchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 
Manutacturers of gui cts for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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@ IN 1932 METALSTAND Co., a depression-born manu- 
facturer, broke into the office equipment field with an all- 
metal typewriter stand that retailed at $1.98. 

This month the Philadelphia firm celebrates its 25th an- 
niversary . . . and finds itself in a million dollar bracket. 

In 1932, J. Wolfe Golden had a dozen years’ experience in 
the used office equipment business, several hopeful partners 
and $1,100 capital. He had one more asset .. . the firm con- 
viction that the depressed office equipment market of the 
thirties was crying for an inexpensive typewriter stand. 

Metalstand Company, “ a name born out of marketing 
necessity,” set up shop in a 3,000-square-foot converted garage 
in midtown Philadelphia. 

The bulk of the new firm’s capital went into the purchase 
of dies and a $250 press. Every part of the low-priced metal 
typewriter stand was made on this press. A few months ago, 
after 25 years of service, the press was scrapped. “We babied 
that machine for years,” Mr. Golden explained. “For senti- 
mental reasons, we hated to see it go.” 

First success for Metalstand came in a spectacular manner. 
The typewriter stand, wholesaled at $1.19 to a local depart- 
ment store, sold 60 thousand in-a few months. 

Addition of a line of steel industrial stools fortified the 
Metalstand line but progress during the thirties was slow. 


Interrupted by World War Il 

World War II and its attendant steel shortages knocked the 
bottom out of metal equipment manufacturing. Metalstand 
completely retooled its plant to concentrate on wooden in- 
dustrial stools for use in war plants. 

In 1941, Alan Cohen, then fresh from Temple University 
and about to be married, came to Mr. Golden for a job. “I 
was hired at $25 a week,” Mr. Cohen said, “ and was glad to 
get it.” 

Mr. Cohen showed early promise of executive ability. He 
entered the Army in 1942, ruse from private to captain and 
was awarded the Legion of Merit. 

His postwar return to Metalstand coincided with the be- 
ginning of mushrooming expansion for the firm. Resuming 
manufacture of typewriter stands, the company bought out a 
rival manufacturer in Philadelphia. These added facilities en- 
abled Metalstand to step into the manufacture of steel storage 
cabinets. The patented “Hi-Lo” typewriter stand and the 
Metalsiand line of deluxe typewriter stands were introduced 
in 1947. 

Mr. Golden maintained steady pressure on the firm’s expan- 
sion program. By 1950 Metalstand had: 

Eliminated most of its original products in favor of modern- 
ized lines. 

Met labor demands and a stepped-up market with an ex- 
panded dealer organization. 

Introduced a line of suspension and non-suspension files 
that stormed the market. 


Metalstand Celebrates 


25 Years of Progress 


Built its present 80,000-square-foot main plant on State 
Road in Philadelphia’s industrial northeast. 

Mr. Golden’s son, Joel, entered the firm after graduation 
from Lehigh University in 1953. He soon found his forte in 
sales and production work. 

Newest star at Metalstand is the steel desk line introduced 
two years ago. Executive, secretarial and single pedestal desks 
and conference tables are included in this grouping. 


Anniversary Promotion 

The “Straight Line” designed desk is being promoted in 
current 25th Anniversary advertising. 

Looking back on a generation of experience in the office 
furniture and equipment field and the dynamic growth of 
Metalstand Company, Mr. Golden voices the philosophy that 
motivated him 25 years ago. 

“A definite need exists for an inexpensive line of office 
furniture and equipment with quality standards maintained,” 
he said. “We aim to serve this volume market.” 

Metalstand sells direct to retailers and only through re- 
tailers. Mr. Golden emphasized that his line is not sold to 
jobbers or discount houses. Metalstand maintains a sales office 
at 11 West 42nd Street in New York City. Its executive offices 
and main plant are at 7520 State Road, Philadelphia 36, Pa. 


Eke Ait 





Executive Conference . . planning sales strategy for new 
“Straight Line’’ desks include, left to right, Alan Cohen, J. 
Wolfe Golden, and Joel Golden. 


OA-2/57 














OA- 








tate 


10n 
> m 


iced 


osks 


Hon 
i m 


ffice 
ot 
that 


ffice 


ed,” 


re- 
d to 


ffice 


fices 





new 


| / 57 








Sales are the fruits of nourishing roots 


ys 

> TANGIBLE BUYER pene ick 

. OFFice PLANNING be sinh? 
Constructive AOVE® 

PULL scate PROMOTION 





‘ 





WHEN A MAN COMES INTO THE MARKET for office equipment, he wants the best his dollars will . 
buy. Your ability to meet this requirement obviously depends on the company behind the product. 


This is why the Art Metal franchise is so highly prized throughout the industry. Over 
the years, Art Metal has continued to represent those things that give the buyer the highest 
return on his investment... finest reputation for quality manufacture... broadest range of lines 
with widest choice of models...unequalled office planning service. 


The Art Metal policy of close cooperation with dealers brings the fruits of this 
reputation to the dealer.-In profitable sales...in valuable 
repeat business. Art Metal Construction Company, 
Jamestown, New York. 


The trade mark with a meaning 





in the world of office equipment... 
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FINE PRODUCTS FOR 
EVERY COPYING REQUIREMENT 
COPYHOLDERS 
tHe NEW improved =< 


COPY-RIGHT 
COPYHOLDER 





















EXCLUSIVE FEATURES 


© 2-Lever Action... 
feather touch spacer 
moves copy up line or 
more at a time... vel- 
vet brake lowers copy. 
Patented Knee-Action 
Gripper, holds any 
weight copy securely. 
¢ Turned-Page Clamp, 
holds back finished 
pages. 

Fastens firmly to any 
Typewriter, quickly and 






evalable in 6 
sizes to toke 
widths up to 
46 inches 












STAND-BY 
THE VERY BEST VALUE 
IN COPYHOLDERS 

The greatest value in any 
office device. 

Sturdy All-Metal Con- 
struction 


Engineered to Last a 
Lifetime 

Patented Knee-Action 
Grippers Hold All Copy 
Securely 

* Rubber Feet Pre- 
vent “Creeping” 


¢ 3 Sizes; Regular, 
@ccountants, Legal 


$6.95 
FOR REGULAR SIZE 


REGULAR $6.95 LEGAL $11.95 ACCOUNTANTS $11.95 
Wald’ ows le" 16” Wa 2" 


OTHER PRODUCTS 

e Carbon Papers of every description — typewriter 
— pencil — Hektograph. 

e Inked ribbons — SILK — NYLON — COTTON for 
every office machine 

e Hektograph and Spirit Duplicating Supplies — 
Master Units. 

e Printed Master Units 

HANDSOME MODERN PACKAGES « REALISTIC PRICES 

Please write for catalogue, price lists, SAMPLES 

and dealership or franchise information. 





CURTIS-YOUNG CORPORATION 


‘4 ; 
« UQAHHIL active , 


Copyholders Duplicating Supplies — Carbons — Ribbons 
110 West 18th Street * New York 17, N. Y. + Cable: CURTYOUNG 
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advertising clinic 


by JACK BEDFORD 


advertising consultant 





‘Reader’ Advertisements 
Can Prove Effective 


@ PROBLEM: An office equipment dealer has written a most 
interesting letter about his advertising program—how he has 
used his advertising to keep his sales climbing year-after- 
year. It is obvious that this dealer believes in advertising, and 
he is alert for new ways to attract the attention of his read- 
ers in his local newspaper. 

He says, “I have noticed advertisements that start out 
like a regular article in the paper. There is a headline and 
the story sounds just like any other article. Then, all of a 
sudden, the advertiser mentions his product and his name. 
Is this good advertising for an office appliance dealer?” 

SOLUTION: To answer whether or not this type of adver- 
tising is effective, let me ask you a couple of questions. Did 
you read the entire advertisement? Did you get the message— 
know who was advertising and what was being featured? 
What was your reaction when you completed reading the 
advertisement—pleased or annoyed? 

Your office equipment customers will probably react in 
a similar way to your advertisement that follows these lines. 
Some of these “reader” advertisements are good—others have 
a negative sales value. Be sure yours will ring the bell before 
you use your advertising money for “reader” advertisements. 

Here are some suggestions that will help you get the 
most value from your “reader” advertisements in your office 
equipment store’s promotion program: 

1. Use news headlines. Your readers are reading the news- 
paper and expect to find items featured that are newsworthy. 
A new line that you have added to your stock could be 
featured with this headline. “Jones Office Supply Store Se- 
lected as Local ABC Dealer.” 

Items of interest to businessmen, for instance, new ways 
to handle office problems make good news items. An office 
equipment dealer might use a headline like this, “Business 
Expert Recommends. .’ It would attract attention, 
be of interest to your customers, and be a natural headline 
to attract new customers to your business. 

2. Write in newspaper style. Newspapers write the story in 
the first paragraph. A reporter is instructed to answer the 
questions Who, What, When, Where, and Why in the first 
paragraph of the news story. The balance of the article is 
an expansion of this summary of the news. 

For instance, this might be the first paragraph of the story 
following through on the “new line” headline: “John Jones, 
owner of Jones Office Equipment, reports that his firm has 
been appointed the local representative for the ABC line. 
This line has...... 

3. Testimonials make good “reader” advertisements. When 
some customer has’ something unusual to say about some of 
your Office appliances, this may make good copy for an ad- 
vertisement of the reader style. The tie-in with the store 
would be the name of the office equipment and where the 
customer purchased it. 

When using testimonials, it is necessary to get the permis- 
sion of the individual used in the story. It is best to have 
this in writing to avoid any future trouble that might develop. 
The story should be believable, unusual, and of someone who 
is well known in your community. 

4. Check newspaper requirements. Some newspapers have 
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PERFECTLY 


for today’s 
economy. 

THE FINEST 
MARKING DEVICES 
MADE ANYWHERE! 


Insist on the Best 


"Me 
LROWW 
WE!” 


Balanced in 


@ EXTRA QUALITY 
® ECONOMY 

@ EFFICIENCY 

@ FASTER DELIVERY 


Write for 
literature 

on our 
complete 


“CROWN’ 


R. A. STEWART AND CO., INC. 


80 Duane Street + New Yerk 7, New York 





a requirement that all “reader” advertisemerts be headed 
with the word “advertisement” set in bold face type. This is 
to let the readers know that this is not a part of the regular 
news columns of the newspaper, but an advertisement. Then, 
too, this is done so the newspaper will not be guilty of giv- 
ing a sales talk for some special merchant of the community 
in its news columns. 

If your local newspaper has a requirement like this, it 
might spoil the effect of the advertisement. Readers have 
gone through many of these advertisements only to find some 
“cure-all” medicine featured at the end of the story. When 
they see the word “advertisement” above a “reader” advertise- 
ment they may skip it and miss your advertising message 
completely. 

5. Try as publicity first. Almost any message that lends 
itself to a reader advertisement will make good copy as a 
publicity release. Sending the copy to the newspaper as a 
release first may save money and still get the same mention 
for your office equipment business. 

For instance, the headline suggested for the new line of 
office equipment added to the store’s line could make a good 
local news story. Or, the idea of the business expert would 
be just as good as a regular business feature. Perhaps they 
would be better as publicity because your office appliance 
store would get the publicity without the stigma of the word 
“advertisement” above the copy....... and this wouldn't 
cost you anything. 


@ PROBLEM: An office equipment dealer writes: “I have 
been using direct mail advertising with a great deal of suc- 
cess. At least, I thought it was responsible for my increases in 
sales and service income. 

“Last week, however, I was checking up on some cus- 
tomers and I discovered that one customer got three post 
cards and several customers didn’t receive any. A check of 
the mailing list revealed that all customers were mailed a 
card and that one customer’s name did appear on the mail- 
ing list three times. 

“Can you give me an easy way to keep my mailing list 
up-to-date?” 


SOLUTION: A good mailing list is a definite business 
asset. Some office equipment dealers place a value of $1 a 
name on each potential customer’s name appearing on their 
mailing list—and they have figures to prove that this valua- 
tion is right. 

Here are a few suggestions that will help you weed out 
“dead” names and correct errors in addresses and spelling 
of your mailing list names: 

1. Check it regularly. In a month’s time, a mailing list 
that is 100% accurate will have depreciated to at least 98% 
and may go below that. People die, move, change their names 
and addresses, and go out of business. Regular checking is 
a must. 

2. Assign task to one person. When everyone in the office 
equipment store has the responsiblity of the mailing list, 
there are bound to be duplications... .. names that appear 
twice or three times. Then, too, when there is a change 
there is a tendency to “let George do it” and the name or 
address is not changed. 

3. Use directories. Telephone directories may provide 4 
good way for a quick check of most names on your mailing 
list. The mailing list will probably be arranged alphabetically 
and two people can cover a lot of territory by calling and 
checking the names against the directory. The telephone 
company is a good source of correct names because it 8 
very careful in correcting errors. 

4. Use Form 3547. Third and fourth-class mail provides an 
easy way to keep your mailing list up-to-date. Print th 
following on the lower left hand corner of the mailing piece: 
“Form 3547 Requested.” If the forwarding address is known, 
the post office will mail you the customer’s new address on 
Form 3547. (A charge of 2c is made for each of these forms 
returned.) 

5S. Ask your customers. Everyone likes to have his name 
speHed correctly and his mail addressed to the right place. 
Send a self-addressed postcard envelope or post card with 
a request that the customer correct any errors in his name 


and address. 
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LYON quality design is reflected in this 
new handle with beautifully contoured lines, 
finger-tip action and finished in durable chrome. 














ee! 
SHELVING 
AND BINS 




















DRAWER CASES 


OVER 1500 ITEMS 


for Business, 
Industry, 


Institutions 
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“LYON QUALITY DESIGN 


makes 


THE DIFFERENCE!” 


STEEL LOCKERS, for example. Look for the design 
features that pay off for years and years. Compare Lyon 
construction and you'll see how and why you get so 
much more in both durability and appearance. 

This same quality design makes the difference in every 
one of the more than 1500 standard Lyon items, a few of 
which are shown below. 


CALL YOUR LYON DEALER. He offers the world’s 
most diversified line of steel equipment. Equally im- 
portant, he can show you how to get the most for your 
money in terms of saved time and space. 

We can manufacture special items to your speci- 
fications. 


LYON METAL PRODUCTS, INC. 


General Offices: 228 Monroe Ave., Avrora, Ill. 
Factories in Avrora, Ill. and York, Pa. 
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EE “I told you | wanted ; 
TTT quality papyrus! 















































Back in 1357 B.C. a dealer had to stock a quality line of 
papyrus... if he wanted repeat business from Old King 
Tut. In 1957 modern dealers solve the same problem of 
keeping customers—with the customer-keeping quality 
of R-B Office Papers. 

Every R-B paper grade and every R-B product must 
meet rigid specifications for quality and value—to insure 
the kind of customer satisfaction that means reorder 
after reorder for you! 

R-B means REPEAT Business. Prove it yourself! 












Spotseald® Adding Ma- 
chine & Other Rol!s © Desk 
Blotters, Embossed & Plain ¢ 
File Folders, Manila * Note- 
books, Eye-Tint® & White 
Pads * Plain & Ruled *® 
Printed “COPY” Second 
Sheets * Bond & Sulphite 
Papers * Duplicating Papers 
* Mimeo Papers * Manifold 
Papers * Manila Second 
Sheets. 











Rockwell-Barn 


Catalog, price list and 


samples available to qualified 
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"She saves half the time... | 


Salionals de \uxe adding machine... 
Live keyboard’ with keytouch adjustable to each operator! 





Saves up to 50% hand motion — and 
effort! Never before have so many time- 
and-effort-saving features been placed 
on an adding machine. 

Every key operates the motor! So you 
can now forget the motor bar! No more 
back-and-forth hand motion from keys 
to motor bar. Think of the time and 
effort this saves. 

Keyboard is instantly adjustable to 
each operator’s touch! No wonder oper- 
ators are so enthusiastic about it. They 
do their work faster—with up to 50% 


less effort. New operating advantages, 
quietness, beauty. 

“Live KeysoarD” with Adjustable 
Keytouch plus 8 other time-saving 
features combined only on the National 
Adding Machine: Automatic Clear 
Signal . . . Subtractions in red . . . Auto- 
matic Credit Balance in red . . . Auto- 
matic space-up of tape when total 
prints . .. Large Answer Dials . . . Easy- 
touch Key Action . . . Full-Visible Key- 
board with Automatic Ciphers... 
Rugged-Duty Construction. 


THE NATIONAL CASH REGISTER COMPANY, parron 9, onto 
989 OFFICES IN 94 COUNTRIES 
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A National Adding Machine pays 
for itself with the time-and-effort 
it saves, then continues savings as 
yearly profit. One hour a day saved 
with this new National will, in the 
average office, repay 100% a year 
on the investment. Contact Day- 
ton Office, Adding Machine Divi- 
sion, now, for information about 
the complete adding machine line 
dealerships still available. 



















For the Important Men in Business 


A “LOST-SALE” Quiz 
Poor-loser Paul 





Copyright 1955 William G. Damroth & Co. 


“THE SULKING SHOEBILL’’ 





acts down-in-the-dumps after hearing he 


P oS 
Hy wold has lost an order. 


He loses sales because 


« e ‘ 
office ohnin a)... he finds fault with the prospect's ! 


choice of product. 





b) ... he expresses his disappointment to 
the prospect. 





, c)... he tries to win back the sale 
through pity. 


| ge ee a a ee 






EXECUTIVE POSTURE CHAIR 









Proudest office possession of top management | No one likes a poor loser, especially in selling. Even 
throughout American business...the MILWAUKEE if Paul felt badly after trying so hard to make the 
Executive Posture Chair...a triumph in custom sale (b), he should have kept his disappointment 
quality and healthful posture seating, unsurpassed to himself. 






for luxury and distinction...a gilt-edge investment 
in lifetime, fatigue-proof, individualized comfort 
and well-being. 

Write for complete details on the MILWAUKEE pe 
Executive Posture Chair—the largest-selling chances are you can begin right then and there lay- 
luxury chair in the office field. ing the ground work for the next order. Besides that, 


a lost sale should only be added incentive to do a 







If you have to lose a sale try to do it graciously; 







makers of fine chairs for over half a century 






more effective selling job next time. By keeping any 
disappointment to yourself you retain the prospect’s 
goodwill and that’s always the first step toward se- 






MILWAUKEE CHAIR COMPANY 


Milwaukee 45, Wisconsin 






curing future orders. 
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BARKLEY TAB 


FILING SUPPLIES 


‘ magnified 
for read-at-a-glance visibility F I _ E 
angled GUIDES 


to give full range, 90° visibility 


space saving Finest quality file guides of 25 pt. press v 





to conserve expensive filing space board with rod projections will stand up 
under years of constant use in active files 
urable Letter and Legal sizes stocked in sets of 25 


to take continual use in active files. to 3000 division A-Z, States; Months, Days 
(1-31) and blank inserts 





TABULATOR GUIDES 


Sturdy 25 pt. pressboard with the 
Barkley Tab. Sets of 25 to 3000 
divisions A-Z, days (18 1), Months 
and States. Guides for Vertical fil- 
ing too. 


CHECK FILE GUIDES 


A neat, efficient method of filing notes 
and checks. 4 x 9 guides s in 25 
A-Z divisions, Months and 1-31 (days). 


“™ 





THE FINDIT SYSTEM 


The most efficient filing system, 
suitable for any size business. Easy 
to install and simple to maintain. 
Contains Control Guides with 
Barkley Tab, Miscellaneous 
folders, individual folders for ac- 
counts and Barkley Tab Guides 
for large, active accounts. 

















Standard ith | 
Barkley Pab—reed?? 
bottom files from 
standing position. 


e emliindiiaiiO is, a. sal Ml it 











EXECUTIVE 
DESK SIDE 
FILE 
SET 






The simple way to keep papers in perfect order. 
Set contains 25 Redropo folders with Amber 
Barkley Plastic Tabs. 75 special printed and plain 
inserts permit tailoring of the file to suit each 
individual's particular needs, 


en Street ° Chicago 7, tttinois 









. 





highest quality sulphite stock for 
and durability. 


ie. 


SSS 
4S 


Of finest card stock. 300 line and 200 
line ruled and blank cards in a variety 
of colors. 3x5, 4x6 and 5x8 sizes. 
















CARD GUIDES—INDEXED 


A complete selection of card guide 
sets of Bristol and Pressboard in all 
standard sizes. Includes sets of A-Z 
index with from 25 to 3000 div., 
Days, Months, and States, 





a FILE FOLDER for every purpose 


Over 200 different file folders to choose from — 
single top, double top and system folders of 
strength 












ASK FoR BARKLEY 


and get the BEST 
in Filing Supplies 








daca 








TABULATOR 
CARD GUIDES 


A complete assortment of top 
quality Bristol and Pressboard 
Tabulator Card Guides for all * 
applications. Blank guides fo 
vertical filing also carried. 


| 















colors. 


with colored border. 





(ce, t, mertieyic. ‘i 
15" fe, tosscroen c'., Gieago 


PRESSBOARD FILE FOLDERS 


Heavy pressboard file folders with strong 
expansion “W” shaped cloth gusset to hol 
great bulk of file matter. Self Tab, Metal } 
or Barkley Tab. 


Cc. L. BARKLEY & CO. e 1220 W. Van Buren Street « Chicago 7, I 


Gummed Folder Labels 


——p, 





J “1. ALLIED TIRE COMPANY 


\ 





Ne 


Perforated and typewriter spaced 
in pads of 500, your choice of § 


Colored labels 


a 


or white 

























VERTICAL FILE GUIDES 


Pressboard and Manila File Guides with 
25 to 3000 A-Z div., also Days, Months 
and States, All popular sizes. 











FILE FOLDER SETS 


High grade 


REPORT FOLDERS 


Spanish Grain Leazh- 
erette report folders 
with embossed border 
and panel available in 
8 colors. Universal fas- 


tener for 2 
punching. 


Leatherette 


or 3 hole 






for 
durability. A-Z set with 25 div., Days, 
and Months — each in a different colot. 


greatef 
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Appointments _—_.._ 


Takes Marchant Latin American Post 


Robert R. Everett has been advanced to 
the position of sales promotion manager 
for Latin America in the export de- 
partment of Marchant Calculators, Inc 
Mr. Everett was previously a salesman 
in the San Francisco district office. He 
is fluent in both Spanish and Portugese 
and has had business experience in 
several Latin American cities 





Albert E. Farr, merchandise manager of 


the National Blank Book Co., since 
1932, has been appointed to the newly- 
created position of sales manager of 
house acc The position was cre- 
ated as a result of National’s expanding 
large special orders, government, chain 
and meta! accounts 


Woman fo Represent Meilink 


Mrs. Lee G. Day has teen appointed as 
the first woman monufacturers’ repre- 
sentative for Meilink Steel Safe Co 
Her territory will include the states of 
Kansas and Missouri. Her office is lo- 
cated at 5920 Nall Ave., Room 309, 
Mission, Kan 





Robert H. De Jong recently joined the 


ales staff of the National Blank Book 
Co. and t ver a territory in the Chi- 
cago West vision on Dec. 1. He will 


travel in Nebraska, North and South 
Dakota and Minnesota, except for St 


Paul and Minneapolis 





To Manage AICO’s West Coast Plant 


Irv Tucker, formerly customer service 
section manager in the Chicago plant, 
has been named regional west coast 
manager of the new G. J. Aigner Co. 
plant in Oxnard, Calif. Mr. Tucker will 
be in complete charge of the new plant 
which will operate as a full unit in it- 
self. He has 10 years of service with the 
firm 





Represents Autopoint in South 


Earl R. Otta of Dallas, Tex., has joined 
Autopoint Co. as representative of this 
division of Cory Corp. in Texas, Okla- 
homa, Arkansas, Louisiana, Mississippi 
and western Tennessee. Mr. Otta has 
spent 10 years in the office supply and 
equipment business 
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JUMBO 


Specially designed for the dry cleaning and 
laundry trade, Royal Register’s new and ex- 
clusive continuous register form with JUMBO 
NUMBERS makes it ever so easy to identify 
garments. 








ROYAL'S 
JUMBO 
NUMBERS 
ARE 

EASY 

TO READ 
- EVEN AT 
15 FEET 





For more sales and profits, why not be the 
first to introduce this great new form to the 
cleaning and laundry trade in your area? 
Your customers and prospects will love the 
convenience of the Royal Register contin- 
uous form system which avoids old-fashioned 
padded forms — gains speed and control over 
all hand-written records. Write today to 
Royal Register for complete specifications .. . 
price lists . . . and 
don’t forget that 
Royal sells only 
through estab- 
lished dealers. 










BETTENDORF 
IOWA 


YOU CAN COUNT ON 


NASHUA 
NEW HAMPSHIRE 
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Scotch Mill Leathers can be supplied 
on any Gunlocke upholstered chair. 


638R 


Copr. 1957 by 


.H.GUNLOCKE CHAIR COMPANY 


WAYLAND. NEW YORK 


Petal-soft and pleasing to the touch, 
it has—at the same time—a firm 
tannage. Only the top of the hide is 
ever used for Scotch Mill Leather. 
Available in a complete range of 
new Contemporary decorator colors 
and matching fabrics. Samples soon 
to be available to Gunlocke Dealers. 
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Always a jump ahead... 






Cellophane Tape 


Clean - Cosy Te Use fronemnel 







rw Pr 


Only “SCOTCH” Cellophane 
Tape gives you the 
unique AIR CUSHION 
CORE... Look for it! 


g 






hane Tape Reorg, 
ri 


Tats 
Cellophane Tap 
e 


ff sae Nat 


celloP 










This distinctive corrugated 
core on commercial rolls of 
“SCOTCH” Brand tape is important 
to you. It keeps your tape in top condition for easy 
unwind, prevents bothersome ‘‘telescoping”’ 

and resultant waste of tape. 

The AIR CUSHION CORE is another exclusive 


quality feature of 


Reg. U. S. Pat. Off. 


COTCH Cellophane Tape 





BRAND 
encouets On 
The term “‘Scotcn” is a registered trademark of Minnesota Mining and Manufacturing Company, St. Paul 6, Minn. Export Sales E> 
Office: 99 Park Ave., New York 16, N. Y. In Canada: P.O. Box 757, London, Ontario. "€seanc™ 
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can 


Satisty 
your 


customers’ 


multiple 

mailing 

needs 
with 
the 


Dennison 


Line of 


Addressing 


Labels 


For complete information 


write: 


Framingham, Massachusetts § 
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William E. Ward and 
John W. Burns have 
been appointed sales 
representatives for 
the Joseph Dixon 
Crucible Co. Mr. 
Ward, who resides 
ot Depew, N. Y., 
serves upper New 
York State. Mr. 


George E. White Joins Autopoint 


George E. White of Denver has joined 
the selling organization of Autopoint 
Co., division of Cory Corp. Mr. White is 
taking over as Autopoint retail repre- 
sentative in Colorado, New Mexico, 
Utah, El Paso Co. (Texas) and Wyoming. 
He has previously operated his own firm 
and served as a manufacturers’ repre- 
sentative in the midwestern states. 





Burns, who is head- 
quartering in Seattle, 
represents Dixon in 


the Pacific Northwest. Both men have had previous experi- 
ence in the stationery field. 


Kabernagle Named Head of Dealer Sales 





Edwin Kabernagle has been appointed 
manager of dealer sales for the Safe & 
Equipment Wholesalers, 260 S. Fifth St., 
Philadelphia, Pa., distributors for Meilink 
steel safes and Hercules insulated files. 
Mr. Kabernagle, who has had wide ex- 
perience in the safe and equipment field, 
will cover an area including all office 
equipment dealers in eastern Pennsyl- 
vania, southern New Jersey, Delaware 
and Maryland. 


Pacific Sales Manager for Columbia 


M, B. ““Red’’ Moore was appointed sales 
manager of Columbia Ribbon & Carbon 


Pacific, Inc., Duarte, Calif., a wholly 
owned subsidiary of Columbia Ribbon & 
Carbon Mfg. Co., Inc., according to a 
recent announcement. Mr. Moore began 
his career with Columbia in 1928 as a 
sales representative, and after complet- 
ing a 20-year assignment with the U.S. 
Navy he rejoined Columbia in 1947 
as a salesman in Sacramento. Since 
1956 he has been assistant to the vice- 
president in charge of sales, John D. 


Edwards. 


Schoen to Represent Moore Push-Pin 





Fred Schoen, Libertyville, Ill., is now 
representing the Moore Push-Pin Co. in 
the states of Illinois, Indiana, lowa, 
Kansas, Michigan, Minnesota, Missouri, 
Nebraska, Ohio and Wisconsin. Mr. 
Schoen formerly represented the Eagle 
Pencil Co. and Sanford Ink Co., and 
he is well known in the area. 
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| Write us 





at once This new, improved Price List covers the 
F a : biggest and most complete line ever made 
Talolideka ng - —your sure source of supply of high quality 
at attractive prices as always before. 

how many About 6000 items represent a wide variety of 
grades and styles for every purpose and enable 

Tate) Lists - you to meet any price competition. 
We work in wood, steel, fibre board, corrugated board, 
you need I pressboard, card, folder and paper stocks and everything 


is made exclusively by us. 


The fifty year policy of one price and one discount 
to all has proved to pay good dividends and is also 
proven by the class of successful commercial sta- 
tioners increasingly active in the sale of Weis 


Rey products. The new Price List certainly will be a 
lowa, good means to boost again your sales and 
souri, profits in 1957. 

Mr 

Eagle 

and | 


The Weis Manufacturing Company, Monroe, Mich. 
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. about today’s ERASERS and 
ERASER SELLING 


for you and 
your sales force 
















NO. 930 
ENSEMBLE 


You'll sell MORE erasers just as 
soon as you appraise them in relation 
to pens, pencils, typewriters and other 
business machines — and in the light of 
today’s tremendous volume of paperwork 

in business, industry, schools 

and colleges. 

A good eraser must not only clean 

writing impressions and the papers on ’ ff roe j 
which they are written, but also itself! yo 333 wey J 
Rubber quality and textures must NDIA - =f 

be best — and best suited fora Pf / 
wide variety of erasing ay 
requirements. 

These are the reasons why you 
should send for, read, and profit from 
this new full color catalog on 
Weldon Roberts Erasers, World’s 
Standard for quality, versatility 

and volume sales. WHITE FOR 
YOUR COPY TODAY! 


NO. 2020 
MASTER 
PINK 


NO.1010 
HEXO 
CLEANER 





WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue, Newark 7, N. J. 








World's Foremost 


Eraser Specialists 


NO.138 
BALL POINT 






~ NO. 825 
JET 
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Do Your Newspaper Ads 
Meet Effectiveness Test ? 


by VICTOR N. VETROMILE 
(Formerly advertising manager of several New England news- 


papers). 


@ THE PURPOSE of all retail advertising is, of course, to 
sell merchandise and thereby transact as much business as 
possible every day on the operating overhead of the store 
which is a fixed charge against profits, whether the cash 
registers ring up 30 sales or 300 sales. 

The profitability of an office appliance dealer’s advertising 
depends, however, upon several other things apart from the 
timeliness or seasonableness of the advertised merchandise. 

What value the office appliance advertiser will receive in 
exchange for his advertising expenditures depends chiefly 
upon: (1) the selling potency of the advertisement itself and 
(2) the advertising value of the newspaper or other medium 
in which the advertisement is published. 

While both considerations are fundamental in determining 
the effectiveness of any piece of advertising matter, the ad- 
vertisement itself, I have always maintained, is prerequisite 
for profitability. 

My conviction with regard to this is rooted in the incon- 
trovertible fact that if the fellow who writes the advertise- 
ment is not adept in employment of devices for focusing the 
public eye on his advertising, or lacks the skill required to 
write desire-creating copy that fairly bristles with selling 
vigor, then the advertiser can not obtain maximum value no 
matter when or where the advertisement is published. 


Which Is Most Important? 

There has always been argument in the advertising pro- 
fession as to whether copy or medium was the more important, 
but I hold steadfastly to the contention that the skill or talent 
of the practitioner can be judged by only one dependable 
criterion—the caliber of advertising copy that he can create. 

According to my experience, I would expect better re- 
sults from an expertly written and expertly illustrated ad- 
vertisement in a newspaper of 50,000 circulation than from 
non-professional copy in a newspaper of 75 or 100,000 circu- 
lation. 

Even if more persons saw the copy in the larger newspaper, 
what would that avail the advertiser if the advertisement 
lacked the power to induce inquiries or orders? 

Worse still, since the circulation always determines the ad- 
vertising rate, an advertiser’s loss from weak or worthless 
advertising copy would be increased in the larger medium 
because two negative factors would be working against the ad- 
vertiser’s chance for profitable returns—the inferior copy and 
the higher advertising rate. 

Of course, the suitability of the medium has a fundamental 
influence on the profitability of all kinds of advertising; I'm 
not counterarguing that. Media can be selected dependably, 
nowadays, on the basis of statistical information that is usually 
amply certified for the guidance and protection of the adver- 
tiser. But, expertly written advertisements can not be ob- 
tained from a slot machine. 


Find Best Combination 

The best combination for profitable advertising, therefore, 
is advertising talent implemented by a medium that has a 
sufficient volume of reasonably certain “fertile” circulation— 
that is, circulation among persons or firms having need for 
the office appliance dealer’s merchandise. 

“Fertile” circulation means also a circulation known to 
contain ample reader buying power possessed by a medium 
that has earned a reputation for reader responsiveness to the 
advertising that it carries. 

But there is still another important factor affecting the 
profitability of the stationer and office machine dealer’s news- 
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—to faster, easter, cleaner stencil cutting 


NEW SURE-RITE ALL-PURPOSE BROWN FILM STENCIL 


AT LAST — The one stencil that meets all 
of your demands...the one stencil that really lives 
up to the definition of an ALL PURPOSE 
STENCIL! 

The new Sure-Rite Brown Stencil incor- 
porates the qualities of toughness and softness 
and absolute freedom from static. 

Use this amazing new stencil for water or 
oil base inks and emulsion type inks, for a regular 
stencil or a mechanical negative. Ideal for stylus 
work, it is soft and will reproduce the most 


delicate lines, and it is tough so that it will not 
tear under the hardest pressure. It will stand long 
runs or repeated runs. It is made in all machine 
sizes and for all standard American and foreign 
machine models. 

Truthfully, the new Sure-Rite Brown Film 
Stencil is the one ALL PURPOSE you can buy 
without sacrificing one of the qualities you need 
for faster, easier, cleaner stencil cutting — for 
longer, sharper runs. 

Write for a FREE SAMPLE, today! 


DEALERS: Cash in on the complete Sure-Rite line. Find out about the Sure-Rite Dealer Profit 
Plan, today—the magic carpet to more sales and profits! 


American Stencil Mfg. Co. 


2714 Walnut Street 


ALWAY 
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Denver, Colorado 


N THE EAST, CALL TRU-RITE, INC., 116 LAFAYETTE ST 


NEW YORK, N.Y. 











Moselle Taylor Meals 
announces the 


alladi 


Group 






A Robin Robinson De sign 


Another achievement of Taylor inspiration 
and freedom in creative design. Impelling features: back hand- 
caned by Society for the Blind; ingenious back hinges with 
cushioned action; sculptured arm rests; air-borne lightness 
and ease of movement; snap-on, foam rubber back pad optional. 
Scaled to modern office requirements. 


" ayo CHAIR COMPANY 


BEDFORD, OHIO 
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paper advertising—visibility. In other words, when the space 
used is less than a half page, the advertisement needs the 
help of every practicable device of typography and illustration 
to insure its effective display against other ads and the read- 
ing matter that is competing for the reader’s attention. 

Even the comparatively small ad has, fortunately, a good 
prospect for being profitable if the copy carries a catchy 
headline, reinforced with an illustration proportionate to the 
space occupied, and has congruent reading matter above it, 
below it, or alongside it. 

Even when all these things are as they should be, if the 
dealer expects to “cash in” on his advertisements, he must 
make sure in advance that the store itself backs up the im- 
pressions and representations made by the ad writer. Failing 
in this, the advertisement will not have maximum effective- 
ness for stimulating directly traceable sales. 

The point I am making is simply that so-called “catchy” 
advertising might beckon prospective buyers to the street and 
number of the store, BUT the traditional first impression 
could cause these prospective buyers to turn about and go 
into some competitive outlet across the street. This can happen 
if the first impressions of the advertised business did not 
sustain the expectations that had been built up by the 
advertising. 

Bragging Is Unnecessary 

There is no bragging in good retail advertising copy; neither 
is there any knocking of competitors. It is well to rensember 
the saying: “Confidence can lift you up; conceit can trip you 
up.” Sincerity and truthfulness are the foundation of public 
confidence in every kind of retail advertising. 

Office appliance stores that are capably advertised usually 
enjoy a larger annual dollar volume of turn-over, and in addi- 
tion to the large book accounts of business firms and corpora- 
tions, they usually transact more of the relatively small 
cash-over-the-counter business too. 

The basic importance of skillful advertising derives from 
the fact that a sluggish rate of stock turn reduces the net 
profit obtainable from each thousand dollars invested in in- 
ventory. 

One of the strongest reasons for advertising continually in 
whatever medium has been proved most profitable is that 
competitive mercantile advertising is not addressed to a static 
audience assembled in some auditorium, but rather to the 
passing parade of the whole business life of the maximum 
trade-drawing radius and delivery area of the store. 

The right kind of advertising can increase business in any 
growing territory where the potentialities for the sale of busi- 
ness-efficiency appliances are on the increase. 

Advertising does not, however, consummate the sale of 
mechanical installations that run into large sums of money. 
Displays, demonstrations, and good salesmanship must rein- 
force the advertising. 





Cushman & Denison Denies Patent Infringement 

An action for patent infringement has been filed against 
Cushman & Denison Manufacturing Company seeking dam- 
ages of $1,000,000. The company manufactures the Flo- 
Master felt tip pens and inks and has recently announced 
addition of felt tip Cado-Marker. 

The suit has been brought by Speedry Products, Inc., 
charging infringement of their Rosenthal patent No. 2,416,- 
596, apparently because of the introduction of the newly- 
developed Cado-Marker. 

David L. Parke, president of Cushman & Denison Manu- 
facturing Company, stated that some time ago in connection 
with the development of the Cado-Marker a careful study was 
made of the Rosenthal patent through patent attorneys 
Pennie, Edmonds, Morton, Barrows & Taylor of New York. 
It was their conclusion that the manufacture and sale of 
Cushman & Denison’s Cado-Marker would not be an in- 
fringement of that patent. 

Accordingly, Mr. Parke stated that Cushman & Denison 
was firmly convinced that Cado-Marker pens do not infringe 
the Rosenthal patent and that the company was requesting 
the Federal Court in New York to declare this patent invalid 
and not infringed. 


OA—2/57 











OF 





pace 
the 
ition 


ead- 


700d 
tchy 
the 
sc 


the 
nust 

im 
iling 
tive 


cny 
and 
SiON 
1 go 
ppen 
not 
the 


sary 
ither 
nber 

you 
ublic 


tally 
addi 

OTa- 
mall 


irom 
net 
1 In- 


ly in 
that 
tatic 
the 
mum 


any 
busi 


e ol 
ney 
rein- 


t 


ainst 
dam- 

Flo- 
inced 


Inc., 
416,- 
-wly- 


Lanu- 
ction 

was 
meys 
Y ork 
e ol 


) mM 


nison 
ringe 
sting 
valid 


/57 


























ABOUT YOUR FILING EQUIPMENT 












No. 9-18 Lockerette—Capacity: 18 
coats on hangers, 18 hat spaces, 
18 individual lock béxes and 
overshoe shelf. Length 9 ft. 


FEN ME 
Lock eretie 


Easy to sell because Lockerettes combine the best 
features of both wardrobe racks and lockers—keep 
wraps out in the open, aired, dry and in press; 
p ovide individual 12” x 12” x 15” lock boxes for 
personal effects. Easy to sell too because they carry 
the nationally advertised, universally recognized 
quality trade mark—“Office Valet” 


No. 6-12 Lockerette. Ac- 
commodates 12 people 
on 60” x 1'3” floor 
space. 





(Right) These compact, 
efficient units fit in 
anywhere. Solve the 
umbrella problem 
Two capacities: 16 or 
24. 


4 


Write for Catalog Sheets, Dealer Sales Helps, OL-3 
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VOGEL-PETERSON CO. 


1127 West 37th Street + Chicago 9, Illinois 


G. J. Aigner 





Continued from page 105 


verein, a German gymnastic society that held tournaments 
whenever and wherever possible. Aigner, the index tab stamper, 
was one of their shot putters and horizontal bar specialists. 
It's interesting to note the relationship of “first orders” from 
stationers in the cities of Denver, Milwaukee, St. Louis, South 
Bend and Detroit after their “Olympic meets” were held in 
these places! 

The other activity that brought this index maker into con- 
tact with the customers of other states was the formation of 
the International Lions Clubs, of which George J. Aigner is 
a charter member. He was a member of the Chicago Business 
Circle which did the consolidating and incorporating of the 
group and which received the first charter from the state of 
Illinois. Whenever the Lions met in St. Paul, Grand Rapids, 
Cleveland or Cincinnati for international conventions, Lion 
Aigner would “roar” a littl—and then call on the dealers 
and graphic arts customers in town. 

Between his “roaring” and his “turning,” the index gold 
stamper manager to combine business with pleasure, ever mind- 
ful of the phrase, “when business interferes with pleasure, quit 
business.” He gave it lip service, but did the exact opposite 
by just working longer hours into the night. Many weeks 
during the first years he never saw his family except on 
weekends. But the business grew as fast as the family. 


Second Period of Growth 

The second period of AICO growth from 1919 through 
1928 was identified most closely with celluloid tabs and the 
commercially used indexes which had started appearing in 
industrial catalogs and sales manuals. 

Another move was indicated due to increased business, 
and 521 W. Monroe St. in Chicago became headquarters of 
G. J. Aigner & Company. Employees hired at this time are 
still working for the present company, having survived disas- 
ter, crashes, depressions and wars. Edward Marquardt, gold- 
stamper, and Herbert Thorfeldt, sales estimator, can recall 
the developments of those days. Toward the end of 1927 the 
company incorporated and Wilbur D. Comstock—now de- 
ceased—came in as treasurer of the G. J. Aigner Company. 

About this time, a nephew, J. George Aigner, had proved 
his production ability and was in charge of the shop. Much 
of the production improvement and cost reduction which 
helped to meet the depression conditions and keep the firm 
afloat, were due to his ingenuity. Years later, in 1946, when 
he set up the Aigner Index Company of New York in partner- 
ship with G. J. Aigner, this experience and knowledge proved 
to be a big factor in establishing the first outpost operation 
of the AICO index family. 

Came the lean depression years and the Aigner Company 
went back to binding books, or anything, to keep alive. It even 
converted tabs into indexes and tried to sell them as “stock 
indexes.” The bindery grew into a desk pad and accessory 
department. This really recovered selling with samples and 
calling on the dealers. 

With the help of John Gilbert, editor of OFFICE APPLI- 
ANCES, a salesman named Elmer Krumwiede was secured. 
He was young, energetic, dynamic and ambitious. He sold. 
The next catalog edited by William Dalton and covering a few 
miscellaneous indexing items really pushed the desk pads. And 
so did Elmer. The insertable index tabbing, a new Aigner de- 
velopment, caught Elmer’s fancy, and he literally covered the 
country with it. 


Other Items Added to Line 
In 1937 other items were added to the line, including many 
acetate products like sheet productors. Al Aigner, after five 
years of working his way through college by learning the 
business in the shop, retail store or selling in the field, came 
along to strengthen the sales territories south and west. 
World War II brought many pfoblems, but “The Chief” 
had G. J. Aigner Company ready. Production and sales sky- 
rocketed; deliveries were often slow but no one could be 
blamed. 
In the aftermath of the war with its necessary readjustments 
the desk pad operation was sold to Elmer Krumwiede and 
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It is often said that “good things 


come in pairs’. That's true of these 
new chairs featuring the charac 
teristic Sikes well-groomed Look of 
Leadership. The executive posture 
chair has all the advantages of Sikes 
all-day working comfort’, including 
the patented ‘‘Fixed-Floating” seat and 
exclusive reverse spring action. Both 
are in selected Solid Walnut with a 
wide variety of fabrics and 60 colors 
of genuine top-grain leather... 
Quality Chairs that look the Part. 


The Sikes Co., Inc. 
20 Churchill St Buffalo 7, N. Y. 
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Customers Prefer BP Ctandard 
Visible Record Cheete 
Becauce... 








Customers call for Boorum & Pease Visible Record Sheets because they’re 
made of durable rag-content ledger papers, then strongly reinforced with 
a thin layer of brass. 












B & P No-Tear Sheets are so rugged and tough they’re unexcelled for permanent records 


and records given long, hard wear. 


Easy to use, too! The thin brass reinforcement on the four upper and four lower holes 


does not bulk up the binding edges appreciably. Sheets ride the prongs more freely. 


It will pay you to stock, feature and display B & P No-Tear Visible Record 
Sheets. Visible Sheets also available without the brass reinforcement. 
Contact your B & P representative now. He’ll be glad to 
show you the complete line of B & P Visible 

Record Equipment. 


Boorum & Pease 


General Offices: 84 Hudson Ave., Brooklyn 1, N. Y. + Boston 10: 80 Summer 


Street + St. Louis 2: 115 So. 8th Street + Chicago 7: 310 W. Polk Street Over 114 years of leadership in 


as 





New York City Salesroom: 349 Broadway, New York 13 + Chicago Sales- record-keeping forms and devices. 


room: 1519 Merchandise Mart Plaza, Chicago 54. 
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Is this YOUR 


With that look on his face, it’s a good bet he didn’t get what 
he came in for. 

He's like most people—wants a lot for his money. He 
represents the big percentage of office equipment buyers, 
so you may as well get used to him. 

We're talking about the “budget buyer’’—the little guy 
who wants to buy line merchandise at prices he can afford. 

This customer is a natural prospect for WESCO, the eco- 
nomically priced, matching line of desks and files with a 


WESCO—The Stamp of Quality in Office Equipment! 
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customer ? 


world of model selectivity within the line. With WESCO, 
you'll sell those budget customers because you can offer 
continuity of design in his office layout as well as utility and 
quality. All at economy prices! 

Turn your customer's look from one of perplexity and 
frustration into a smile of gratification. 

Sell satisfaction: Sell WESCO. 

Builders of Fashionaire and Economaire desks—suspen- 
sion and non-suspension files—Add-a-Files. 


WESTERN MFG. Co 
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MANUFACTURING COMPANY 


AURORA . ILLINOTUS 
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THE WARSHAW MANUFACTURING CO.. 


1 MAIN STREET BROOKLYN 
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the name was changed to Chicago Desk Pad Company. 

After the war, Al Aigner, executive vice-president, developed 
a management team that has successfully backed up G. J. 
Aigner in recent years. 

C. W. Clemen became sales promotion, advertising and 
finally sales manager. 

Bill Silberstorf, the man with a canny knack of quickly 
analyzing figures, came in as comptroller. He later rose to as- 
sistant treasurer. 

These two plus an execellent research and engineering man 
and a fine production superintendant, started the ball rolling 
toward more and better index production. “G. J.” saw that he 
couldn’t grow both ways at once, so in 1953 the acetate divi- 
sion was also sold to Chicago Desk Pad. 

Among the innovations recently introduced has been the 
conversion of all insertable tax and indexes to typewriter spac- 
ing. This allowed preparation of inserts on standard type- 
writers without the necessity of “soft rolling” each insert into 
place. 

This innovation almost automatically put the Aigner Com- 
pany into the file-guide business, presently its fastest growing 
product. 

Such leadership in pioneering new ideas and concepts in the 
indexing field has resulted in phenomenal dealer and con- 
sumer acceptance of AICO producis in recent years. To better 
satisfy this demand, last year a manufacturing plant was 
established in Rochelle, Ill.; and now another is being built in 
Oxnard, Calif. 

After 47 years in the stationery industry as a manufacturer, 
“The Chief,” George J. Aigner, claims that he is happiest when 
he recalls the many fine people he has met and known through- 
out the stationery trade. He genuinely loves to travel about the 
country, stopping several times a day to visit with dealers. His 
cups of coffee and the doughnuts passed out at NSOEA con- 
ventions (since 1942) are a sure sign that he’s really interested 
in the friends of AICO. 

Whatever generation he meets—the founders, their sons 
or their grandsons—they always know the gold stamper, G. J. 
Aigner, as the man who makes “gold impressions.” 





Clary to Open Major Plant in Arkansas 

Plans of Clary Corp., to open another major factory were 
announced by Hugh L. Clary, president, who said the new 
plant will be located at Searcy, Ark. 

Under the expansion program, production lines for add- 
ing machines and cash registers will be transferred from the 
San Gabriel plant to Searcy, where a factory for initial pro- 
duction will be ready in May. Searcy, 50 miles northeast of 
Little Rock, Ark., is in a rapidly developing industrial region 
of the Southwest. 

Moving of production lines will be done gradually so that 
there will be no dislocation of the Clary work force, it was 
announced. 

Decision to establish the new factory is in line with modern 
industrial practices of decentralization and unit factory op- 
erations and will result in more plant capacity needed at 
San Gabriel for new production, Clary pointed out. 

In addition to the manufacture of new products, the San 
Gabriel headquarters, which will operate at full capacity, 
will be devoted to administration, engineering, tooling, ac- 
counting and sales of the rapidly expanding Clary organiza- 
tion. The company recently opened a plant in Toronto, Can- 
ada, and is preparing to establish a factory in West Germany 
to supply its European distributors. 

The Searcy plant will be about one-third the size of the 
San Gabriel factory and will incorporate modern production 
facilities for adding machines and cash registers. It will be 
leased and will not involve any capital outlay by the com- 
pany. 


Booklet on Hiring Still Available 

Howard G. Martin of Martin Publishing Company, Box 
481, La Mesa, Calif., advises OFFICE APPLIANCES that 
he has additional copies of a booklet, “How to Hire Office 
Personnel.” Free copies will be sent to readers of this maga- 
zine if requests are made on company letterhead and the offi- 
cial position of the person who is to receive the booklet stated. 
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Cell more 
with this tected 
krHen contest 


Prizes for Users! 


Companion 


Dealer Salesmen’s Contest! 


“NAME THE KITTEN’ CONTEST 


(FEBRUARY 21 TO 


SELLS CARTER'S NEW ELECTRIC LINE FOR YOU 


NATIONALLY 
ADVERTISED IN LIFE! 


This Contest will get Action! There are 
50 Consumer Prizes — 


@ West Indies 8-day Trip for Two 
@ 6 Portable G-E TV Sets 
@ 43 Other Prizes 


LIFE advertising starts February 25, 
continues in March 25 issue... and 
Carter’s hits again with Contest ads 
in The Office and Modern Office 
Procedures in March and April! 


For complete details, 
write today! 


WV), 


APRIL 22 


TESTED 
TIE-IN PLAN FOR YOU! 


We've tested this Consumer Contest in 
a leading Eastern City and know... 


@ it produces good leads from 
companies that use Electric Type- 
writers. 


@ these leads can run into worth- 
while sales and new customers 
for you. 


But .. . of course, your success depends 
on your effective use of point-of-sale 
material, and Consumer entry blanks 
we provide — FREE — and in the en- 
thusiasm with which your salesmen 
follow the leads from Life, The Office 
and Modern Office Procedures. 






CARTERS: 





Since 1858 speciolists in Fine products for Office, School, Home ond Industr,: 
Carbon Papers; Typewriter Ribbons; Adhesives; Stamp Pads and Inks; Duplicator Supplies; 
Writing, Drawing and indelible Inks; Eradicators; Artist Colors; Marking Devices and Inks. 


THE CARTER'S INK COMPANY, CAMBRIDGE 42, MASSACHUSETTS 
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FOR CONSUMERS 





COMPANION CONTEST 
FOR 
YOUR SALESMEN TOO! 


There are 26 prizes for the top 26 
dealer-salesmen who sell or demon- 
strate one or more items in Carter's 
Electric Line to the greatest number of 
different companies, company divisions, 
offices, firms or institutions in the U. S., 
Alaska and Hawaii. 


@ West indies 8-Day Trip for Two 
@ 25 Fine 1957 G-E Table Radios 


Your Carter salesman will supply you 
with complete Contest rules and Certi- 
fied Call Forms for your salesmen. 
Closing date (May 22, 1957) is one 
month after Consumer Contest. You 
make profitable sales. Your salesmen 
can win prizes ... PROVIDED you tie-in 
with this important promotion! 


Carter's “Electric Line” is 
the first complete line of 
carbons and ribbens spe- 
cifically designed for all 
leading makes of electric 
typewriters. 
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...sure must sell a lot of 


those KIL-KLATTER pads! 














A peek at dealers’ sales records will con- 
vince you that Kil-Klatter typewriter 
pads are fast-moving, profitable additions 
to any office supply line. 


It’s easy to get new business for Kil-Klatter. 
An aggressive sales aid program including 
newspaper mats, counter easels, envelope 
stuffers and catalog cuts will go right to 
work for you. 





Made from nationally famous 


OZITE .. . all-hair felt 


Once offices use Kil-Klatter pads, you'll find they re- 
order for their new typewriters. They like Kil-Klatter’s 
shock-absorbing, sound deadening features. They like 
the way it holds machines from slipping. 


@ Don’t be on the outside looking in! Order 
your supply of Kil-Klatter pads and sales 
aids today, You'll sell ‘em quickly. 


KIL-RIATIER 


+ VOA BAAR ON 


SCIENTIFIC TYPEWRITER PAD 





AMERICAN HAIR & FELT COMPANY 


Merchandise Mart * Chicago 54, Illinois 
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Dates to Remember 
1957 CONVENTIONS 


March 4-7—Wholesale Stationers Ass'n. of U.S.A. merchan- 
dise exhibit, New York Trade Show Building, New York, N.Y. 
March 7-8—Wholesale Stationers Ass'n. of U.S.A. annual 
convention, Commodore Hotel, New York, N.Y. Donald S. 
Frey, secretary-treasurer, 1609 Sherman Ave., Evanston, IIl. 
March 11-14. Office Management Association of Chicago ex- 
hibit. Conrad Hilton Hotel. George A. Roubik, 105 W. Madi- 
son St., Chicago 2. 

March 27-31. National Office Furniture Ass’n. Jung Hotel and 
Municipal Auditorium, New Orleans, La. John R. Gray, ex- 
ecutive director, 327 S. LaSalle St., Chicago 4, IIl. 

April 23-26. National Association of College Stores, Sherman 
Hotel. Russell Reynolds, general manager, 33 W. College St., 
Oberlin, Ohio. 

May 12-16. National Office Management Ass’n. convention 
and exhibit, Los Angeles, Calif. 

May 18-20. Offureps Club of New York second New York 
Office Furniture Trade Show, New York Trade Show Building. 
Offureps Club of New York, 229 Madison Ave., New York 
17, N.Y. 

June 2-5. Stationery & Office Equipment Guild of Canada, 
Inc.; at Edmonton, Alta., Canada. Fred Smart, secretary man- 
ager, Room 1029, 159 Bay St., Toronto 1, Canada. 

June 30-July 3. National Office Machine Dealers Ass'n. Wil- 
liam Penn Hotel, Pittsburgh, Pa. Harold W. Mann, executive 
secretary, 1542 Hillhurst Ave., Los Angeles 27, Calif. 
September 28-October 2. National Stationery & Office Equip- 
ment Ass’n. Conrad Hilton Hotel, Chicago. Paul E. Burbank, 
executive vice-president, 740 Investment Bldg., Washington 5, 
D.C. 

October 28-November 1. National Business Show. New York 
Coliseum, New York City. 





REGIONAL DATES 


Region 

9 Shamrock Hotel, Houston, Tex. April 8, 9 

5 Hotel Cleveland, Cleveland, Ohio April 11, 12, 13 
4 The Vinoy Park Hotel, St. Petersburg, Fla. 

April 25, 26, 27 


8 Chase Hotel, St. Louis, Mo. April 29, 30 

6 Faust Hotel, Rockford, Ill. May 6, 7 

10 Hotel Ben Lomond, Ogden, Utah May 10, 11 
14 Lafayette Hotel, Long Beach, Calif. May 13, 14 
11 Hotel Winthrop, Tacoma, Wash. May 20, 21 
12 Hotel Awahnee, Yosemite, Calif. May 27, 28 
7 Hotel Savery, Des Moines, Iowa June 3, 4 

13 Grossinger Country Club, Ferndale, N. Y. — June 10, 11 
2 Hotel Sagamore, Lake George, Bolton Landing, N. Y. — 

June 14, 15 

1 Hotel Griswold, Groton, Conn. June 27, 28, 29 

3 Claridge Hotel, Atlantic City, N. J. July 1, 2 





New Store Opens in Norton, Kans. 

A new office supply business; A & M Office Supply, 
Norton, Kans., has been established by Sam Manning and 
Elmer Arnett. The firm is located in space formerly oc- 
cupied by a branch of the Northwestern Typewriter Com- 
pany, Hays, Kans. 

A complete line of office supplies, machines and related 
items is handled by the new firm. The Wilson Jones line is 
featured. A & M Office Supply will serve a four or five 
county area. 

Mr. Manning (with Mrs. Manning) is the owner of the Cot- 
tage Style Shop and has been employed as a salesman for the 
Hays office supply firm the past two years. 

Mr. Arnett (with Mrs. Arnett) owns and operates the Arnett 
Company, a public accounting firm. They also are the local 
Western Union agents—GMH 
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Here's the First Improvement in 
Shorthand Notebooks in 20 Years- | 
NATIONAL’'S NEW ‘‘500"' NOTEBOOK 


For the first time — a shorthand notebook that 
spells . . . hyphenates . . . provides wider spaces 
... smoother surface . . . plus EYE-EASE paper! 
Here’s why National’s new ‘‘500”’ Notebook will 
set new sales records for you: 

It spells! Shows list of 5|00 WORDS most often 
misspelled in a business office — right on the 
covers. 

It hyphenates! Words are divided to show 
where to hyphenate when necessary. 

Spacing is wider! 2 lines to an inch aid out- 
line legibility. Corrections made easier. 
Smooth paper surface designed for ‘“‘fast- 
glide’ notetaking. 

Cool, green EYE-EASE paper helps prevent 


eyestrain and fatigue that leads to careless 
errors. 
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Order stock and promotional material now. 
National’s ‘‘500” Notebook will be advertised 
in Business Week, Nation’s Business, Today’s 
Secretary, Modern Office Procedures, The Office. 
It will be a best seller. Get your share of the 
sales by acting now. 


NATIONAL BLANK BOOK COMPANY 
DEPT. 32, HOLYOKE, MASSACHUSETTS 


r 
| 

| 

| Please send us the following promotional matter on the "500" 
| Notebook. 

| 
| 
| 
| 
| 
| 
| 





Envelope Stuffers.......... Quantity 
Counter Display.............. (one) 
COGS 0 0.«. «0:0 4:2 0» tnwap sip eae tie 0 0:64 o'uedie eee 
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LOOKING FOR 
THE BEST ?... 


FULTON is constructed 
for QUALITY .. , it is 
now the Fastest Moving 


Volume Line! 


AND INKS... assures 


customer satisfaction... THE NATION’S 
NO. 1 CHOICE IN THE TRADE. Precision 
made for incomparable products by our 
many years of specialized experience. 










DRI-KWIK STAMP PAD... expertly con- 
structed of specially woven felt and muslin 
on a perfectly insulated block. 







DRI-KWIK INKS... prepared 
by exclusive formula, odor- 
less, and dries instantly 
Available Red, Violet, 
Blue, Green, Black. 







$ PROFITABLE! Customer con- 
$s fidence always assured when 
you DEAL FULTON... THE 
Pry PROFIT MAKING LINE. 
DEALER PROTECTION ... 
chase, regardless of quantity. You buy more reli- 
ability, more economy, and better service at no 
additional cost. And when you WANT THE BEST, you, 
naturally CHOOSE FULTON! 


FULTON MARKING EQUIPMENT CO. 


82 Fulton St., Elizabeth 1, New Jersey 


“Manufacturers of Marking Devices for Over 49 Years” 





extends to every pur- 
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Report Shows Progress in 1956 on 
8th District Foundation Fund 
(Made by Clint Cooper, Publicity Director) 


The annual report of the 8th District NSOEA Foundation 
progress for 1956 is most gratifying. “Mighty oaks from little 
acorns grow” fits the Foundation’s growth and foretells its 
coming importance in the district’s destiny. 

Since last year’s report Vaughan Williams, Schooley’s, Inc. 
Kansas City, Mo., and past governor of the 8th, has been 
elected chairman of the board of control. All past members 
of the board were re-elected. 

One urgent and necessary step was accomplished this year 

the Foundation now has a permanent mailing address. Now, 
all contributions can be mailed direct to: 8th District NSOEA 
Foundation, Att. Mr. E. M. Anderson c/o Mercantile Bank 
& Trust Company 1119 Walnut St., Kansas City, Mo. Please 
make a note of this address and acquaint your friends with 
this information. 

Another step — any organizations, no matter how small, 
should have an emblem or insigne. Here is the Foundation’s 
coat of arms: 





& District NSOEA \ 








Its meaning is quite simple, hands willing to give to those 
hands in need. The Latin “Largiri Bonus” means—“give good.” 
The insignia has been incorporated on al! stationery, on 
memorial cards and congratulatory store opening notices. The 
donors name will appear inside the card or notices. Firms or 
persons giving to the Foundation will now receive acknowl- 
edgement promptly. 

Other events—this year no cases of destitution or request 
for grants were brought before the board of control, a 
healthy condition in the industry. However, if a case should 
rise, it is good to know that the Foundation is ready and will- 
ing to assist. 

Contributions increased 126% over last year. The Founda- 
tion is proud of this confidence and recognition placed in it 
by the dealers and Travelers of the industry. 

Leading the donations for 1956 was Fiddlers, Inc., Kansas 
City, Kans. For individuals, the board wishes to thank May- 
belle Bishop, also of Fiddler’s, for her ardent support. Listed 
here are persons and firms who have given financial donations 
this year: 

Maybelle Bishop, John Lathrop, Mr. & Mrs. Joe Landis, 
Mary Hansen, Jack & Mae McBoom, Mr. & Mrs. Vaughan 
Williams, K. C. Tollefson, Ted Scharnhorst, Mr. & Mrs. C. 
J. Cooper, Fiddlers, Inc., Schooley’s Inc., La Rue Printing 
Cv., Mid-West Travelers, Kansas City Stationers, W. F. Crom- 
well, H. F. Blum, and R. D. Latsch. 

Once again, attention is called to the fact that all funds 
are obtained from strictly voluntary sources. All funds will be 
used solely for destitute members, dealers or travelers alike. 
One can give a donation for all occasions—in lieu of flowers 
for store openings, donate to the Foundation—one can honor 
the deceased through living deeds—give to the Foundation; 
companies may even donate in lieu of presents. Anybody in 
the industry can contribute; the Foundation will appreciate 
the subscription. 
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This advertisement appears in 
early 1957 issues of national 
magazines. It is designed to 
help GF dealers in educating 
customers and prospects to 
look upon good office 

as a good business investment. 


a third the cost of permanent walis 


Office rearrangements are easy, quick and inexpensive with stock metal panels and posts 


In every large office there are opera- 
tions done better and more efficiently 
by small units in separate enclosures. 
And private offices for supervisors in- 
crease their prestige, improve morale. 


GF movable partitions provide the way 
to tailor needed enclosures quickly and 
easily. Free standing and less than 
ceiling high, they provide privacy at a 
third the cost of permanent walls. They 
do not interfere with lighting, heating, 
ventilating and air conditioning ar- 


rangements. And erection of GF par- 
titions creates no muss or bother; 
removal leaves no scars on floors, walls 
or ceilings. 


GF partitions are made of heavy gauge 
steel, with inserts of glass or acoustical 
paneling if desired. Panels, posts and 
doors come in standard sizes and in four 
heights which make possible almost 
unlimited flexibility of arrangement. 
Available in two pleasing wall colors— 
Balboa Green, Pebble Beige. Also avail- 


MODE-MAKER DESKS ® GOODFORM ALUMINUM CHAIRS 
SUPER-FILER MECHANIZED FILING EQUIPMENT @ GF ADJUSTABLE STEEL SHELVING 


GF metal business furniture is a GOOD investment 
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able in 160 Gray. This durable, baked- 
on-enamel finish is easy to clean. 


For further information or to see GF 
partitions, visit the showroom of your 
local GF dealer or branch (see classi- 
fied phone directory). Or write fora 
color catalog. The General Fireproofing 
Co., Dept. X -63, Youngstown 1, Ohio. 
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CARBON ROLLS 





| Adding Machines 
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Daters 
Special Strip Time Clocks 
For Diazo Process Flat Bed Presses 


Special Purposes 


Write for the STORMS Complete Line Catalog 


H. M. STORMS COMPANY 


STORMS BUILDING ° BROOKLYN 38, N. Y. 








Manufacturers — Carbon Paper e Inked Ribbons e Carbonized Rolls 














“The Complete Line — That Stands the Test of Time”’ 
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JUSTRITE ENVELOPES BUILD 
HIGHER SALES AND PROFITS 


With over 37 years of superior envelope manu- 
facturing exclusively for dealers, Justrite has earned 
national recognition and respect among stationers 
and bank suppliers everywhere. During this time 
the Justrite companies have geared their operations 
for supplying dealers with not just many—but with 
all of the envelope products needed by their custo- 
mers. 


You, as a dealer, can protit by all of the Justrite 
services. Through Justrite’s wide envelope line you 
can take care of all the envelope requirements of 
your customers. This means more profits through 
more sales. Frorn Justrite’s easy-to-use catalogs 
you can price envelopes confidently and be assured 
of profits on every envelope sale. To make your 
sales easier, Justrite provides samples and sales 
kits showing many items in the full Justrite line. 


And the Justrite line is complete. Commercial and 
official envelopes in both mailing and window 
styles; catalog, clasp, and string-and-button envel- 
opes; coin, policy, and glove envelopes; business 
reply and round-trip envelopes; air mail and rag 
bond envelopes; packing slip and metal top grain 
envelopes; insurance, florist, drug, x-ray, and opti- 
cal lens envelopes; flat and expanding filing jackets 
and carrying wallets . . . just part of Justrite’s large 
line to take care of all your customers. 


Special feature of Justrite’s full line is its extensive 
assortment of bank envelopes. These include bank- 
ers flap envelopes, both in brown kraft and glazed 
kraft; bank-by-mail and currency gift envelopes; 
flat and expanding safety fold tamperproof envel- 
opes; pass book jackets and deposit receipt cases; 
and bank pay envelopes, security bond envelopes, 
and bank coupon envelopes. 


Two centrally located factories in St. Paul and 
Atlanta make shipment easily accessible to all parts 
of the country. Write Justrite for your copy of the 
complete envelope catalog and for more detailed 
information for increasing your envelope profits. Be 
a Justrite dealer and enjoy the products and serv- 
ices of these two factories, manufacturing envelopes 
exclusively for you—the dealer. 


TWO MODERN FACTORIES 


NORTHERN STATES ENVELOPE COMPANY 
300 EAST FOURTH STREET 
ST. PAUL 1, MINNESOTA 


JUSTRITE ENVELOPE MANUFACTURING CO. 
523 STEWART AVENUE S.W. 
ATLANTA 10, GEORGIA 


SOLD FOR RESALE ONLY 


139 











vality 


FROM ANY ANGLE! 


Even a bird's-eye view of the Bentson 
Perma-Glide File reflects its sturdy 
construction .. . it’s designed efficiency. 
No wonder customers specify Bentson! 


Bentson offers more. More in value... 
more in dependable service. Dealers take 
pride in meeting precise customer re- 
quirements from the vast selection of 
models designed for any filing need. You 
too, can sell customer satisfaction. ..sell 
the distinctive quality of Bentson Perma- 
Glide Files! 


A new catalog awaits your request. 
Write for yours today! 








THE BENTSON MFG. CO. 








AURORA, ILLINOIS 
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Deaths 


Edward A. Keeling, 





76, of Hanever, Pa., former vice-presi- 
dent and general sales manager of the 
Art Metal Construction Company, died 
in Union Memorial Hospital, Baltimore, 
Md., December 6. 

Mr. Keeling was with Art Metal for 
33 years, from 1918 to 1951, when he 
went with the Emeco Company as sales 
manager. He retired in 1955. 

The decedent was born April 29, 
1880, in Brownsville, Tenn. He was edu- 
cated in Memphis, Tenn., schools. In 
1898 he moved to Washington, D. C., 
where he was employed by the Southern Railroad. In 1903 
employment with a railroad company took him to Goldsboro, 
N.C. He later traveled to Panama during construction of the 
canal and served as paymaster with the Panama Canal 
Commission from 1905 to 1918. 

Returning to the United States he joined the Art Metal Con- 
struction Company in Jamestown, N.Y. 

Surviving are the widow, Camilla Stewart Keeling, of 
Hanover; a son, Edward A. Keeling, Jr., of Wilmington, Del.; 
three sisters, and four grandchildren. 

e 





George S. Walker, 


84, the first president of the organization which is regarded 
as the forerunner of the National Office Machine Deualers 
Association, died December 30 at his home at 1422 N. Kings- 
ley Drive, Los Angeles, Calif. 

The body was shipped to Winston-Salem, N.C., where serv- 
ices were held before burial in the family plot. 

Mr. Walker was born in Brookfield, Mass., September 1, 
1872. Survivors include his widow and one daughter, Mrs. 
Mona Ray. 

When operating as a L. C. Smith dealer in Denver, Mr. 
Walker was elected president of the Independent Typewriter 
Dealers Association in 1924. He had helped organize this as- 
sociation. In 1925 the name was changed to the National 
[ypewriter Dealers Association and it became the parent of 
the present NOMDA. 

In California, Mr. Walker managed the Wholesale Type- 
writer Company’s branch while it was in existence in San 
Francisco. 

© 
William F. Kressbach, 
63, official of the Weis Manufacturing 
Company, Monroe, Mich., died Decem- 
ber 11 while bowling. Death was attrib- 
uted to coronary thrombosis. 

The decedent was born April 7, 1893, 
in Monroe and had lived there all his 
life. He had been employed by Weis 
since September 8, 1908 and at the time 
of his death was director, credit man- 
ager and office manager. 

Surviving are the widow; three sons, 
Donald H., and Howard C., and Robert 
W.; three brothers, and six grandchildren. 

. 
Henry Hanson, 


79, of Evanston, Ill., president of C. H. Hanson Company, 
manufacturers of marking devices in Chicago, died January 2 
in St. Luke’s Hospital. 

In 1914 Mr. Hanson became president of the company 
which his father, the late Christian H., founded in 1866. 

Surviving are the widow, Margaret; two sons, Henry W. and 
Philip S.; a daughter, Mrs. Margaret Gustafson; a brother, 
and a sister. 

« 


O. E. Peterson, 


sales manager of Deemer & Company, Wilkes-Barre, Pa. 
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MODERN DESIGN 
PRECISION BUILT 

4 MODERN COLORS 
HEAVY GAUGE STEEL 
PRE-ASSEMBLED 









more items 


more color and style 


more sold than any other line 


more 
of 
everytl 
with 


AITNING 












BAKED-ON FINISH 
HANG UP FEATURES 
NO SHARP EDGES 
RUBBER FEET 
GUARANTEED 












OS GD GENE, ....... nsacoceceabaebecual 


about the more than 400 Lit-Ning products. Please 
send your new catalog and discount schedule. 


LIT-NING PRODUCTS CO. Sales Office P.O. Box 142 
Culver City, California 














Firm Name 
i — 
LIT-NING PRODUCTS COMPANY City es 
SALES OFFICE: 3907 Duquesne Avenue, Culver City, California 
. My Name — 
FACTORIES : Fresrio, California + Fremont, Ohio AE I 
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A complete line of 
filing accessories 
that put... 


e ORDER IN THE 
BUSINESS OFFICE 


e@ ORDERS IN THE 
SALESMEN’S POCKETS 





*““*dandy’’ 
transfer file 





ae 
ve ie 


wood 
desk trays 











hedges 


clipboards write today for catalog and prices 


While in Chicago visit our factory. 


2931 WENTWORTH AVENUE 
CHICAGO 16, ILLINOIS 
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died at his home on December 6, 1956. He had been in- 
capacitated with a heart condition for the past few months, 
Mr. Peterson had been active in the office equipment and 
stationery field for more than 30 years. He was employed 
in the York-Lancaster area and with The General Fireproofing 
Company prior to joining Deemer & Company in 1945. 
Surviving are his widow, a sister and one son, Dr. William 
Peterson, now a resident physician in radiology at the Johns 
Hopkins Hospital, Baltimore, Md. 
a 


Charles F. Wallenhorst, 

60, secretary of the Buffalo Typewriter Emporium, Inc., 

Buffalo, N.Y., died recently. He began work as a typewriter 

repairman 40 years ago and later became a salesman.—GET 
« 


Arthur D. Pettibone, 

chairman of the board of the B. L. Marble Chair Co., and 
for many years president, died November 25. Mr. Pettibone 
was associated with the company from 1901. In 1903, he was 
among the first to recognize the potential of producing furni- 
ture for the office, and he changed the company’s production 
entirely to that field, eliminating household furniture. He was 
the first manufacturer to produce office furniture made of 
walnut rather than mahagony. 

Mr. Pettibone was also instrumental in the development of 
the first aluminum chair, a model of which still stands in the 
B. L. Marble factory, Bedford, Ohio. 

Survivors include his widow, Jean, and a daughter Mrs. 
Helen P. Gresinger. 





Old Town Promotes ‘‘Nan and Dawn’”’ 


[The Old Town Company recently decided to extend its 
strong brand name acceptance to one of brand preference. 
For years Old Town had used a sketch of the Brooklyn 


Bridge to identify its millions of packages shipped around 
the U.S. and overseas. E. L. (Larry) Tabat decided to stop 
“selling” the Brooklyn Bridge. He selected a symbolic “secre- 
tary-girl-Friday” as the beginning. Her trade name is “Nan 
Mackaye” and her “trade mark” is a charming smile, white 
crisp blouse and horn-rimmed glasses. 

Since February this year the picture of Nan Mackaye has 
been smiling out at all receivers of Old Town carbon paper, 
inks and ribbons. Current ad copy has begun to sparkle with 
hints from her to secretaries on every phase of their profes- 
sional life as well as tips on how to collate copies being 
typed, how to prevent tearing and roller marks and how to 
get the right weight and finish for carbon paper. 

This month, Larry and Herb Hahn, ad manager, decided 
to go one step further. Nan Mackaye came to life in Decem- 
ber in the person of Peggy Peters, real flesh and blood, red- 
headed New York television actress and model. 

The first promotion in which she will participate will be 
to launch the Dawn carbon paper Nan Mackaye Silver Dollar 
kit. She’ll push sales in group meetings, advisory councils 
and personal appearances as a guest-advisor on TV and 
radio. 

Reprints of the 1957 national trade and newspaper adver- 
tising are parts of a special all-silver Dawn promotion kit in- 
cluding a new envelope-stuffer for customer mailings, a sam- 
ple folder, a 16 by 20-inch display card, a new five-card, 
seven color presentation, island displays and counter displays. 





Oklahoma City Firm Gets New Name 


Hopper Business Machine Company is the new firm name 
of the business operated by Jack Hopper at 1503 Linwood 
Ave., Oklahoma City, formerly known as the Midwest Busi- 
ness Machines Company. 

Mr. Hopper was co-owner of Elliott & Hopper Cash Regis- 
ter Company in Oklahoma City, for 15 or 16 years, and was 
connected with the Midwest Cash Register Company until he 
sold his interest in that firm and established Midwest Busi- 
ness Machines about two years ago.—EVH 
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white It’s wonderfully, almost luxuriously, comfortable. 
. That big seat, for instance (it adjusts up and down) 
sol is 3%" thick and 24%” of those inches are molded 
with bonded foam rubber. The pleated posture-curved 
ofes- backrest is cushioned with four individual bonded 
oy foam rubber pads. See what we mean about comfort! ‘ 
. Of course this latest Sturgis chair swivels on the 
— . famous Sturgis fiber glass base. Kick it, scuff it, bang 
yee it all day long—-you’ll never mar that rugged base. 
Wipe it occasionally with a damp cloth if you like 
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THE STURGIS POSTURE CHAIR COMPANY «+ STURGIS, MICHIGAN 
General Sales Offices + 154 East Erie Street + Chicago 11, Mlinois 
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Sorting’s a snap with 


| JMlhaa 


SORTERS 


Selling them is easy too, for each 
Kohlhaas Sorter has all the 
features your customer needs. . . 
There’s a size and index to speed 
up and simplify any sorting job 
for Kohlhaas has specialized in 
this field for more than forty years. 


LETTER SIZE 
SORTER 
No. 980-100 


you in each sale... . 


information. 


THE Achliaas COMPANY 


8012 South Chicago Ave. « Chicago 17, Ill. 


Telephone: BAyport 1-4433 


Manufacturer of Vertical Sorters for— 
Checks, Sales Tickets, Invoices, Bills of Lading, Correspondence, 


Mail, Purchase Orders, any size or type of media. 










CHECK SORTER 
No. 460W-25 


Each Kohlhaas Sorter will make sorting a faster, more 
accurate job. They are sturdily constructed too—take 
years on continuous use. There’s an attractive profit for 
with excellent prospects for repeat 
sales. Write today for catalog, discounts and full 


| 
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Steady Progress Marks 
Growth of Oregon Business 


@ THE ALBANY (Oregon) Typewriter Exchange was 
founded on June 1, 1945 by H. J. Pitts after he had spent 
better than six months traveling in the Northwest looking for 
a suitable location. 

A year later he built a shop on wheels, a large aluminum 
trailer, to accommodate three mechanics for road service and 
sales. A short time later he built a frame building (in 28 days) 
for his permanent shop. This was located on the Albany-Port- 
land highway. Here he found ample parking and plenty of 
room for expansion. 

In 1947, this shop was expanded, and in 1950, a 100-foot 
frontage was acquired for further expansion. In 1954, this site 
was used for the old building, and last year it gave way to 


>. 





Furniture Display . . . area has movable partitions of Kobe 
material, with planters and furniture arrangements worked 
into a plan of model offices. Floor is asphalt tile and carpet 
in executive areas. 


the new, modern, 3200-square foot store with paved parking 
area, large display room, storeroom and shop. 

The new building, opened in August, is well illuminated 
outside and inside. A large neon sign attracts both passers-by 
on foot and in automobiles, and the interior is offered as an 
enticement by large display windows which permit an unob- 
structed view. 

Both the color and furniture displays in the store were de- 
signed and executed by. Joe Poehlman of Hunting-Roberts 





Machine Department . . . shows typewriters and other ma- 
chines on three-tier racks for convenience of customers. Sup- 
plies, in background, are displayed on wall shelves 


Co. in Los Angeles, Calif. 

The color plan combines paint and wallpaper. The display 
area is soft gray with yellow on the rear wall. The executive 
office is in gray with Mexicana paper on the rear wall. Fur- 
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Here is another sales-booster for Y ork dealers. With 
the new Ledger Tray Safe new accounts can be 
opened . . . additional equipment and replacement 
orders secured. Every concern that posts ledgers by 
machine or by hand is a prospect. York point-of-use 
fire protection is needed . . . and is easy to sell! 
York Ledger Tray Safes are made in two popular 
sizes. New low-cost compression trays and card trays 
with positive-lock followers are optional. Make cer- 
tain all representatives have up-to-date sales data for 
these profitable new products. Fill-in and mail 
coupon ... today. 


erts 


PORTABLE AND 
EASY TO USE. 








YORK SAFE & LOCK 


York Safe & Lock 

2000 Mulberry Rd., S. E. 

Canton 2, Ohio 

Please send complete selling data on Ledger Tray Safes for 
salesmen. 
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Jack E. Thors 


on, general manager, 


Manor Theatre, 
San Mateo, Calif., says: 


*“‘When I mentioned that I wished I could 
have a special interior for the Meilink ‘A’ 


label safe I w 


as considering, the salesman 


said, ‘Why, just tell us what you want. It’s no 
problem.” And apparently it wasn’t. The 
interior of my new safe is tailor-made 
exactly to my needs.” 


YOU TOO HAVE 
CUSTOMERS 
LIKE THIS... 





customers who don’t know that Meilink offers 
a free personalized safe interior diagram serv- 
ice. Take advantage of Meilink’s famous 
INTERIORS UNLIMITED. It puts the “‘sell” 


in your selling. And remember. . 


. you put 


your best argument forward when you sell 


Meilink. 


Meiink 


A, B and C LABEL SA 
BUSINESS MACHI 
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STEEL SAFE COMPANY 
TOLEDO 6, OHIO 


FES, HOME VAULTS, INSULATED FILES, 
NE AND TYPEWRITER STANDS 














nishings and accessories are carried out in colors of the wall- 
paper. 

The machine display racks are three tiers, graduating in 
size. They are gaily colored in maple Formica tops with yel- 
low plastic finish in aluminum molding and gray-green bal- 
ance. The racks are now used in place of wall displays previ- 
ously used. 

Commercial stationery is displayed on adjustable wall shelv- 
ing painted the same color as the walls. 

The firm is a complete office outfitter, according to Mr. 
Pitts. Machines, furniture, equipment and supplies are all in 
stock and on display. 

The company also has a special plan of time payments for 
the customer who schedules his own terms. It operates on the 
principle that the customer is the best judge of the program to 
follow and is made to feel that it is for his convenience. 





Plan Battle for Excise Tax Repeal... 





Preparing for the Fountain Pen & Mechanical Pencil Manu- 
facturers’ Assn. appeal to the House Ways and Means Com- 
mittee for repeal of the 10% excise tax on writing instru- 
ments are: (left to right) Craig R. Sheaffer, chairman of the 
board of the W. A. Sheaffer Pen Co.; Frank D. Waterman, 
president of Waterrman Pen Co. and association head; and 
Frank L. King, assgciation executive vice-president. Mr. 
Sheaffer was spokesman during the Washington hearings. 








New Post Created by Marchant 

A new post in the manufacturing division of Marchant 
Calculators, Inc., was announced by Walter Kassebohm, ex- 
ecutive vice-president in charge of operations. 

The position, general superintendent of manufacturing, has 
been filled by John E. Wilson. He advances from the job of 





Gabriel Rodriques John E. Wilson 


superintendent of Marchant’s parts production plant. In his 
new capacity he will direct all of the company’s manufacturing 
activities in both Oakland plants. 

In addition to Mr. Wilson’s appointment, it was announced 
that Gabriel Rodriques has been named superintendent of the 
company’s assembly plant. He was formerly general foreman 
of the parts production plant. 

Rollo J. Lawrenz has taken over the position of superin- 
tendent of the parts production plant. 
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QUALITY 
PARK 
delivers 


LAND OF LAKES AND PINES—(QP)—(1) Letters and 
catalogs look better dressed up in Quality Park Mail- 
ing Envelopes. (2) Add to this the fact that Quality 
Park Envelopes have extra-heavy gummed flaps and 
seams. (3) Then, consider that the finest, toughest 


“land of lakes and pines” paper is used in all Quality 
Park Envelopes. (4) Next, think of the complete line 
of mailing envelopes that Quality Park offers. 


Poli Enve 


most wanted features 
in mailing envelopes. 


(5) Knally, remember that Quality Park guarantees 
the best possible service always. Think over all of 
these benefits and you wil! know why thousands of 
stationers the country over are boosting sales with 
the finest line of mailing envelopes today—Quality 
Park. Write today for catalog. And remember, at 
Quality Park good service is a tradition. 

P.S. Quality Park Envelopes sold through dealers oniy. 





4 sizes in fine Cameo stock. 
Also Coin envelopes—8 sizes, Champion Clasp Envelopes Catalog Envelopes—18 sizes in 
Cameo or Parkraft. Extra protection for heavy Cameo, Parkraft, Polar Bear 


mail, catalogs, booklets, samples. 


White Kraft, Gray Kraft. 


23 sizes in Cameo or Parkraft. 











Flat Mailing 
Envelopes 
Wide seams, double 


gummed flaps 
withstand roughest 
handling—8 sizes. 





QUALITY 
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Airway Express 

Mailing Envelopes 
Safeguards important mail— 
4 sizes. Double seal 

when folded. 





PARK ENVELOPE CoO. 


General Office and Factory, 2520 Como Ave., St. Paul 1, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
West Coast Office and Warehouse, 837 Traction Ave., Los Angeles 13, Calif. 








Quality Park Products 
from the land of lakes and pines 
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Patents 

* 
Build sales volume (Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 


Stamps and personal checks are not accepted.) 


bd 3 
wit Ss Granted December 4, 1956 
bhi 558. Push 1 Key Lock. Edear J. Ga r endale B. Johnson, Los 


fast selling satin finish 





Alpheus F. Stansell, Puente, Calif., assignors t y rp. 
'- 7 765. Bail for Typewriters and the Like. Arthur M. Maroth, Wilton, Conn 
signor t J. Kennedy Corp., Byra 


Granted December I1, 1956 


2,773,479 Fountain en. Nolan Kent Rt W issignor to The 


7 oe | ade * 
Office Accessories raga fC, en 
e 2.773 504. Loose- Leaf Binders. Daniel D i McGervey, Pittsburgh, Pa 
2,773,644. Record Card Controlled Machines Having Group Control Mechanism 
Michael Maul, Schwabach, near Nurnberg many 
2,773,645. Card Controlled Commutater Herman A. Spech, East Williston, N 
Y., assignor to Burroughs Corp., Detroi 
2,773,646. Mechanism for Goanestiien Accumulations around a Fixed Decimal 
and for Aajusting a Counter Actuator in Selected Ordinal Relation to an Accumu- 







































































lator Actuator. Walter E. Mathi, Oakla gnor to Marchant Calculators 
Valco’s 1956 office acces- In 
ss P 2,773,647. Grand Total Accumulating Mechanism. Christopher Frederick Webb 
sories... designed for London, England, assignor to Bell Punct td., London, England. Illustration. 
greater beauty, more dura- Granted December 18, 1956 
bility and maximum utility i 
2,774,298. Selective Feed and Print Contro| Means in Accounting Machines. 
..mean more sales and Everett H. Placke, Willis E. Eickman, and Cha ;. Nagy, Dayton, Ohio, assign- 
° rs to The N a! Cash Re Co., Dayt f 
VJ are profits for you. All 2,774,332 Fountain ogee Tefft esville, W assignor to The 
items are of highest quality Parke Co., Janesville, Wis. 
J in Fini h d 2 2 774,33 33 Fountain Pen with Improved Feed Construction vid Kahn, Engle- 
satin finished aluminum. 
No. 408 
Statesman 
Costumer 
73” height. 11” : 
diam. upright. 16” 
diam. base. 12/2” : = ad 
diam. drum, 8 double ly 
hooks. i ad 
Ul 
No. 25 
Duchess 
Torchier arraaee 2,775,297 
65” height. 1%” 
diam. upright. 14” 
diam. base. 14” : David K ; e. = 
* N y } r to avid ar oerc Ww nit . . 
diam. shade. 3-way 2,774,457. Front Feed Device for Busine Off ce Mach ines. Andreas Salzberger 
Mogul socket, fire Germany, assicr 1 We Aktiengeselischaft Fahr 
’ jinen, Frankfurt am WN Rodelheim, Germany. IIlustration. 
2,774,536 Calculating Machine. Har ha Castro \ y, Calif., assignor 
t é ting Machine Co f Illustration 
No. 1500 2,774,537 Totalizing mechaniom A F tamf i William F 
Nobility o> Gunee | Set es ‘Mananiioen’ tac. Sunset ae 
i ustrat ] 
Costumer } 2,774,646. Magnetic Recording Method E. Phelg Poughkeepsie, N. Y., 
No. 17-C 66” height. 112” ernational Business Mact New Y N. Y 
Monarch diam. base. 
Costumer | Granted December 25, 1956 
72” height. 12” 2,775,228. Retractable Ball Pen. Blancha th, A Ga., assignor t 
diam. upright. 14” | Script Atlanta, Ga. 
diam. base. 4 double | 2,775,229. Ball Point Pen ma Retracting ng Means Therefor. Herbert W ams, 
tlant ynor to Scripto, Inc., A 3a 
hooks, 2,775,230. Pen Desk Set. Burr Pasadena 
2,775,297. Record aggsewell Perforating Machine. Ja eur jham, Endi- 
Illustration 
* : . 2,775,298. Ledger Posting Machine. [ 1 W. Rubidge tham, N. J., and 
Write for details and prices on the a reat Kills, and Frede nine Gicieaten 0. eae 
= at c ede g, ¢t . 4 gn- 
complete line of Valco accessories. to Inter Business Machines Corp., New York, N. Y 
2,775,299. Record Card Reproducing Punching Machine with Program Control 
f ry, Par Fr t t B 
1311 ANN AVE. Paris, France 
2,775,403. Sign Detection Means for ‘'C Carry Registe je V. Ha 
ST. LOUIS 4, MO | Walter S. Oliw N. J., assignors to Monroe Calculating 
3 ; : ye, WN. J. 
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The furniture that never kn 


ows what year it Is 


Designed for today AND tomorrow— 





HUNTINGTON’S tailored simplicity, superior long-life, and relaxing comfort has 
made it outstanding in the field of club furniture. This all purpose moderate- 
priced prestige line includes a selection from over 179 patterns which may be 
harmoniously grouped for your lobbies, lounges, cardrooms and guest quarters. 
Superb craftsmanship with high-quality hardwoods makes for enduring wear and 


low-cost maintenance. It is handsomely styled to retain its contemporary fresh- Showrooms: 
ness through the years. Huntington, Chicago, Miami, New York 





Please mail complete information HM 
about Huntington furniture to: 


Company eeeeeeeeeeeee eeeeeeeeeeeeeee 


City Coe eeeeseesessesees oeeeeeeeeee 


Attach to your letterhead and mail to: 
Huntington Chair Corporation, Huntington, W.Va. 
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Port-a-Wall 


holds the line on 
prices and quality 


Due to expanded facilities and increased 
volume we are able to offer Port-a-Wall 
all steel partitions at no increase in 
price, no sacrifice in quality. 








Quality designed to meet your price needs! 
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Free-standing Port-a-Walls are precision en- - 
gineered to give you fine quality construction = 
= 

and flexibility. They are completely portable — e 
. = 

can be easily moved, easily dismantled and : 
stored! Available in five standard heights > 
. : = 

up to 84 inches, Port-a-Wall partitions pro- - 
= 

vide as much as 25% more work space in the = 
oe 

same office, can be set up in minutes, can be . 
. ss 

rearranged as desired. = 
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39” high | 54” high | 68” high | 74” high | 84” high 























The Port-a-Wall line is complete, with steel 
or glass insets, doors, gates, plain and electrified 
posts, ten widths, five heights. 







Write for free ‘‘Pocket Port-a-Wall’’ 
metal scale models for authorized 
dealers. A few dealerships still 


available. Write for details 





HEMISPHERE STEEL PRODUCTS CORPORATION 
: 263 Kent Avenue, Brooklyn 11, N. Y. : 
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4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2835, Greensboro, N.C. 





[he “Atlanta Contingent”, the entertainment committee of 
the S.T.C. known even farther and wider for it’s fabulous 
parties at the regional conventions, had its organizational meet- 
ing for the forthcoming party at St. Pete at the Atlanta Ath- 
letic Club on the morning of December 21. 

With the lone exception of one member who couldn’t be 
pulled away from a Florida fishing trip, all officers of the 
rravelers Club were present and Governor & Mrs. Joe Alva- 
rez came up from Gainesville, Fla. 

Arthur Hubert and Ivan Allen, Jr., represented the Atlanta 
Dealer Association. Ivan gave a splendid talk on the prospects 
for our area for the next decade; and, brother, if what he said 
materializes, all of us had better have on our runnin’ shoes. 
Jim Wilson, the lone member of the entertainment committee 
living outside the Atlanta area, came down from Charlotte. 

The Southern Travelers Club Fabulous Fourth Roundup 
will be a western motif, Florida style. That means you bring 
your jeans, big hat, loud shirt and high heel boots, too, if you 
have ’em. We will furnish everything else including the hay, 
hosses and cows. So—me hearties—now’s the time to get busy 
on that reservation—Vinoy Park Hotel, St. Petersburg, Fla., 
for April 25, 26 and 27. 

After a full morning of going over plans, the 35 in attend- 
ance sat down to a Fabulous Fourth luncheon complete with 
refreshments and beautiful table decorations made up by Mrs. 
Cole and set up by “sweetheart” Alma. 

A sidelight of the dinner was Ted Myers getting a phone call 
from the hospital about a certain new arrival he has been ex- 
pecting but I had to leave Atlanta before learning what it was. 
Details in next issue. 

) 

At the above “mentioned” dinner Governor Joe gave us the 
lowdown on getting more than 400 non-member deaiers in 
our district to join NSOEA. Now, that $100 looks mighty 
handsome to me, for one, so let’s al' get that list and start 
hammering for a whale of an increase of membership of 
dealers, travelers and field members. Remember, 30 points for 
a dealer and 5 each for traveler or field member. April 10 ends 
the contest for the “dough”, BUT the National show goes on 
up to about September 1. Let’s give it all we have and keep 
that bunch up in District 5 from walking off with the trophy 
for the third straight year at Chicago. If they do it again, the 
cup is “retired”. Nuff said?? 

: 

Seems the Florida “boom” is still booming. Bill Sampson 
and Murray Joiner—props of Business Equipment Co., Ft. 
Lauderdale, Fla.—have just opened their sumptuous new 
furniture display and warehouse a couple of blocks from the 





main store. 
° 


Joe Dussault, Dussault Stationery Co., South Miami, has 
just completed his first move to larger quarters, doubling his 
space to 2400 square feet and coming up with a modern self 


service type deal. 


« 

Skagseth’s, Miami, has moved the downtown store over to 
the old Bryant location, thereby consolidating the two opera- 
tions into one and using the Skagseth name. 

. 

Florida Office Supply, Dade City, moved to a new self- 
service store, under the managership of Tony Collins and on 
top of that Tony acquired four acres on a nearby river, pres- 
ently the locale of a fishing camp, but to be the site of a new 
home soon. My scribe had the nerve to ‘vrite that he took off 
a few minutes to test the “fishing” and found it superb. (I 
won't say anything about this, Inky). 


# 
Next comes George Stuart, Orlando, with a completely 
modernized self service store that will stand out in all of the 


outstanding stores in the area. Still going great guns, eh 
Gseorge? 
- 
Even the wholesale end of the business is getting into the 
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FULL PAGE 
4-COLOR 
STANDARD ADS 





for the man with the ‘forward look’... 
re 6 lee Rome none Beeuh  mpreee se gare nme eee 
eed ote a! hanige amen vie 88 4 ata Om © heen wie ne et 
oy ned Oe Se Content Ounge Seen: sete ons 


like this one in eine 


PRE POTN SER “RENE ORE wert —egereN Te wee Uh Gnd te 
eRe Re ny Bie be (ining er mgemenh ret he tne meme 2! 
Tee Se ee Oot aes ented tees = + cetre Pege, wh me 


February Fortune ~. aS engt Nah pene Soe es 


form the base for Standard -----—~---—- Sii7E=- 











This month—every month—big, beautiful, color-filled ads like these 
drive home the “‘ Offices for Living’’ idea to your customers. Experi- 
ence proves this campaign makes selling easy for you with. . . 


%* C-N-S!.. . That's Standard’s ‘plus-program’ for turning prospects 
into buyers overnight: 


Customer Mailings — Using S.andard's big, colorful ad-reprint 
brochures! 


Newspaper Ads— Free mats add local impact to national 
advertising! 


Store and Window Displays — For a vital, “‘on-the-spot’’ 
selling job! 


It’s good business to tie in with Standard. See your representative, 
or write direct. 


Standard 


THE STANDARD FURNITURE COMPANY, HERKIMER, WY. 
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There’s a style and size’ 
for every customer! 





Rowles 


Portable — Framed 


CHALKBOARDS 
BULLETIN BOARDS 


For Office, Industry or Home Use 


aenouacenens aenouacenens 


You'll find Rowles a good source for Portable 
Framed Chalkboards and Bulletin Boards. 
There's a complete range of styles and sizes for 
you to choose from . . one to please every 
customer. 


W rite today for Catalog 270-F. 


E. W. A. ROWLES COMPANY 
ARLINGTON HEIGHTS, ILL 
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Florida act. Watson Ramsey, Ramsey Company, Jacksonville, 
has recently opened a branch operation in Miami which is 
being managed by Gene Garret, formerly with the Jacksonville 
headquarters. 

» 

Now that Paul Barnett, Barnett’s, Miami, has his stores 
up to the latest standards and evidently running like a jet 
plane, his latest addition will have to fall into the “better 
things of life” category. The air-conditioned Cadillac has now 
given way to one of the new kidney-shaped swimming pools 
at his Miami mansion (admission 35c—with towel, 50c or 
will trade for mdse.) [ll bring my own towel, Paul. 


7 
Now that the Florida “splurge” is passed maybe we can dig 
up something elsewhere in the deal ole Foth. Here’s one I like. 
The Lilliston Brothers, Albany, Ga., are now in their new store 
at 112 S. Washington St. The new deal is about two and a 
half times larger than the old which speaks volumes on how 
things are going with the brothers. I knew ‘em when they 
were operating in the basement of a hotel and had every bit 
of $200 worth of stock. 
© 
Atlanta’s two newest moves are now completed and from 
what I hear of them they must really be tops. John H. Har- 
land Company’s new home out off the expressway was a very 
large expansion as was that of the Office Supply Company’s 
new store out at 10th and Spring Sts. 
e 
Fisher-Harrison Company, Greensboro, N.C., has liquidated 
the office supply section and sold all stock and fixtures to J. J. 
Stone & Co. Owen Ritchie went with Stone, too, as they really 
intend to go after the supply and equipment business on 
a much larger scale than before. 


° 
Still another consolidation here in Nawth Caolina—Service 
Office Supply Co., Rockingham, N.C., has been bought out by 
Mr. Cadieu, Journal Stationery Store. 
> 
Over in Alabam, there’s a new addition for Jimmy Head, 
Birmingham. Jimmy has bought out Record Office Supply, 
Huntsville, Ala., and will operate it as a branch store. 


7 
News of the death of our old friend Leo Gassenheimer, 
Montgomery, Ala., brought deep sorrow to all of us. This 
hectic old world can ill afford to lose men like Leo. He was 
always there with a helping hand when it was needed most and 
a friend to one and all. He will be sorely missed. 
© 
We lost still another of our boys in November when “Duke” 
Starnes, manager of the book store at the University of 
Florida, Gainesville, passed away quite suddenly. A heart at- 
tack gave very little warning. 
. 
“Ole Gene”, B. & P.’s man in these here parts, fell recently 
and busted a shoulder so will be out of circulation for a while. 


. 

E. C. “Doc” Boozer, Palm Beach Typewriter Co., W. Palm 
Beach, had a slight tussle with a heart attack but I’m glad in- 
deed to report that “Doc” is doing well now and is convalesc- 
ing at home. 

. 

Bill Burge, manufacturer’s representative of Atlanta, wasn’t 
satisfied just to have a heart attack recently. Naw sir, not Bill. 
On the way to the hospital, the ambulance got tangled up in 
an accident and turned over twice. Bill got shook up plenty 
on this but no serious injury. However, his wife Louise and a 
neighbor, who was along, wound up in the hospital, too. Louise 
had some busted vertebrae. My latest report on this compli- 
cated affair was that Bill and Louise were to go home on 
Christmas day but will be confined to the apartment for quite 
a spell 

* 

The Harris Delks, Homestead Stationers, Homestead, Fla., 
after 10 years of married life finally came through and on 
November 23 announced to one and all that they were the 
especially proud parents of their first child, a son who will 
henceforth be known as Mark Presley Delk. 

. 
Most of you know Elmer Duke who does the leg work for 
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ALL-TIME 

PROFIT CHAMP 
IS EASIER TO 
SELL THAN EVER | foams 


DOES IT! 


Take a look at that seat 
fillers, sheets or bonded mat ; 
Just deep, molded virgin foam rubber. 
That's what we mean by Quality, 


: 
a 
¥ os es 

eens 

















C-1500 Executive 
Swivel Armchair 


c-1510 
Side Armchair 


More men have found comfort in the C-1500 than in any other office 
chair. It’s the business man’s favorite and a fine profit item. Now, with 
the foam rubber seat, the C-1500 line has more comfort and more sales 
appeal than ever, at no increase in price. Welded steel construction. 
Flawless finishing. Wide choice of distinguished upholsteries and 
colors. Matching side chair, side armchair and swivel chair. Also 
C-1500A series with wider arms. The C-1500 is part of the complete 
Harter line that’s always quality-built and consistently nationally adver- 
tised. If there’s no Harter dealer in your area, drop us a line. 





STURGIS, MICHIGAN 
HARTER CORPORATION, 225 Prairie e Sturgis, Michigan WW s TEE L CH Al R s 


In Canada: Harter Metal Furniture Ltd.. Guelph, Ontari 
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Business machines go 
on Bassick casters 


..-in this “Office-of-the-Year” 
Merit-award-winning Texas bank 


Republic National Bank of Dallas’ new 40-story building 
is the last word in luxury and efficiency. 

On the fourth floor the accounting, bookkeeping, mail and 
transit departments are equipped to handle 290,000 individ- 
ual items of business a day swiftly and efficiently. Part of that 
equipment is the forest of business machines you see above 
on Bassick casters. 

Smooth rolling, easy swivelling Bassick casters belong in 
a merit award winning “Office of the Year.” They move qui- 
etly and protect floors and furniture. 

Bassick casters and glides can be profitable products for 
you to sell. Render the best service to your customers by 
selling the best products—Bassick! THE BASSICK COMPANY, 
Bridgeport 2, Conn. Jn Canada: Belleville, Ont. 7.114 








Bassick Rubber-Cushion glides are 
another way to protect office floors 
and furniture. Broad flat hardened 
steel bases slide quietly, easily, never 
pock mark floors. Rubber cushions 
take shock loads. Adapters for 
metal or tubular furniture legs. 


aSSICK 


A DIVISION OF 





MARKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE 
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Joe Shanks. Well sir, ole Elmer got too slow on the turns and 
a lil “de-icer” name of Helen Sullivan caught him. Yep, they 
were married on December | and will make their home in 
Nashville. 

° 

“Inky” Sanford Lydiard, came in loud and clear this month 
and a nice assist from Joe Shanks, Ralph Unsworth and “Gro- 
ceries” Tompkins made this column what it is. See what co- 
operation can do? John Floyd, Joe Maura and Jack Cooper 
were among the missing. 

Ooops—this one got buried and just came to light. Bain- 
bridge-Southern Inc. has a new man in the Florida, Georgia, 
Alabama area. Jim Blake, most recently with Minnesota Min- 
ing, began operations January 2 out of Orlando, Fla., his old 
home. Jim is moving back from Savannah to his old stomping 
grounds, having served under the able leadership of Alex 
Young at Orlando Office Supply Company. Better training 
couldn’t be found anywhere so I'll be looking for you to be 
pushing me around on that there sales chart, Jim. Good hunt- 
ing. 

- 
And with that last bit Pll bid youse adieu 


Sales Leader Rewarded by Wesco... 





R. A. Bentson (left), president of Western Mfg. Co., presents 
a gold watch to Mac Weiner. Wesco’s Florida representative, 
Mr. Weiner led the entire sales group in 1956, biggest year 
on record for Wesco 


Royal McBee Leases Building 
for Kansas City Operations 

A new building, costing $250,000, will be erected at 1711 
Broadway, Kansas City, Mo., for the Royal McBee corpora- 
tion’s Kansas City branch operations. 

Several phases of the firm’s operation will be housed in 
the 10,000-square-foot building. All space is on one floor. 

The Royal division, now located at 1526 Grand Ave., a 
service training school now at 708 Broadway; and McBee 
division offices at 2826 Main St., will be merged into the 
new site. 

Royal McBee’s regional accounting office will remain in 
space at 63rd and Holmes Sts. 

The new Broadway space will be occupied about April 1, 
1957. The owners of the building said Royal McBee will 
occupy the structure on a long-term basis. The lease, they 
said, will permit Royal McBee to extend the building to a 
second-story level as future space demands dictate. 

Merritt E. Bailey is district manager of the Royal division 
in Kansas City, and William E. Burt heads the McBee divi- 
sion as district manager. The McBee division manufactures 
accounting equipment. 

The Broadway property has a frontage of 150 feet and a 
depth of 100 feet. Parking for 20 cars is adjacent to the build- 
ing. A loading dock will be a feature. A brick facade will be 
on three sides of the structure, and the Broadway front will 
be all glass —GMH 
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THAT CUSTOM LOOK 


Quality, luxury, value combine 
to make Modernize America’s 
truly best buy in upholstered 
furniture for hotel, office and 


home. 

For your next installations, 
specify Modernize, where you 
get custom design at volume 
production costs. 


modernize 





Showrooms 


* 


Room 1005, 192 Lexington Ave., New York, N. Y. 


Universal Furniture Mart Treat Showrooms, Inc. 
1025 Brush Street 1706 Wyandotte St. 
Detroft 26, Michigan Kansas City 8, Missouri 


Western Furniture Mart 


1629 Washington Avenue 
St. Louls 3, Missouri 


* 


modernize ine. 
666 Lake Shore Drive, Chicago 11, Illinots 
: : Chi eee , Mins. 
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In this Modernize catalog is 
a most complete selection of 
upholstered furniture of qual- 
ity and beauty. Colorful, 
complete and most helpful, 
the Modernize catalog should 
be ready at your hand for easy 


convenient use. 
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Equip the Office... 


Then the Plant... 


with profitable drafting 
room furniture by ANCO! 


ANCO helps the Dealer 3 ways... 


1. PROVEN QUALITY PRODUCTS 
Nationally advertised, thousands of ANCO 
tables in constant use at foremost draft- 
ing rooms. 

2. GREATER PROFITS 
Dealer buys direct from ANCO. ANCO 


ae sells thru dealers only. 
. 3. DELIVERY 
of “. Enlarged production capacity assures de- 


livery when needed. 






Lm 8G. 


DELUXE FOUR POST TABLES 


Millions of hours of use and frequent re- 
orders by the nation’s largest industries at- 
test to the superior quality of ANCO design, 
materia!s and craftsmanship. 

SIZES FROM 38” x 60” THRU 44” x 84” 





BILT-RITE PEDESTAL TABLE 


The finest pedestal type tables made, faster 

selling and more profitable. Many unique and 

special features. 
SIZES FROM 23” x 31” THRU 44” x 72” 


* For FREE Literature and Prices 
address DEPT. AO 


* NCO WOOD SPECIALTIES, INC. 


71-08 80th STREET, GLENDALE 27, N. Y. 


# 
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5th District Notes 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohio 


A Pre-Convention Planning Meeting 
was held at Hotel Cleveland in Cleve- 
land, Ohio, on December 1 to lay 
groundwork for what is hoped to be the 
best regional meeting ever held. More 
than 25 dealers and travelers from the 
Cleveland area attended this meeting, 
which is the first of a series to be held 
to plan and promote the Fifth District 
Regional Convention, April 11-13, 1957. 

Governor Gene Grenon, Gregory & 
Leonard Office Equipment Co., Inc., De- 
troit, appointed the following committee 
chairmen: Howard B. Klein, Burrows Bros. Co., Cleveland, 
general chairman; Elmer Kral, Buckeye Office Supply Co., 
Cleveland, entertainment; C. B. Clarke, S. Barkers’ Sons Co., 
Cleveland, reservations and registration; Joel Smith, Mar- 
shall-Smith Co., Cleveland, hotel arrangements; MHarry 
Howard, Minnesota Mining & Manufacturing Co., ladies’ 
entertainment; George Rocker, All-Steel Equipment Co., 
Travelers’ committee; Pat Patterson, manufacturers’ represent- 
ative, Travelers’ registration. Separate meetings of dealers and 
travelers were held in the morning. President Frank Graham, 
Yawman and Erbe Mfg. Co., presided over the Travelers’ 
meeting. 

The next meeting will be a dinner meeting at Hotel Cleve- 
land at 6:00 P.M. on January 31. Homer Lay, NSOEA, will 
attend, as he did the first. 





© 

Mrs. Ellen May, May Office Service, Beckley, W. Va., presi- 
dent of West Virginia Office Equipment Dealers Association, 
announces the next meeting to be held on February 23, at 
The Press Club in Charleston. There will be.an outstanding 
speaker from The National Cash Register Co., and Mrs. May 
hints at quite a delightful surprise in store for those who will 
attend. 

8 

Change of date on the Motor City Travelers Club 1957 
Cavalcade of Sales has been made to January 30. An excellent 
program is planned, starting with cocktails at 6:30 P.M. at 
Hotel Fort Shelby in Detroit plus a good dinner at a nominal 
fee. The guest speaker is Russell Robbins, sales manager of 
The L. A. Young Spring & Wire Company. 

* 

The Cincinnati Stationers and Travelers Christmas Party 
was the usual outstanding success on December 6 at Beverly 
Hills,,in Newport, Ky., just across the Ohio River from Cin- 
cinnati. 

More than 100 people attended, and a hilarious time was 
had by all, especially Bill Willenborg, Willenborg Stationery 





enter holiday spirit with annual 
Christmas party held December 6. 


Cincinnati Stationers 


& Printing Co., Chet Harper, manufacturer’s representative, 
and Herb Manring of Manring’s Office Supply, Hamilton, 
Chio — they walked off with some nice cash prizes. 

During the afternoon preceding the affair, Janet and Cal 
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>” easy to operate—easier to sell. .. 


the new ALL- ELECTRIC 


(A ADDING MACHINE 


Fingertips literally float over the moulded keys... everyone who tries 

this sturdy and dependable REGNA becomes a “high speed” operator .. . 
everyone who sees it admires the streamlined styling, the legible 

keys and listing, the clear curved window for maximum visibility. REGNA’s 
rugged Universal Electrolux Motor does all the work—chases fatigue— 
increases daily employee productivity! 


Swedish steel, Swiss precision counters; 
different capacities from 6 total 7 up; 
fully automatic safety keyboard; rear 
rubber rollers for portability; in 

light grey and ivory. 

Also—low-priced hand 

operated models. 


Gentlemen: 

Please send more information on the new Electric Regna 
Adding Machine and outline advantages of becoming a Regna 
Dealer. ' 


IN CANADA: Regna Cash Registers of Canada Ltd., 704 Notre Dame St. W., 
Montreal, Que., and Business Equipment Machines, 489-R King St. W., Toronto, Ont. 


OUTSIDE CONTINENTAL U. S.: Jorgen S. Lien, Box 507, Bergen, Norway. City ...............--.---. 
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one source 





you need from 





All the Shears 






NEW YORK OFFICE—1107 BROADWAY 


loner 
OHIO 


It’s 


f the Stat 


trements o 


UTILITY SHEARS 
FREMONT, 


precision made to 


EDITOR’S SHEARS 


line of shears... 


CLAUSS CUTLERY CO., 


Clauss Shears are made by craftsmen to be used by 
And because they are 


craftsmen. 
last—selling them builds long-lasting good will. 


BANKER’S SHEARS 
always better to sell the best. 


HOT HAMMER-FORGED 








built specifically to meet the requ 


FINE CUTLERY SINCE 1877 


Ls 


ONLY. ee the 





Long, Cal Long and Associates, opene.! their lovely home to 
quite a number of celebrants. After the party, Jame and Art 
Frey, manufacturers’ representatives, did the same. All in all, 
it Was quite a day. 

* 

Welcome to new manufacturer member of NSOEA — Na- 
tional Artcraft, Inc., (formerly National Detroit Publishers, 
Inc.) of Detroit. The firm manufactures’ personalized greeting 
cards, wedding announcements and stationery. Bert Johnson 
is general national sales manager. 

. 

Gene Hall, formerly associated with May Office Service, 
Beckley, W. Va. and Pounsford Stationery Co., Cincinnati, 
has left the industry. Gene has gone “spiritual”; he is now 
connected with a whisky manufacturer. 

* 

SIR STORK FLIES ON: Mickey and Herbert Buhler, Jr, 
announce their first-born, Pamela Jane, on December 5. Herb 
runs Baker and Haigh Company in Detroit ...... Mary Beth 
and Bob Reber, S. & W. Office Equipment Co., Cincinnati, 
also had a new daughter, Paula, early in December. 

. 

The Indianapolis Stationers & Travelers Christmas Party 
was a wonderful affair at La Rue’s Supper Club in that city, 
The affair was graced by the appearance of Governor Gexe 
Grenon. He also attended the Cincinnati party with his lovely 
wife and mother of his four kids — Marge. 

. 

DEALER MOVES: The S. & W. Office Equipment Co., 
Cincinnati, has moved to new and larger quarters at 215 E. 
Eighth St. Walter Swedersky is the buyer ....... Home 
Office Supply Co., Inc., of Detroit has moved to new and 
larger warehouse and offices at 13720 W. McNichols Road. 
The firm plans to use a third of the 6,000 sq. ft. of space for a 
self-serve operation. President of the firm, Morry Wasserman, 
tells us that he and his two brothers, Irv and Jack, are back 
together again — they all formerly were with Service Office 
Supply Co. Jack has just joined his brothers’ firm; he was in 
his former connection 18 years. Good luck! 

* 

PASSED AWAY: Leland Stanford, 61, on November 28; he 

was a retired salesman of Columbus Blank Book Co., Colum- 


Se IT ck eine ae William F. Kressbach, 63, on December 
10, credit manager of Weis Mfg. Co., with the firm since 
i. tx toa & Kenneth Read, on December 3, of the old firm 
of Fox, Castleman & Read, now The Miles Fox Company, 
Detroit... .. . Art Fontaine, on December 9, of Deckers, 
Anderson, Ind...... Mrs. Flora Gruen Bieser, 82, mother of 


Horace Bieser, Everybody’s Office Outfitters, Dayton, Ohio 
el . Frank Borgerding, on December 5, father of Mrs. 
George Handorf, The Globe-Wernicke Co. Our condolences 
to the respective families. 

Borroughs Mfg. Opens New Warehouses... 








| BORROUGHS MFG. CO.% KALAMAZOO | 


OFFICE FURNITURE DIVISION CHICAGO WAREHOUSE | 


™ Wu JOHNSON 
J © ASSOGATE 


Wu |ONNSON™ 
Wrissouate ‘ ; 
— “ - — ee 
; mn i ; 
) i -- f 








Two new warehouses were recently opened by the Borroughs 
Mfg. Co., one, pictured here, at 3120 W. Irving Park Blvd., 
Chicago, under the direction of representatives William John- 
son and Sam Gann, also-pictured, and the other in Portland, 
Ore., where the firm uses a public warehouse facility and fills 
orders through Wayne Journigan, sales representative. 
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the 
Leopold 
free-form 
llesk 


eg 


beautiful 


FUNCTIONAL 

















The new Leopold Free-Form Desk is the ultimate 

in modern functional design. Bold, beautiful lines tend 

to “wrap this desk around” the businessman, 

bringing everything closer to him for new working ease. 

Warm wood tones, fine Leopold craftsmanship, plus distinctive design 
creates a desire to own, to buy... makes the new 

Leopold Free-Form Desk easier to sell. 


Write for complete information. 
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Arm ‘Revolving Chair 
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Model No. 68! 
Arm Chair 


Looks can fool you! Take the Gregson 680 Series, for 
instance. Sure, it looks light and airy . . . but man, these 
chairs are rugged! 

Spring and foam rubber seats offer lasting comfort to 
the modern executive, and at a price that he will thank 
you for. Scuff plates and 2-inch ball bearing casters add 
long life to the beauty and ruggedness of the Arm Swivel 
Chair. And handsome brass ferrules on the Companion 
Arm Chair add that “extra something” that makes them 
sell fast. 

Both chairs are available in Gros Point and Naugahyde, 
or Gros Point and top grain leather combination ... in 
a wide range of colors . . . and at a price to suit even the 
grumpiest purchasing agent. 

There’s a new feeling in office furniture .. . a new light ’n 
airy look. It’s available in the new Gregson Series No. 600. 
Write for full information today. 


DEALER INQUIRIES INVITED 























GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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Takes Post with All-Steel Equipment 


Robert H. Bailey was recently appointed 
assistant to the Minneapolis, Minn., dis- 
trict manager Jerre Smith by the AIll- 
Steel Equipment Co. Mr. Bailey pre- 
viously was in the retail end of the 
business as one-third owner of the Bailey 
Typewriter Exchange, where he handled 
All-Steel Equipment as a dealer in 
Southern lowa. 





Al Smith Represents Charles C. Smith 


Al Smith has been appointed sales repre- 
sentative of Charles C. Smith, Inc., man- 
ufacturer of Smith-lndexes, for the 
states of Texas, Arkansas, Louisiana, 
and Oklahoma. Mr. Smith, whose ad- 
dress is P. O. Box 4886, Dallas 6, Tex., 
is well known to dealers in the south- 
west, having traveled the area for many 
years. 








Richard Koch Named to Firm Board 

Richard Koch has been named to the board of directors 
and also treasurer of Koch Brothers office supply firm of 
Des Moines, Iowa. He fills a vacancy caused by the death 
of William Koch, Jr., who was killed in an airplane crash 
in California. ; 

Mr. Koch has been with the Koch Brothers firm since he 
graduated from Iowa State College, Ames, in 1948. He served 
in North Africa and Italy in World War II.—AL 


Export Statistics 


of U. S. office machines, 
equipment and supplies 





NET Value 
Quantity Dollars) 

Accounting Machines Non-descriptive, eS Punched 
Ee eer re Se ; 388 542320 

Accounting Machines Descriptive, except. " Punched card 
Mn) wuew'sowaeé cd eased ad as ee : 392 955395 
List Adding Machines except Punched Card, New 1884 328324 
Non-List Calculating Machines, except Punched card, New 943 391379 
Non-List Adding and Printing Caiculating Machines, New 269 77559 
Card Punching and Auxiliary Machines, New . 267 600913 
Accounting Etc. Machines, Used and Rebuilt .... 647 173279 
Parts for Accounting Etc. Machines 2030305 
Addressing Machines ............002-- 120 B4984 
Accessories and Parts for Addressing Machines 63669 
Dupiicating Machines, except Lithograph Offset ‘ 910 194693 
Duplicating Machines, Lithograph Offset 85 135169 
Parts for Duplicating Machines ........... 99847 
ee , eRe ae ; 750 243400 
Cash Registers, Used and Rebuilt ........ 317 42547 
Parts for Cash Registers 249512 
Typewriters, Standard, New, except ‘Electric ; 4426 528211 
Typewriters, Standard, Electric except Automatic, New 632 168879 
Typewriters, Portable, New ............. 1559 93796 
Typewriters, Used and Rebuilt, except Automatic 1893 86037 
I UN ok ons o's xe os Ba en see 128 146224 
Parts and Accessories for Typewriters tain 869939 
Staplers, For Office ion bb Ohee e whinle ee 48025 83044 
ne eer 580 134669 
Mail-Handling Machines and Parts ........ 45:84 
Check-Handling Machines and Parts ..... hs eth 66883 
Office Machines and Parts, Nes .......... s% , 208°21 
Mechanical Pencils, all Materials, Doz. ..... ccese Ree 61480 
Mechanical Pencil Parts 7 13°88 
Pencils, except Mechanical Black Lead, Gr. aah 30426 91327 
Pencils, except Mechanical, Nes., Gr. ... : 3678 21567 
Pencil Leads ‘on secbs es Sede oee's 5 ‘ Se 54271 
Crayons A SE. 70049 
Fountain Pens, Ball Type, Doz. ........... 167094 405461 
Fountain Pens, except Ball Type, Doz. .... Raw . 23352 584250 
Ball Pen Refili Ink Cartridges, Doz. ....... : 166584 197250 
Fountain Pen and Ball Pen Parts, Nes. . 200969 
Fountain Pen Points, Gr. .*.........+... 31574 120269 
Carbon Stee! Pen Points, Gr. ............ . 13150 14637 
2} Se ns a - cheee 8378 54063 
Ink, Writing ie alten 72736 
Ink, Nes Ree ee ae 183009 
Carbon Paper, Lb Py eet 132427 120593 
Ribbons Cloth Inked for Office Machines ........ 52745 
perce Saperies, Wes... cciccecdevs ; 433649 


“(Nes —Not elsewhere. specified) 
Figures for September, 1956; Released in December, 1956 
by the U. S. Department of Commerce 
(A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Deoartment of Commerce, Washington 25, D. C.) 
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Holds Finest Duplicator 


AT THE WORLD'S LOWEST PRICES 


Introducing 
SPEED-O-PRINT’S 


LIBERATOR MODEL SOO ELECTRIC 


SPEED-O-PRINT CORPORATION 


1801 W. LARCHMONT AVENUE + CHICAGO 13, ILLINOIS 












INGENTO Juality 
is Easier to Se 


eeeeeeeeeeeevrseevnvneevneeneveaesreeeerereeeneee 








Fated. TFT 


EEE ey 


At first glance you can see INGENTO’s Quality 
and superiority. It’s the line that offers so many 
extras to dealers and users alike . . . from the 
small 6 inch models right up to large heavy duty 
table models. 


THERE’S AN INGENTO CUTTER FOR EVERY PURPOSE 


Offices Homes Schools Industry 
Shipping Art & Photography Manufacturing 
eee GS 6 es € te CH GCOS 8 460 ‘eee ewow ee eeee eee eereee 


Wm. P. Corbett 
Charlestown Village 
Phoenixville, Pa. 


Sales Representatives: 


Harry Tehan, Jr 
84 Peachtree St., N. W. 
Atlanta 3, Ga. 


M. G. Patterson 
3710 Grosvenor 


Cleveland, Ohio Harry B. Gorline 


930 Sutter St. 
Milton Havlick San Francisco, Calif. 
4827 Marietta 
Houston, Texas 


Martin M. Moldow Assoc. 
401 Broodway 


New York 13, N. Y. Frank L. Gray 


199 Burns Ave. 
Atherton, Calif 





"*eerteeresee ee eeeae® 


seeer epee eeteeeeeeen eee 


TRIMMERS 


Send for Illustrated Sales Brochure 
MANUFACTURED BY 
IDEAL SCHOOL SUPPLY COMPANY 
8312 South Birkhoff Avenve — Chicago 20, III. 
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6th District Notes 


C. O. SCHLAVER, correspondent 
Office Appliances 
600 W. Jackson Bivd., Chicago 6, Ill. 





Clarence W. Clemen of G. J. Aigner Company is the new 
president of the Great Lakes Travelers Club, succeeding Harry 
Hoffman, Joseph Dixon Crucible Company. 

At the election held December 27, other officers named are: 





New Officers . . . Heading up GLTC in new year are 
(left to right): Bill Miller second vice-president; C. O 
Schlaver, third vice-president; Clarence W. Clemen, 
president; Ray J. Eichenlaub, comptroller; Bill Murray, 
secretary, and Herb Johnston, treasurer. Missing from 
the picture is Benny Allen, first vice-president 


First vice-president—Benny Allen, Venus Pen & Pencil 
Corporation. 
Second vice-president—Bill Miller, Minnesota Mining & 


Manufacturing Company. 
Third vice-president—Clarence O. Schlaver, OFFICE AP- 
PLIANCES. 
Secretary—Bill 
lreasurer—Herbert Johnston, Ace 
Comptroller—Ray J. Eichenlaub, Service Steel 
Company, re-elected. 


Murray, Geyer-McAllister Publications. 
Fastener Corporation. 
Products 


The GLTC annual Christmas party, held under the chair- 
manship of Herb Johnston, in the Bal Tabarin Room of the 
Hotel Sherman, was a successful affair on December 14. It 
was a time of good fellowship, friendship and toasts to the 
holiday season. 

Welcome guests included President Leonard Wilcox of 
NSOEA; the executive vice-president, Paul Burbank; Gov- 
ernor Byron Johnson of District 6 NSOEA, and a number of 
former governors including Jesse Peck of Springfield, Art 
Finger of Milwaukee and Ed Napp of Manitowoc. It was an 
occasion, too, to salute as a head table occupant that grand 
guy of the industry and Lionism, G. J. “Chief” Aigner. 

Leonard retold that beautiful legend of the Fourth Wise 
Man, Paul expressed his appreciation of being a guest at this 
annual function, one which he never misses, and Governor Byron 
divulged some plans for the Sixth District convention at Rock- 
ford which should make this a “must” for the Illinois-Wis- 
consin-northern Indiana territory. A big party at the Wagon 
Wheel near Rockford is in the offing on Sunday night pre- 
ceding the convention. 

Gifts collected at the yule party were presented to the 
oldsters of Oak Forest Infirmary through arrangements made 
by Art Hutchison, Geyer-McAllister Publications, co-chairman. 

*. 


At a recent meeting of the board of directors of Siekert & 
Baum Stationery Company, Milwaukee, Wis., the following 
changes were made in personnel: 

Melvin Breutzmann was elected vice-president in charge of 
sales. 

George H. Schumacher was elected secretary and director 
of purchases. 

Edwin Gerds was promoted to store manager. 

Mr. Gerds has been associated with the organization for 
more than 46 years, Mr. Schumacher for 44 years and Mr. 
Breutzmann for 22 years. 

¢ 

It grieves us to report that Frank J. Lazowski of Apsco 
Products, Inc., has suffered a heart attack and is now confined 
at home. During his absence from duty Golden Blunt, Jr., 
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For offices that need 

dual protection = 

against loss of cash by 
burglary, against destruction 
of records by fire... 


THIS MODERN COMBINATION 
EQUIPMENT IS THE ANSWER 














Record safes are designed to resist fire. Money safes are designed 
to resist burglary. The practical, efficient way to combine fire 
and burglary protection is to anchor a money safe inside a 
record safe. 

This photo shows a Model 5533-B(2-hour) Herring - Hall «Marvin 
Record Safe with a built-in TR-30 Money Safe. Any of the larger 
record safes in the H-H.-M line (“A”, “B” or “C”’ labels) can 
be so equipped. 

The new TR-30 Money Safe offers extra protection against the 
most effective burglary tool. It is torch-resistant, and, in addition, 


HERRING *HALL*MARVIN SAFE COMPANY 


Hamilton. Ohio + BUILDERS OF THE U. S. SILVER STORAGE VAULTS AT WEST POINT 
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Card files and letter files, at 
convenient height, have sure 
protection against fire. 






































Currency, securities, gems anc 
other valuables placed in the 
money safe, are protected 
against both fire and burglary. 


the locking mechanism is protected by a newly-developed metal 
which resists carbide-tipped drills under enormous pressure. 
With this equipment burglary insurance rates may be reduced 
as much as 73%. 


Exclusive franchises are open in a number of important 
centers. 


Let us know of your interest and we will submit complete 
catalogues, with prices, on record safes, money safes and 
combination equipment. 





TODAY FOR 


INFORMATION 
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Insert wooden pencil at the 

natural writing angle . . . the 
Electro-Pointer instantly gives you a 
perfect point, automatically. Sharpens 
any size pencil, does not chew up pencil, 
but sharpens just enough. Proven through 
14 years of satisfactory service. Display 
it, it sells itself! 





WRITE 


COMPLETE 


1825 MACKLIND AVE. + ST. LOUIS, MO. + U.S.A. 








and Richard L. Manahan will service Metropolitan Chicago 
and the surrounding area. 


6 
New members of GLTC include Richard H. Bellner, Victor 
Safe & Equipment Co.; Herbert F. Dee, National Blank Book 
Co., and Art Replogle, Replogle Globes. 
*. 


Roy Montpas, son of Wes Montpas, manufacturers’ repre- 
sentative, has opened Valley Stationery, 203 E. Main St., St. 
Charles, Ill., and will be happy to greet travelers. 

e 

The annual birthday ball of GLTC will be held in the 
Cotillion Room of the Morrison Hotel on Saturday night, 
February 23. Elaborate plans have been made for this affair 
under direction of Dick Parella, chairman, and Doug Allen, 
co-chairman. 

. 

His many friends in GLTC and the industry wish Al Cote 
the best of success in his new position as sales manager of 
Reyburn Manufacturing Co. He is off for Philadelphia. 


Guest Book 


John E. Nielsen of Westin-Nielsen Corporation visited with 
our staff on December 17 on his way from his St. Paul head- 
quarters to the west coast. He is arranging for representa- 
tion of his company’s new line of executive office seating. 
With considerable experience in the office seating field, Mr. 
Nielsen is eagerly looking forward to early introduction of 
the first models of this new line. 





Wolt Stempel, of Stempel Manufacturing Company, stopped 
at OFFICE APPLIANCES’ headquarters for a brief visit on 
December 28. He had made a hurried trip to Chicago and was 
about to return to Dallas. The Stempel family have built up a 
prosperous business manufacturing small stationery specialties 
sold extensively throughout the United States. The business 
has expanded to inciude wood furniture in recent months. 
Associated with Wolt are his father, Walt, well-known 
throughout the trade as a traveler of many years service, and 
his brother, Hugh. 


A welcome visitor via telephone on December 28 was 
Dave Neuhaus, hustling manufacturers’ representative in the 
Kansas City area and official photographer of the Midwest 
Travelers Club. Dave was in Chicago to visit Stein Bros. 
Manufacturing Company, which he represents. 


Chuck Lee, Shedd & Lee, Ft. Collins, Colo., was a Guest 
Book signer on New Year’s Eve, 1956. A former resident in 
the Chicago area, when he was on the Heyer Corporation 
staff, Chuck is convinced that the climate of Ft. Collins is 
practically ideal. He reports that the business climate in his 
present home town is also good. The Chicago visit was of a 
personal nature, but Chuck took advantage of the occasion to 
call on friends in the industry, both among manufacturers and 
dealers. 


Cal Long and Jerry Devitt of Cincinnati, working together 
as manufacturers’ representatives, favored OFFICE APPI !- 
ANCES with a visit on January 3, being the first and second 
to sign the Guest Book in 1957. They were in Chicago to call 
at the plant of Stein Bros. Mfg. Co. whose brief cases they 
have been selling to dealers in the Fifth District for a period 
of years. Cal and Jerry are active members of the Fifth Dis- 
trict Travelers Club. Both have a hand in promotional work 
already started for the NSOEA regional meeting to be held in 
Cleveland April 11 to 13. 


D’Armond Appointed by Stationery Firm 

The Commercial Stationery Company, 220 W. Monroe St., 
and 175 W. Jackson Blvd., Chicago, has announced the ap- 
pointment of A. J. D’Armond as general sales manager. 

Mr. D’Armond was formerly associated with Horder’s, Inc., 
for a period of 12 years, as sales manager. 
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Ever Ready is the one and only <i oles 
desk calendar with the ‘Keyhole Slot.” 







A patented feature which cannot be duplicated. 
It is exclusive with Ever Ready desk calendars. 
The “Keyhole Slot’ makes stub removal and 
refilling quick and easy. There’s no fussing around 
with long screws. There’s no need to take the plate 
assembly apart to discard old page stubs. 
A real advantage to your customer. 
2 Ever Ready — the desk calendar with the “Keyhole Slot” — 


will boost impulse sales. Increase your year-end profit. 


REMEMBER. If you want to give your customers the 
best in desk calendars, order Ever Ready. 


It takes only seconds to discard old page 
stubs with Ever Ready’s patented “Keyhole Slot.” 





1. Just ONE TURN of the screws unlocks the plate. 2. Lift plate. Simply push plate toward back 
With on Ever Ready you do not have to take the of pad and lift off. 
screws completely out 





3. Remove stubs. Ever Ready pages are drilled 4. Replace plate. Just drop plate over screw heads 5. Tighten screws. That's all. The job is done. 
and slitted so that they can be pulled out without and slip toward front of pad. 
removing screws. 


Ever Ready Calendar f 


150 BAY STREET, JERSEY C 
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ny bee ‘DESK-TOP 
(py) FILING AIDS 


Saue “Jime... Save Space 
x Encourage Teatness 
ADJUSTABLE TO INDIVIDUAL NEEDS 





= one of these attractive Sengbusch steel 
filing aids can be a profit-maker for you. And 
they're easier to sell because this complete line 
has all the exclusive features wanted by every 
office supervisor. Every item combines highest 
quality and workmanship with non-mar rubber 
feet .. . priced to sell! Write for the Sengbusch 
catalog on the complete line of “Office Essentials 
of Distinction!” 


Xb KLERADESK 


DESK-TOP FILE keeps papers within 
easy reach, yet assures complete pri- 
vacy. Sturdy all-steel construction. . . 
easily inserted extra center sections, 
3 in., 6 in., 10 in. floors, available... 
choice of seven gleaming baked enamel 
colors. E-Konomy models in steel, and 
steeless in treated Hardboard, also 
available. 


‘*BUILD-UP’’ 


DESK TRAYS, precision made, are a 
versatile improvement over ordinary 
IN and OUT trays. Both letter and 
Jegal sizes may be used in stacks of 
two, three or more — precisely inter 
locked. Heavy steel . . . label holder 
both ends . . bright baked enamel 
finish available in five colors. Trim 
plates covering slots of top tray in- 


cluded. 


Xb caTA-RACK 


DESK TOP RACK keeps large directo- 
ries, catalogs and books neatly in place 
for finger-tip use. May be used in the 

for record storage, filing sheet 
music and dozens of other items. Eight 


‘*‘BUILD-UP' 
DESK TRAYS 


two-inch compartments . . . rugged Ps 
steel construction. Jf d 
ADAPTO-RACK CATA-RAC 


DESK ORGANIZER features strong steel 
base with 9 gauge steel wire separa- 
tors for functional good looks. Sepa- 
rators provide as many as 8 adjust- 
able compartments with provisions to 
increase to 14 compartments. Real 
desk-top efficiency at an economical 


price. 
db rive-a-sist 


FILING TRAY quickly hooks on left or 
right side of any file drawer for quick, 
“*hands free’’ filing. Holds letter and 
legal size sheets . . . handy slanting 
bottom keeps papers in place when 
filing. Cuts filing fatigue. Green, gray, - hi 
mist green, or desert tan finish. 


ADAPTO-RACK 


FREE order-pulling promotional Cir 
culars and Blotters, with your imprint! 
Also attractive, colorful Counter and 
Window Cards to help build sales in 
your store. 


FILE-A-SIST 





327 SENGBUSCH BUILDING 
MILWAUKEE 3, WISCONSIN 
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8th District Notes 


2001 S. Hanley Rd., St. Louis 17, Mo. 





IZZY VODA, correspondent 


Clint Cocper reports: 

There is an event in the 8th District that gathers momentum 
each yea! . and in the right direction. It’s the Kansas City 
Stationers Christmas Party. It serves a dual purpose: to collect 
funds for worthwhile purposes and entertain their employees 
and wives with a good wholesome party. 

This party also symbolizes the co-operation that should, 
and does, exist throughout the industry between dealer, em- 
ployer and the traveler. To help put the “cheer” part in the 
Christmas Cheer of this affair is the Midwest Travelers, donat- 
ing their time and monetary assistance. 

There are always doubting Thomases who question the 
large attendance at this Kansas City get-to-gether, so for proof 
of its popularity and ability to draw travelers and dealers from 
afar, here are the pictures by Dave C. Neuhaus, official 8th 
District photographer. The officers of the 8th District NSOEA 
Foundation wishes to extend their personal “thank you” for 
the group’s contributions to their fund. 





Here is the group of men responsible for this year’s Kansas 
City party. Left to right: Kenney Pendergast, general chairman, 
Geo. E. Baird & Son Inc.; Glen Evans, Columbia Ribbon & 
Carbon Mfg. Co. and secretary-treasurer Midwest Travelers 
Club; Gene Gore, Security Stationery Co.; Ray Kline, past 
governor 8th District, Security Stationery Co.; Mare Kitch, 
chairman publicity, Harry O. Boling Office Supply Co.; 
Charles Farley, manufacturers’ representative; Howard Blanch- 
ard, president Kansas City Stationers Association and of 
Fiddler’s Inc.; Bill Shockley, Sam’! Dodsworth Stationery Co. 
and secretary Kansas City Stationers Ass’n.; Jack Low, presi- 
dent Midwest Travelers Club and Minnesota Mining & Mfg. 
Co. 





Here is an excellent photograph of group from Schooley 
Printing & Stationery Co., Kansas City, Mo. Fifth from left, 
second row, is Val Messer, president of the company 





Probably the second largest group at the party was that of 
employees of Geo. E. Baird & Son Inc., Kansas City, Mo. 
Standing fifth from left is Paul Baird, president of the com- 
pany and one of the originators of the annual party. 

e 

Security Stationery Company has long been a booster of 

the party. Standing fifth from the left is Ray Kline, president 
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Buy the best... sell the best... keep your business growing! 


OLUMBIA 


Steel Office Equipment | 


“ A FILING CABINET FOR EVERY NEED @ DESKS AND TABLES FOR EVERY BUSINESS PURPOSE 
















CROSS FILES 


DESK HEIGHT FILES 























NINE-TO-FIVE 




















Co ONE DRAWER AND R FILES == STANDARD HEIGHT COUNTERS 
SHORT LINE FILES 


Mi fg {he 
Aik 


: a 
1 


LEDGER, MICROFILM & COUNTER HEIGHT FILES CARD INDEX FILES 
FINGERPRINT FILES BLUEPRINT FILES 








COLUMBIA STEEL EQUIPMENT COMPANY 


FORT WASHINGTON, PENNSYLVANIA 
Telephone — Mitchell 6-4100 





Attend the National Furniture Convention, March 28-31, New Orleans 
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FOR BIGGER SALES 


A Quality Line — 
Sensibly Priced! 


Aytistic 


PRODUCTS 


FOR BIGGER PROFITS 





LINOLEUM DESK PADS 








DESK BLOTTER PADS 
LEATHER DESK SETS 
WOOD DESK TRAYS 


WOOD COSTUMERS 





WOOD WASTE BASKETS 
ALUMINUM COSTUMERS 
ALUM.WARDROBE RACKS 
MASONITE CHAIR MATS 
CARD INDEX BOXES 

CLIP AND ARCH BOARDS 


OFFICE SPECIALTIES 











Write for our 
NEW 24 page 
illustrated Catalog 















































33rd STREET, NEW YORK 54, N.Y 
ESTABLISHED 1920 
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of the company. Also, in the group are Earl Collins, Rockwell 
Barnes Co.; Max Keating, manufacturers’ representative, and 
Tom J. Seward, Swingline Inc. 





Fiddler’s Inc., Kansas City, Kansas and Allen Marking 
Products, Kansas City, Mo. joined forces to pose for this 
picture. Standing fifth from left, second row is Howard 
Hendricks, president, Allen Marking Products; third from left, 
second row, is Howard Blanchard, president Kansas City Sta- 
tioners Assn. 





~~ . 
¥ 
Yr) 

Gallup Map & Stationery Co. introduce part of their em- 
ployees. Third from left is Arnold Hoppe, General Manager, 
also with the group is Owen Doss, Associated Stationers Sup- 
ply, first row and Ed Tardy, National Blank Book Co., sec- 
ond from right. 





Sam’l Dodsworth Stationery Co., pose with the company’s 
President, Wm. McKeighan, third from left. Fourth from the 


left is Wm. Shockley, secretary of Kansas City Stationery 


Assn. 


John A. Marshall Co. turned out in full force to enjoy 
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Get A Bigger Share Of The Stapling Business . . 
Feature ACE . . The Fastest Selling Top Quality Line! 


ACE STAPLING EQUIPMENT offers a complete 
line, built for a lifetime of dependable service. 





ACELINER 


NUMBER 502—World’s finest, most attractive 4-way 
Stapler . . . handfastens, staples, pins, tacks. Loods 
ACE STANDARD 210 ACELINER Staples No. 2025. 


ACE SCOUT 





NUMBER 202—Top quality at low 


price. Gives perfect performance. NUMBER 102—Famous for endurance. Gives perfect 
— 105 ACE Scout Staples No. lifetime performance. Uses standard size Staples. 





ACE STAPLE REMOVER 


You can easily sell an ACE Staple 
Remover to every user of a Sta- 
pler. Snaps out Staples quicker, Vamaithi 


easier. Millions now in use. 


ACE. CLIPPER 





NUMBER 402—Used the world over. Thousands still NUMBER 702—Saves time and money for florists, dry 
in use after 25 years of daily service! Staples, pins. cleaners, stores, schools, factories, offices, Loads 210 
Loads 210 standard size Staples. ACE Clipper No. 700 Staples. 


Your customers will be better served . . . and better satisfied if you sell them an 
ACE! Any ACE Stapler is by long odds the finest, most efficient and dependable 
machine in its price class. And, perfect performance is doubly assured when you 
recommend only ACE stronger Staples. They are scientifically cemented in fine 
strip form to flow freely through all Stapling Machines. % Check up now. Have 
ACE STAPLES you a stock of the full line? Use the coupon for samples of the forceful ACE 
literature and display material available now. 





ACE Staples have highest tensile 
penetrating strength. Made of 
finest steel wire. Fit all standard 


Staplers. ee ee ee ee ee ee ee ee ee ee eee eee ee ee 


ACE FASTENER CORPORATION 
3415 North Ashland Ave., Chicago 13, Ill. 


Gentlemen: Please mail to me, at once, samples of the ACE displays 
and sales literature indicated below. 

DISPLAYS: ([] ACELINER [] PLOT [] SCOUT [) CLIPPER 
(] REMOVER [] STAPLES [] CIRCULARS OF COMPLETE LINE 




















NAME 
ue 

Manufacturers for over 25 years of fine Stapling Equip- COMPANY, 
ment for all types of office and industrial use. Sold through 
dealers exclusively. General offices and plant, Chicago 13, ADDRESS. 
U.S.A. In Canada: Canadian Staples Ltd., 6705 Upper 
Lachine Rd., Montreal 28 * 258 Wallace Ave., Toronto CITY ce 
OA-2/57 169 





ah et aoe 


ane a <> nel inraked meee 


~~ CURMANCO 


OFFICE TOOLS 


A Complete Line 
THE FINEST IN TIME SAVING STEEL OFFICE SPECIALTIES 


Clears Your Desk For Action! 
GLETTER RACK NEW TRAYS WITH 





CUT OUT FRONTS 


Sorts, classifies and <‘stributes the 
papers of your daily work. Inward- 
ly sloping trays catch and hold 
papers. Label holders on both sides. 
No corner posts to dodge. Electric- 
ally welded, ready to use. 


OLIVE GREEN—MIST GREEN—GRAY—COPPER TAN—BROWN 
NO. 102 LETTER SIZE 2 tray and base. $5.50 LEGAL SIZE 


NO. 103 LETTER SIZE 3 tray and base. $6.50 ADD $2.00 
NO. 104 LETTER SIZE 4 tray and base. $7.25 








Daily Business Sorter! 


SORTING TRAY ’ 






Active papers can be re- : = 
ferred to instantly ... open Oe 
like @ book. When used with = 
A-Z index, folders or tab 


guides the corrugations in 
the bottom prevent slipping. 

















OLIVE GREEN 
NO. 115 LETTER SIZE without index $4.00 
NO. 116 LEGAL SIZE without index $5.00 
STATIONERY » 
SEPARATOR Pad 


Fits into standard typewriter 
desk drawers without papers 

when drawer is 
used. inches high, 4 Letter size and | half 
size trays. Holds 200 sheets. 87/," x 18” x 3” 
Electrically welded one piece. NOT ADJUSTABLE! 


LETTER SIZE with 5 divisions—Wt. 4 Ibs. $4.50 | 





NO. 310 








PIGEON HOLE FILE 


Keeps letters, pads and forms 
separated wherever they are 
used . . . Shipping Room, Stock 
Room or Office. Pockets 1” 
apart. Letter size 82 x 11'/%, 
— Welded. Ready to use. 
SPEEDS UP BUSINESS ROUTINE 








NO. 106 LETTER SIZE with 6 divisions—Wt. 7 Ibs $ 7.5 
NO. 107 LETTER SIZE with 12 divisions—Wt. 10 Ibs ..$15.0 











Adjustable Center Drawer 
DESK TRAY 


Pins, Pencils, Paper 
Clips and other 

needed desk drawer 
materia! available without clutter and confusion 


PACKED 12 TO CARTON 
g NO. 425—4” x 17%” x 18” to 31” adjustable. 12 to carton $2.50 | 







ART STEEL 
OLIVE GREEN FINISH 











MAIL SORTER 



































; 
‘ 
, 
, 
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Holds your 
incoming 
mail for 
employees, 
customers. 
20 BIG 
POCKETS 
AteZ 
SIZE 7x41/2%20'/2" 
GREEN——-GRAY——BROWN 
’ NO. 144 — Weight 6 Ibs. $10.00 
‘ 
‘ 
ORDER TODAY! 
4 CURRIER MANUFACTURING CO. tailed 
**"" 2448 W. LARPENTEUR AVE., ST. PAUL 8, MINN. 





the party. Also present with the group is Walter Bryzek of 
Johnson Chair Co., third from the left, second row. 





Left to right: Mr. & Mrs. Dallas Traxler; V. O. McGaughy, 
general manager, Federal Staty. Co., Kansas City Branch; 
Wayne Mitchell, Sanford Ink Co.; Mrs. McGaughy; Mrs. 
Mitchell; Mrs. John Chowning and John Chowning, Federal 
Stationery Co. 





Left to right, standing: V. O. Mc Gaughy, Federal Station- 
ery Co.; Heine Sengbusch, Manufacturers’ representative; Bill 
Cromwell, Eaton Paper Corp.; Dan A. MacDougall, Station- 
ers Loose Leaf Co.; Glen Evans, Columbia Ribbon & Carbon 
Mfg. Co.; Pat Richards, Columbia Ribbon & Carbon Mfg. 
Co., and Ray Baldwin, Hambal Sales Co. and past governor 
8th District. Seated, left to right: Mrs. A. F. Sengbusch; Mrs. 
Dave C. Neuhaus; Mrs. W. F. Cromwell; Mrs. Clint Cooper; 
Mrs. Glen Evans; Mrs. Pat Richards and Mrs. Ray Baldwin. 

a 

It’s a baby girl for the Carl Nelsons, Buschart Printing & 
Stationery Company. Mother is doing well and father is be- 
wildered! 

© 

The St. Louis Stationers Association Christmas Party held 
at the Gatesworth Hotel in St. Louis on December 17 was 
quite a gala occasion. It was attended by 65 dealers and their 
wives and was presided over by our genial president, Lou Blair. 

Py 


Bruce Anderson, son of Mr. & Mrs. Maxwell Anderson, Ox- 
ford Filing Supply Company, recently underwent an operation. 
Bruce, we all hope you have a fast recovery! 

° 

Bill Bohart, Eberhard Faber, had the misfortune of fractur- 
ing both of his ankles during a fire at the Chase Hotel. We 
all hope you are back on your feet before too long, Bill! 

. 

Esther Fine, St. Louis Office Supply, is now back on the job 
after a recent injury caused by her car running over her foot. 
We are all glad you are getting along so well! 

ry 

Herbert Held, Blackwell-Wielandy, chairman of hotel res- 
ervations for the 8th Regional district convention to be held 
at the Chase Hotel in St. Louis on April 28, 29, 30, reports 
that reservations are coming in fast. If you haven’t made your 
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Your smartest move! 


There are more dollars for you in every Seal-O-Matic sale . . . lower 
inventory cost . . . higher per unit profit . . . no dead-end modeis, no 
obsolete shelf-sitters, but a streamlined quality selection of fast-moving 
Automatic and Manual Tape Dispensers and Moisteners. Backed by an 
aggressive advertising campaign and merchandising program. Write 
for details on Sales Promotion and cooperative Direct Mail campaigns. 







Pile. 























WALTERS 60 Automatic 


FLASH Dispenser $18 95 retai SURWAY Envelope and 


Label Moistener 


Brush Sealer Push-down handle,¢dispenses. %." | 
$6 50 il 1! 2° wide gummed tape in adjustat $3.50 retail 
° retai lengths 2” to 7 Lifetime blade 1%“ pure bristle brush, ideal for 


For tape up to 11%.” wide; removable Rustproof, unbreakable. Removab labels, stamps, envelopes, etc. Heavy 
aluminum water box, easily cleaned or water box. Pure bristle brushes. Han non-tip, rust proof, all metal body, 
filled. End-to-end moistening. Control mertone gray plated brass top, rubber feet. 

guides offer smooth non-clog operation. CHROME TOP MODEL £19.95 re! JEWEL 3” brush model... $4.25 retail 
















SENIOR 3” 
Automatic /& 
Dispenser 







» 








, 


CELLO Definite Length Ejects gummed tape of predetermined 


Dispenser $12.98 retail lengths 2%.” to 36”, widths 114%” te < 
3”. Visual measuring scale, lifetime UTILITY Sealer - 
stainless steel blade, pressure weight < 

°*8.50 reta 









For cellophane or pressure sensitive 
tape. Prevents waste! Feed stop mech- 
anism measures and ejects lengths ad 






on 2 bristle brushes assures even wet- 
justable up to 4” each press ting. Side bottle maintains — level ae en at ee 
Tape Slitter—splits tape in half length in removable tank. Fully enclosed body. 
wise, ejects 2 equal pieces each press HEAVY DUTY No. 55—for reinforced 

$1.00 extrco [RC ee $55.95 retail 













LEWIS TRIGGER- ACTION SAFETY KNIFE 


Only knife with auteo- 
matic spring safety guard 
over blade. Specified by 
U.S. Army, Navy. Chrome 
finished, rustproof, un- 
$] 50 breakable. 5 FREE blades. 

. Individually boxed, 12 


y = Ee 
3 ole? ee) 24,1473 retail tc colorful display carton. 


LIGHTNING Brush Sealer only *2.10 retail LEWIS UTILITY KNIFE 







ee 
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& . World's fastest Box Opener—2 m 
10.85 retail lion sold! Slides along tap edges of only 75 votett 
Heavy duty 3” pull sealer. Pure bristle cartons, cuts top cover only without Rustproof, yee 
brush, 4 sets of rollers, plus subway damaging contents. Completely safe ors ae onan 
feed assure easiest flow of any pull Prhyents accidents. 5 FREE blades; cust ned. melded s, a hood 
sealer on market. Removable aluminum : pfaof, énbreakable, used by U.S. Govt ned, m . to fit wade 
vater box and major chains. Individually boxed uses 4 notch adjustable 
; blades. 
ORDER NOW ... or write for further details and discounts! (Prices slightly higher West of Rockies) 
e 
Our 22nd Year DISPENSER CORPORATION 
Formerly Lipton Manufacturing Co. Dept. OP-2,169 Murray Street, Newark 5, N. J. 
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te hotel reservation as yet, Herb advises you had better do so at 
ee once! 
Reminders  __x; : 
NEW: 
Dick Fuller - Smead - pink Chrysler 
Tom Seward - Parrot Speed - white Olds station wagon 
Dave Neuhaus - Invincible and Stebco - Red Buick 
Lou Blair - Blair Office Supply - Ivory Mercury 
fe : ps Leonard Wilcox - Roberts Printing & Stationery, President 
METAL SIGNALS ___ of NSOEA. - new hound dog named Elvis! 


i rds 
for Vertical Reco New Self Selection Stores - 1956! 


Schooley’s, Inc. - Kansas City, Mo. 

Duke, Inc. - Wichita, Kansas 

Southwestern Stationers - Ponca City, Okla 

Halls Inc. - Topeka, Kan. 

Roberts Printing & Staty. Co., Hucthinson, Kan 
Gallup’s - Kansas City, Mo. 

Clark Peeper - Clayton, Mo. 

S. G. Adams - St. Louis, Mo. 

Comfort Printing & Stationery Co. - St. Louis, Mo 
Joplin Printing Co. - Joplin, Mo. 





Nu-Vise 









House of Wren - Oklahoma City, Okla. 


b u- Vi : Z METAL SIGNALS Consolidated Office Supply - Salina, Kan. 
for Visible Systems Office Outfitters - Kansas City, Kan. 
Te so _ (ANY DEALERS OMITTED, PLEASE WRITE ME) 


The Second pre-regional, 8th District meeting will be held in 
St. Louis at the Chase Hotel, February 1 & 2. The meeting 
will be presided over by Governor Sid Anderson of Latsch 
2 =  Bros., Omaha, Neb., Lou Blair, Blair Office Supply, St. Louis, 
No. No. No. No. No. general chairman, and John Low, Minnesota Mining, president 








04 09 O2 O8 06 =‘ of the Midwest Travelers. 
Ye" He" Va" VY" VA" ee © 


We are all sorry to hear of the recent death of Mrs. Harold 

















Joyce, Scripto, Inc. Our deepest sympathy to you, Harold and 
Terry. 





PLASTIC SIGNALS 


for Visible Systems . ° 
; ee “MEET 2E IN ST. LOUIE” 
Chase Hotel 
April 28 - 29 - 30 - 1957 





No. 80 No. 81 
he es 


















TRANSPARENT 


Crim PS gra f crimped SIGNALS 


for Protected Visible Cards 


<> Thumb Tacks 








| No. 60 No. 70 
Yj," Y,” 
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PLAIN STRIPE _ CROSS __ Noesting considers QUALITY 


Large Variety of Sizes and Styles. 








is of first importance. 


A full variety of colors, shapes and sizes 


‘8. GRAFF COMPANY — NOESTING PIN TICKET CO., INC. 
1 Ave., Cambridge 40, Mass. 728 E. 136th Street, New York, N. Y. 
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1747-4 - the manufacturer’s key to office appliance Security 


1974 Metal drawer lock 4153 Metal door ACE 7-pin tumbler 
2 Cabinet combination lock lock 
FOE Cohinet qenenaras 3466 Sliding door lock %" travel 


ni“ type . 1 L. 
in 180° turn 

1968 & 1970 Metal orwooddrawer 75.19 Locking cabinet or locker 
locks handles and plain handles 

1747 Lid lock (75-50), individually or in 

: sets 

1747-4 Strike for above lock 76-10 “T” type locking handles and 
5001 & 5002 Filing cabinet locks plain handles (76-50) as 


2221 Metal door cam lock above 


The equipment you manufacture is only as tamper-proof as 
the locks you install. Make security one of the key points of 
your line by installing Chicago Locks. No obligation for engi- 
neering cooperation. Write for our complete catalog. 


CHICAGO LOCK Co. 


2026 N. Racine Avenue « Chicago 14, Illinois 
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that’s eliminated with 


HYGIENIC 


Foot Comport 


MATS and RUNNERS 


The quality floor mats that reduce fatigue 








and increase efficiency for all who must 
work standing. 


e Available in 8 Marbleized Colors 


| Benes the Secret.-- 


. ing 
. bber tile floorin 
vole psc rubber base 
ort without 


A beav 
bonded to & SP 
provides proper supP 
being “mushy: 


Hygienic Foot Comfort Mats and Runners will make 
a fine addition to your line—sure to please your 
customers and be highly profitable to you. Write 
today for details and prices. 


@ THE HYGIENIC DENTAL MFG. CO. 


AKRON 10, OHIO, U.S.A 
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9th District Notes 





M, H, “MIKE HOLBERG, correspondent 
5939 Berkshire Lane, Dallas, Tex. 


An important notation to the travelers of the Ninth District 
is that Mardi Gras begins in New Orleans on March 1 and 
continues through March 6. This word comes from “Tony” 
Spatafora, general manager of the Monteleone Hotel. We 
thought it a good idea to notify you of these dates, reminding 
that hotel rooms are scarce at that time of the year. 

* 

Neil Freund sends word that Bill Coulson, formerly a sales- 
man with Barefield & Company of Jackson, Miss., is now with 
fombigbee Printing Company of that city. Jim Coleman is a 
salesman with Allen Office Supply Company of Jackson. Jim 
was a touring professional golfer until a few years ago, and is 
now breaking par as a supply and equipment salesman. Earle 
Fisher, owner of Fisher Stationery Company of Greenwood, 
Miss., has recently moved into his new ultra-modern home. 

* 

We also have received word that Ward Silliman has sold 
his home in Dallas and has moved to a swanky apartment. 
Edgar Jordan, Jr. of Jordan Stationers and Printers of Alex- 
andria, La., tells us that his formal opening will be approx- 
imately February |. Edgar assures us he wili notify us as soon 
as a definite date is set. 

° 

Bill Scheffler, prexy of the Texas Travelers, sends us the 
following information: Richard K. Turpin, Victoria, Tex., 
formerly with Victoria Typewriter Company, is now in busi- 
ness for himself. Bill failed to get the name of Dick’s new 
firm. Don Skidmore is the new Carter’s Ink representative in 
South Texas and South Louisiana. J. S. Rawding, formerly 
from Washington, D.C., is now district sales manager for 
Carter’s Ink in the Southwest. 


o 
We are happy to hear that Vera McDaniels, wife of our 


DIFFERENT SIZES, STYLES 
OF BULLETIN BOARDS AND 
CHANGEABLE LETTER BOARDS 








BY DAV-SON 


A Dav-Son board for every job. 

Changeable letter directory and 

announcement boards, black boards, 

menu boards, others. Sturdily con- 

structed, every Dav-Son board is 

built to last, with quality built-in 

for years of service. 

Dav-Son Changeable Letter Di- 

rectories for Lobby, Office, 

Outdoor Use. 

« Wide Variety of Styles and Sizes 

« Glass Enclosed Front 

e Hardwood or Metal Frames 

e Ktighest Quality Felt 

e Absolutely Warpproof 

e Also Available with 5’ 5” 
Standards 

Dav-Son Genuine Self-Sealing 

Cork Bulletin Boards 

e Indoor and Outdoor Styles 

* Hardwood or Metal Frames 

» With or Without Locking Glass 


Doors 
e World's Largest Selection 


Write for complete literature 
aud price information. 


Dav-Son Changeable Name Pilate 
Black card with white letters under 
beveled plexiglass shield. Triangular 
wood base in choice of Walnut, Oak. 


Mahogany, Blonde or Steel Grey fin- 
ish. 10%”x2%”. 


A. C. DAVENPORT & SON, INC. 


311 N. DESPLAINES STREET, CHICAGO 6, ILLINOIS, DEPT. OA 
INSIST ON DAV-SON—YOUR BEST BUY! 
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JOHNSON 
Business Chains 





.....@ line youll be proud to have! 





No. 1742F No. 1744F 





JOHNSON EXECUTIVE POSTURE CHAIR 


.... with a style to please every customer 


You can be sure of pleasing every customer ... . with a big 
complete selection of executive posture chairs like this. There's 
a style and pattern to meet the discriminating taste and prefer- 
ence of every one of your prospects. 


JOHNSON gives you the smartest styling . . . the most comfort 
the biggest selection .... and the greatest values .... in 
business chairs that you can find anywhere 


It'll pay you to get the complete facts on JOHNSON BUSINESS 
CHAIRS. It’s a line you'll be proud to have 


nesiGht. ist’ del we te ee ae 2 
HNSON LINE. Ask for t ¥ price + and deta 
jJealer pr r 


7109. MERCHANDISE MART 


JOHNSON CHAIR COMPANY 


CHICAGO 54 
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No. 1746F 


ILLINOIS 


No. 1736F 
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ORLEANS MAR. 28-31. 





CASE 74836 


W iru all the charm and good taste 
that only truly fine wood furniture im- 
parts, this Modern design solid end, open 
bookcase lends dignity and decorum to 
every office, reception room and home 
study. Fashioned by skilled craftsmen 
from genuine walnut, oak and birch (on 
all walnut cases edges finished in rich, 
ebony black). Shelves adjustable every 
inch . . . All HALE bookcases, both sec- 
tional and solid end, are sound quality 
values. Whether it be the graceful period 
designs or the functional modern you are 
always assured of the finest in craftsman- 
ship and materials when you buy HALE. 
Write for complete catalog today. 
The ‘800’ Line of Hale Sectionals will 
intermember with Globe-Wernicke 


units of same style, stock number 
and finishes. 


Visit OUR BOOTH NO. 
NOFA CONVENTION AT NEW 








39 


F. E. HALE MANUFACTURING CO., 


HERKIMER, NEW YORK 
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secretary, Charles McDaniels, is home from the hospital! 
* 

Calvert McBride of Fort Smith, Ark., held the formal 
opening of his new store on December 11. In Wednesday, 
December 19, Industrial Office Supply held an open house 
in their new building located at 1708 N. Industrial Blvd., 
Dallas, Tex. It was a very elaborate affair, with many dealers, 
travelers and customers helping to make it so. Our very best 
wishes to the entire Industrial Office Supply organization for 
a most successful year in their new location. 

° 

By the time this goes to press, most of you will have heard 
that Al Baugher of Sanford Ink Company is being transferred 
to Southern California. We certainly will miss: the companion- 
ship and conversation that we have been blessed with since 
Al entered the southwest territory. Our best wishes to Al and 
Wilma on their journey westward. We have not received word 
as to who will succeed Al in the territory. 

Another reminder that the Ninth Regional Convention, to 
be held at the “Glamrock” in Houston on April 7 is not 
far off. Make those reservations immediately. 


Durable Metal Products Moves Plant 

Durable Metal Products Co. has moved its factory quarters 
to 38-42 Review Ave., Long Island City, N. Y., to make room 
for increasing demands for the company’s products. 

In making the move from the Brooklyn, N. Y. plant, the 
firm has acquired a modern factory as well as improved trans- 
portation facilities which include a railroad siding and water- 
front dock 


American Photo Labs Moves Factory 

The American Photo Laboratories is now located in new 
quarters at 2511 W. Moffat St., Chicago 47, Ill. Both factory 
and offices are at this address. 

The move comes after 20 years in one location, 28 N. 
Loomis St., in Chicago. It was necessitated by the growing 
production demands of the company’s line. 


For... those hard-to-fill orders 


Smith 
PROJECTING SIGNALS 


PLAIN COLORS 
OR PRINTED 





Now you can answer your customers’ requests for signals 
to use on double top folders or dividers as well as on cards 
or bond paper ... for signals in printed sets or imprinted. 


Smith Signals are sturdier, last longer, give greater satis- 
faction. Jaws of hard tempered steel have stronger grip, 
won't bend or break even on pressboard dividers. And 
they're easy to use. 


Available in «" to 2” widths. Choice of 12 plain colors 
or printed alphabetically, by states, months, numbers, or 
to fit special needs. 


WRITE AT ONCE TO 


Charles C. Smith, Inc. 


EXETER, NEBRASKA 








For more than 50 years, a complete line of 
time-saving signals and indexes 
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NOW! no more black, messy, ink! ¢ 
a 
Amazing Mew 


DIAGRAPHY. \! 


STENCIL DUPLICATING 
COMPOUND 















Goes on Light Green 
... prints BLACK— 


like magic! 


“Drip-Proof”’ 
16-o0z. cans 


NOW MAKES MIMEOGRAPHING 


THE Cleancst of AAU 


® NO CHANGE NECESSARY DUPLICATING METHODS! 


in present equipment 


@ CLEAN AND PLEASANT HERE IS THE MODERN chemical “‘miracle’”’ that 


Unlike black ink, it rinses off is revolutionizing the entire office duplicating field! 
easily with soap and water Amazing DIAGRAPHY Compound is clean, creamy, 
@ PRINTS CLEAR, SHARP COPIES — colorless (like-a-hand-lotion) fluid. Will not soil or stain 


ill not offset, bl fade ° . , 
cali th Siaaies i? 9) hands or clothing—yet it prints sharp, clear, black 
@® WILL NEVER HARDEN CLOTH 


PAD or Clog Drum copies. Works perfectly in any standard mimeograph 
duplicator. 
ORIGINAL “DIAGRAPHY 


STENCILS” acid free and es- DRAMATIC DEMONSTRATION KIT! 


rag Pop onic for use 
pe y weed Sli sed yee Lets your customers actually se DIAGRAPHY being 
By sends — used — provides the “clincher” for many extra sales! 


Write for full details on this super-selling help. 













Special DIAGRAPHY Paper necessary in “DIAGRAPHY” is protected by patent ap- 
this process is manufactured exclusively by plications in the U.S.A. and foreign coun- 
these four leading American paper mills: tries throughout the world. 


HAMMERMILL, NEKOOSA-EDWARDS, MEAD 
and NORTHWEST PAPER COMPANY. 


Another Outstanding Product of 


THE PRINT-O-MATIC CO., INC. 


Pioneers in New and Better Stencil Dupl cating Products 
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WLTISTAMD 


STENCIL DUPLICATOR ® 











PRINTS DIRECT 
ON CARTONS 










ADDRESSES 
SHIPPING TAGS 


PRINTS LABELS 
. . POSTCARDS 


LOT 
LABELLING 


with ‘‘Form-Cut”’ 
Stencils 
Quick! 


Accurate! 





Easy! 


Just type, write, trace or draw on inexpensive stencil . 
snap it on duplicator and print—like using a rubber 
stamp. New FORM-CUT®) stencil has facsimile of your 
label or shipping form die-impressed into the stencil for 
printing directly on boxes, cartons, packages. At your 
Office or Shipping Room Supply Dealer. Write for litera- 
ture and Free Sample FORM-CUT Stencil and Print. 






THE ORIGINAL HAND STAMP STENCIL DUPLICATO! 






® 


over 30) years / YULTISTAMD 


MAIHACTURED OMY BY THE MUL TISTAMP CO MORFOLK VIRGINA } 
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llth District Notes 


KENNETH SUTHERLAND, correspondent 
8036 $.W. 9th Ave., Portland 1, Ore. 





The Seattle group of the Oregon Trail Travelers held their 
annual stag poker party at the residence of S. C. “Pill” 
Pillsbury on December 18. 

Pill and Iva are always outstanding hosts for this annual 
gathering, and this year they again outdid themselves with a 
wonderful meal. 

The Seattle committee man, Marvin Grassi, Minnesota 
Mining Company, reports a good turnout with the following 
attending: Chet Williams, George Simmons, Fred Carison, 
Dick Vaughn, George Balch, Bud Slatin, Clint Martin, Harry 
Tennison, Marvin Grassie, Earl Howe, Norm Lincoln, Brull 
Perry, Al Leonard and of course Pill Pillsbury. 

We understand Fred “Dennison” Carlson was thoroughly 
trimmed by the pinochle group but recouped nicely from the 
poker players later on. 

The boys missed Franklin “Banker Box” Rising this year. 
[hey had planned on his making a nice contribution to the 
Seattle group. 

The gang extends their thanks for a most pleasant evening to 
Iva, Pill and Marv Grassie. 

. 

Earl Howe, Speed Products, Inc., will start the new year 
with an assistant, Virgil Meskel, Portland, Ore. Don’t forget 
to drop in on the Travelers’ luncheon in Seattle when you 
can, Virgil. Remember the Stewart Hotel each Monday. 

» 

We extend our deepest sympathy to R. P. (Dick) Vaughn, 
manufacturers’ representative, Seattle, on the recent loss of 
his father. 

« 

We hear some rumors that even though Ed McCarthy, F. S. 

Webster Company, learned pinochle playing in an old Ger- 


IMMEDIATE SHIPMENT 


BAY 
STOCK 
CARTS 


A real step and time 
saver in your Factory, 
Mailing Department, 
Receiving Department, 
Shipping Department, 
Stock Room ... Baked 
green finish. Shipped 
knocked down, one in 
a carton. 

















p ee No. C175RH Height: 32” 
ia: , including Casters 
Trays: Two 20” W x 28” 
, RY OR L x 3%" H. 
‘ e Handle: One 
WAREHOUSE PHILA. Casters: Two 5” Rigid— 


Two 5” Swivel 


n Request $22.19 
p BAldwin 9-1805 


With Regular Rubber 
Casters 


BAY PRODUCTS INC. 


1621 W. Indiana Ave., Phila. 32, Pa. 
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= | MORE PROOF of what we've heen saying right along... 


their 


Pill” 
nual \ 
ith } 


_ HOWARD'S 


wing 
RIVER & STATE STREETS 





PURCHASE ORDER 





TROY, NEW YORK 











| 
SHIP VIA 


Ison, 
larry Distributors of 
Brull Furniture - Steel Equipment N°? 4442 
Commercial Stationers No. $-4442 

ighly 
bee X Stein Bros. Mfg., Inc. a DA’ 

1401-17 Jackson Blvd. 
= Chicago 7, Illinois November 28, 1956 | fF 





£ to 
Quickest Way 








Please Furnish This Company With Material Specified Below: 
| Advise Shipping Date If This Order Cannot Be Filled Promptly 


display units 








year 
F NUMBER DESCRIPTION 


rget bees : f. 
you | 
21-1PL-120 London Tan Brief Case ; MO V. 


) 
am, (ae 21-1PL~126 British Brown Brief Case i 
British Brown 18" x 12" x 5" Brief Case, i er ae 


of | 21-4-126 


with NO writing bed. 
S 13-T-120 Flat Top Case 16 x 11 x 6% London Tan B é by i 


- 13-T-126 Flat Top Case 16 x 11 x 6% British Brown 











‘ 


13-T-120 Flatz 
® cases ss « 
13-T-126 om 















on Tufide 
Merchandisers. 
Get the new 1957 
Stebco Catalog. 





_ oll da oy. play Ht “FT Write for full details 




















hfud , | | 
wuride jocks like leather... feels like leather... outwears leather 5 to 1... unconditionally guaronteed 5 full years 
e 
St treo PRODUCTS - 1401 w. Jackson Bivd., Chicago 7, III. 


(Since 1917) 
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On REPRINTS 


The following reprints of c eature articles 
which have appeared in OFFIC! APPI f NCES. are ava 


able at 25c each. Special pr are available upon re 
quest for quantity orders. Cir the numbe er 
print on the order form and enclose with the exact 
amount in coins, stamps or check. Send « ders t 
Service Bureau, OFFICE APPLIANCES, 6 W. Jacksor 


Bivd., Chicago 6, Illin 


I—School Equipment & Supplies 
Four excellent case historic wing how to penetrate 
this big market. 


2—Self-Selection 
Three approaches to the proble i dias ni tes 
dise for visual se ng. 


3—Dealers Are in the "Packaged" Office Business 


A special research project determining > extent 
which deal ‘ers are turr y¢ ning and oT: ratina 
services. 


4—Developing a Sales Management rregean 


Four down-to-earth article agen 


5—How to Select an Office Equipment Salesman 
Outstanding materie j 
both inside and ou 


6—Tested Sales Training Ideas 
An excellent booklet ¢ es deve 
ment orogram. 


7—Incentives for Office Eavipment Semen 
Several studies of specia nake 
tick. 

The following booklets are available at $ .50 each: 


9—How to Develop Creative Selling Habits 
A twenty-four page booklet reprinting twelve 
special articles ... 4 hict r salesm 
study carefully. 

The following booklets are available at $1.50 each: 


10—The Ad-Viser 


A handsome 72 page trated booklet ntaining the 
most comprehensive informat n advertising and prc 
motion written for office Dply macnine ana turniture 
dealers . . . prepared f SFFIN APPLIANCES reader 
by Irving Settel, widely known authority n retail ad 
vertising 


11—The Salt Lick 


A compilation of 47 brief but intensely practical essays 
written for salesmen by oe successful salesman, L. R. Ad 
dington, Vice President of Art Meta! Construction Com 
pany. 


The following is available at $2.00 a copy: 
12—Profile of a Dealer 


The only industry-wide study ever conducted of the 
stationery and office equipment dealer and his method 
of operation. This survey received the Award of Merit 


from Industrial Marketing magazine utstanding edi 


torial research. 








Service Bureau, OFFICE APPLIANCES 
600 W. Jackson Bivd., Chicago 64, Illinois 


Enclosed please find $————— to cover the cost of the 
booklets circled below: 
1 2 3 4 5 6 7 9 10 11 12 
Name .... 


Position .... 


Se ee 8 Zone State 


C] Check here if you want quantity prices on items 
circled. 
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a few more lessons. 


man boarding house he still could use 
© 
Joan and Hal Sullivan, with the able assistance of Bess and 
Dick Zeisler were busy planning the Portland Oregon Trail 
Traveler Christmas Party at the Columbia Athletic Club, 
December 28. 
. 

On December 12, W. A. Montgomery, board chairman 
and former president of The J. K. Gill Company in Portland, 
was honored with a reception at the store. This was his 90th 
birthday. The travelers wish you many, many more, Mr. 
Montgomery. 

. 

Hermiston Stationers moved to the new location at 120 
Main St. on November 22, and had a grand opening on No- 
vember 29. 

The firm had been in the old location for four and one- 
half years and the new store is a wonderful change. It has 
more than three times the floor space of the old store and new 
fixtures, lighting, color scheme and all that goes to make a 
new and modern stationery store. 

This was formerly the E. J. Shorb stationery store. 


Heller Corporation Appoints Camp 

Re B. (Bob) Camp, president of R. B. Camp Company of 
Atlanta, Ga., has been appointed distributor in Georgia and 
northern Florida for the various companies owned by the 
Heller Corporation. These companies include the parent cor- 
poration for industrial staples, Ajax Manufacturing Com- 
pany for time stamps and various bank equipment, American 
Perforator Company for perforators and bank endorsement 
and cancellation equipment, and the Roberts Numbering Ma- 
chine Company for numbering | machines and printing equip- 
ment. 


The Right Business Combination __ | 
A NEW YEAR and | 
A NEW STARK 

CALENDAR 











STARK 
CALENDAR 


pads, availabie in al! sizes, are lithog on high- 
grade bond paper OF UNMATCHED WHI SS with 
the date in red and the monthly calendar in black. Fast, 
2-color lithograph printing enables us to give you the best in 
nae and prompt service. 
er phone fer complete details 
“ON CALpreDARS THE QUALITY MARK IS STARK" 








cop. rated 


PHONE 3):3; * JOLIET, ILL. 





100-112 BISSELL ST. 
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the profit package 


ares. . is TECHNIPLAN ... Clobe-Wernicke’s modular metal 


office equipment that provides quick, economical office space. 


Mes that mda kes qd With Techniplan, you sell individual work stations or complete 


departments. You sell bigger, you sell more often, 
GLOBE-WERNICKE 


valuable 
















And you sell at higher profit, because Techniplan’s simple, 






fast installation lowers your cost-per-sale. 


Capitalize now on G/W prestige, national advertising and sales 





promotion. Investigate all the many advantages of a G/W 


Franchised Dealership. Write today for complete information. 





A postcard may lead to an entirely revitalized business for you. 





—wLOBE- Wee Se 





remember 


success depends on 


the strength of y 
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Hitch your 
glue profits to, 
this fast A 

| mover! —= 


ELMERS GLUE ALL 


in the handy 
squeeze bottle 


THAT TAKES 
THE GOO OUT 
OF GLUING! 














©rec 






Here’s the 
modern plastic glue 
that sells on sight! It’s 
quick-setting. Dries clear, won’t stain. 

Forms a strong, durable bond. Ideal 
for dozens of uses around the home. 

Does a superior job of gluing wood, 

paper, cloth, pottery—any porous 
material. Display it prominently 
for volume impulse sales! Avail- 
able in 144 07z., 4 0z., and 8 oz. 
squeeze bottles 


ALSO AVAILABLE 
IN THE CONVENIENT 
3¥, OZ. PLASTIC TUBE 








Se EO 
— » SATURDAY EVENING POST 
E-SOLD 70 * POPULAR MECHANICS 
PR 29“, * POPULAR SCIENCE 
yOUR CUSTOME: + MECHANIX ILLUSTRATED 
EADING * BETTER HOMES & GARDENS 
iN THESE £ ° SUNSET 
» EVERYWOMAN’S 
MAGAZINES * AMERICAN HOME 
e PARENTS’ 
: 


ELMERS GLUEALL ic xe one for you! 


Order from your listing! 


THE BORDEN COMPANY 


CHEMICAL DIVISION + 350 MADISON AVE., NEW YORK 17, N. Y. 


Sunny Side of the 
Golden State Travelers 


by the “Golden Dust Twins”, 
George Frey, George Lazier 





Twenty members were present at the business meeting on 
Nov. 26, at the Rodger Young Auditorium. Those present 
included Ralph Maneval (A. W. Faber Castell Pencil Co.), 
president; Walter Waldvogel (National Blank Book Co.) first 
veep; Bill Lashbrook (Esterbrook Pen Co.) third veep; Charlie 
Evans (Sanford Ink Co.), treasurer; Jim Montgomery (mfrs. 
rep.), and Ernie Daniels (Venus Pen & Pencil Corp.) 

Max Spak (Max Spak & Associates), Willis Palmer (Boorum 
& Pease), Ben Vorwick (Blaisdell Pencil Co.), Jack Ellis (F. 
S. Webster Co.), George Frey (Charles R. Barry Co.), George 
Lazier (Smead Mfg. Co.), Mel Lertzman (Moore Price Servy- 
ices), Rich Halbert (Burroughs Corp.), Ken Fullerton (mfrs. 
rep.), Fred Coots (Linton Pencil Co.), Bob Anderson and Joe 
Davis (Joe M. Davis Co.), and a guest, Carl Grimes. 

President Maneval presided and had Rich Halbert report 
on the Della Robbia Christmas wreaths made by Boys Re- 
public. Third Veep Lashbrook reported on the last golf out- 
ing at the Clock Country Club. Seems we can turn back the 
Clock now, we came out a little ahead on this outing. 

First Veep Waldvogel asked that all Travelers push the 
“Salesman of the Year” contest to be held in conjunction 
with the Sales Rally on January 31, at the Statler Hotel. Ernie 
Daniels presented a further report on the rally which is 
taking place for the sixth consecutive year. The theme is 
“Dynamic Selling.” 

Ben Vorwick reported on the Christmas luncheon on Dec. 
17, and George Lazier presented each Traveler with a novel 
wallet, advertising the GSTC rally. A luncheon will be held 
at the Jonathan Club that day honoring the speakers. 

. 
It is a pleasure to welcome Irv Satrang back in the station- 


oso oooe se, 
START THE NEW YEAR OFF 
RIGHT WITH THIS " 
Real Beauty! 


Ideal for Every Office! 


“SPIN-TOP” 


Smoker No. 190 


~~ 
> 





Automatic—NO SMOKE—NO 
ODOR. Knurled lace design on base 
and head. Ideal for offices, lounges, 
etc. In Goldtone or Silverstone. 
Height 26""—Base 8". Also available 
in Polished Chrome (Specify . 
+ 190X). 








Visit Our Display At 
The NOFA Exhibit — 
Booth #19 











Propucts, INC. 


Dept. OX-1 
111 Pioneer St., Brooklyn 31, N. Y. 4 


tt i i i i i a i ee 
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a Introaqucing 

ue © Perimeter wall-saver lounges are equally at home 
in reception areas, lobbies or private offices. 


a 
1S 
They extend a gracious invitation to rest comfortably 
. wherever used. Arrangement flexibility assures 


maximum seating capacity. Sectional units can be 


id used as attractive room dividers to break up 
b y tab, large areas . . . to improve traffic flow. What's more, 
you sell “loose cushion” quality at “tight seat” prices . . . 


Adaptable lounge seating that creates cushions are foam rubber. 


extra sales to offices and institutions! 





> Adaptable Companion Tabies Wide Selection of Arm Decoration 
For complete flexibility, Perimeter 5 arm styles to choose from. You can easily achieve 
tables are Free Standing, End any desired decorative effect. While all Perimeter arms 
j Positioned or Inter Positioned. have identical, distinctive shapes, their rich walnut 
Durable black or white Formica tops frames can be finished with cane or 3 horizontal rods 
> are framed in beautiful, hand-rubbed of copper, chrome or brass. All upholstered 
walnut. Tapered legs can be brass, arms also available. 


chrome or copper. Underseat 
support arms are walnut. 


Bulld Sales with Perimeter Foider Mailing! 

Get your supply of this attractive 4-page folder. Used in a 

mail campaign they'll produce profitable leads for extra sales. 
Send your request today to The B. L. Marble 

Chair Company, Bedford, Ohio. 
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THE COMPLETE LINE OF 
BUSINESS SYSTEMS 
FOR YOU TO SELL 
«oo AT A PROFIT! 


Find out today why Hano is your best bet 
for a complete line of printed business systems. 


From Autographic Registers and forms 
thru Snap-a-Parts, tc complicated Tabulating 
forms, Hano represents your best source for 
good deliveries and competitive prices, backed 
by years of dealer selling know-how. 


Write today for our circulars telling you 
who we are, what we are and what we have 
for you to sell... plus a full dealer proposal. 





MANIFOLD PRINTERS SINCE 1888 


General and Sales Offices: Warehouse and Branch Plant 
HOLYOKE, MASSACHUSETTS MT. OLIVE, ILLINOIS 
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ery business after an absence of almost two years. He is now 
with Carl W. Draper Co. 
. 

Stan Breton (Charles R. Barry Co.) became a father for 
the second time on Nov. 25. He is the father of a 7 Ib. 1 oz. 
baby girl. Mother and daughter are both doing fine. Willie 
Horton of Horton’s Stationery, Burbank, became a father of 
a 7 lb. 12 oz. baby girl on Nov. 20. Mother and daughter are 
doing fine and father is also recovering satisfactorily. 

George Frey became the father of a 7 Ib. 15 oz. baby boy 
on Dec. 7. Mother and son are doing well. All told, it was a 
busy season for the work-weary stork. 

* 

Tucson Office Supply Co., Tucson, Ariz., is moving from 
its present address to a new building at 1520 E. Broadway, 
according to Bud Gordon and Doug Minister. 

. 

McMahan Brothers Desk Co. moved into its beautiful new 
building between the Christmas and New Year holidays. 

The Monday luncheon was honored by the presence of Herb 
Morgan (National Blank Book Co.). Herb is vice-president, 
field division, of the NSOEA, and past president of the Frisco 
Forty Niners. Nice having you down in God’s Country, Herb. 
Come back again soon. 

* 

Harry Fuller (Globe-Wernicke) sprained his ankle and broke 
a rib at the end of November. Glad to see he is up and around, 
although limping a little. 

7 

“Woody” Olson of Hoppers Office Furniture in Glendale, 
who was stricken with polio in August, is coming along as 
well as can be expected at the Rancho Los Amigos. Woody 
can have visitors and is in polio ward 501-C. Visiting hours 
are 6:30 to 8 P.M. on Tuesdays, Thursdays and Saturdays. 
Saturday and Sunday visiting hours are also 2 to 3:30 P.M. 

The Stationers Association of Southern California had the 
November dinner meeting at Hody’s Restaurant in North 





A proven way 
$ to accumulate 






















STEEs&S<7R ONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 


Seal Presses * Legal Seals * Downey Change Trays 

Teller's Moisteners * Currency Racks * Manual Coin 

Counters * Packaging Trays * Linen Shipping Tags 
Steel-Strong Coin Trays & Lift Pans 


COIN WRAPPERS 


Old Style * Rainbow * Automatic * Duzitall 
Kwertet * Tubular * Gunshell 


BILL STRAPS 
Federal * Colored * Banding 
. 






Write for Information! 


THE C. L. DOWNEY CO. HANNIBAL, MO 
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CHAIRS THAT 
MEAN BUSINESS... 


Col ig frais 


BOLING 


al 


BANK ne 6700 
OF ENGLAND SERIES 
| CHAIRS 


Visit our Booths 
229, 230, 231, 
232 at the NOFA 
Convention in 
New Orleans 
March 28-31 


Boling Bank of England Chairs are 
- preferred because of the fine construc- 

tion. A continuous U-type, steam bent 

box rail, and securely fastened one- 

piece, back posts insure long, satis- 

factory wear. In Walnut, Mahogany, 
Light Oak or Softone finish. 


Our 53rd YEAR 


| CZ ._. BOLING CHAIR COMPANY 


siier city, north carolina 


nd 7 & Chair ( mpany 
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One Source of Supply 
for all your Paper 
Fastening Needs 






















U 
VAIL FASTENING 
DEVICES 

















IN 5 SPARKLING COLORS 
PLUS GOLD AND CHROME 








Now, more than ever, wise stationers realize 
that it is sound policy to sell quality products. 
And more than that .. . they realize that it is 
economy to combine their staple orders with 
their requirements for CLIPS — PINS — FAS- 
TENERS — and THUMB TACKS. It means a 
saving in freight — time — handling — book- 
keeping and other definite cost factors. This 
modern, efficient and profitable policy of buy- 
ing paper fastening devices insures a well bal- 
anced inventory which satisfies old customers 
and attracts new ones. 


IMMEDIATE SERVICE AT ATTRACTIVE PRICES 


VATL 
MANUFACTURING 


COMPANY 


900 East 95th Street 
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Chicago 13, Illinois 


Hollywood. Approximately 70 members and guests were pres- 
ent. Was nice seeing Norman Horton there, along with his two 
small boys. Carl Draper was there, and Mr. and Mrs. Jack 
Ellis got a visitor’s visa and drove in from Garden Grove. 
There was a good turnout of dealers from the San Fernando . 
Valley. 

Carl Teele was presiding officer for the evening, with Jerry 
Horton as chairman. Jerry introduced guest speaker John 
Gerken, management consultant, who talked on “The Give 
Away Plan.” 

Mr. Gerken used the NSOEA figures that showed a million 
dollars brought in a return of $25,000. He claimed this indi- 
cated the stationers had their own “Give Away Plan.” He 
also advised dealers to not be too busy to count their money, 
since this is the only way they can correct cost records. 

Rich Halbert gave the invocation and Walter Waldvogel ex- 
plained the “Salesman of the Year” contest. Barney Slate of 
Horton’s won the door prize donated by Vroman’s, Pasadena. 





Esterbrook Ad Really Gets Around... 


pos 











Credit for this eye-catching Esterbrook advertisement on 
wheels in Houston, Tex., goes to Charles D. Drnek and Frank 
C. Carek, proprietors of the Houston Pen Shop. According to 
Mr. Drnek, the super-size sign not only attracts attention 
wherever it goes, but it brings many customers into the 
store who mention seeing it. 
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No. 5101 
floor stand. 
Available in 
5 finishes. 
Many more 
styles! Write 
for illustrated 
brochure. 





BEST-SELLING SMOKER 
HELPS YOUR PROFITS! 


Easy sales come fast when customers see Whirl-O-Matic’s whiri- 
away action. Press knob — ashes spin into inner container. 
Release knob — odors, ashes, butts are sealed in! Write for 
brochure on full line today! 


WHIRL-O-MATIC INC., 1270 Broadway, New York 1, N.Y. 
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No. ST-300 








INSTITUTIONAL SIDE CHAIR 








| 


/ CHECK THESE FEATURES 
Natural satin brushed aluminum finish on the frame. 
Beauty 
Upholstering is available in a wide variety of materials and 
colors. 


Genuine foam rubber cushioning throughout. 
Gracefully styled. 
‘ Comfort @ Materials can be furnished in any desired combination. 
CHE for ‘ @ A beautiful product by expert craftsmer 
SPECIFICATIONS 
Economy ancan 














Qvereli Balas oo 00066086006 vas cb $ 002 0bsbe see 334." 
Durability Soed Ge GP ews cc 0ccden6bsebeed Woneds bods bade 18” 
WER of. Bibs 6c 6 008080 606600686500 00 000606 eee 174," 
\ Depth of BOG civccs ct cence ccccambderovineussoneestbene 164," 
\ 8 MTT rrr eee er 8," 
oe SB) PPP Tre ee Th er 15” 
a... _ WRPreverrivrirrii tT Tithe ee 14 Ibs. 
Tiheging Wel. cc ccc cccccediiccccccdssetvssseuueseet 35 Ibs 

(Two chairs to carton) i 





America’s Standard of Business Seating 


DISTRIBUTORS 
METROPOLITAN N. Y. & EXPORT DISTRIBUTOR 


SAFE & EQUIPuImNT WHOLESALERS, 200 8. Furm .. Po saleieihetsis chy ioe. 


17 S$. CHERRY STREET ° 
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AN Attractive VALUE... 


ANY WAY YOU LOOK AT IT 





Fttnactivg* to THE OPERATOR 


She appreciates both the from place to place. . 
room and the privacy of how, with a flick of a toe, 
its enclosed design. She it becomes firmly an- 
likes the way the Conso-_ chored on four adjustable 
lett rolls easily and quietly rubber feet. 


FAitnactive* TO LOOK AT 
Customers are impressed 
by the extra touch of sym- 
metry that complements 
their office when they 
standardize on Conso- 
lett stands. 


#inactive* TO THE OFFICE MANAGER 


He knows there is no safer stand for 
valuable office machines . . . neither 
in strength nor stability. 


SOME DEALERSHIPS ARE STILL AVAILABLE 


Write for descriptive literature 
and dealer prices. We believe you, 
too, will find the Consolett at- 
tractive. 


STOLPER STEEL PRODUCTS CORP. 


340 Pilgrim Road * Menomonee Falls, Wisconsin 
GOOUDUDGDONDNDNADADNADEDAOANEDOOOONNONATEAGOEONAUEOESUSONONONEUNON 00000000000 00ENN ENDED OLED EL EDEED AO EOUADEO DEHN 
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Seen & Heard in 
Southern California 





by J. EDWARD TUFFT, 
2012 Huntington Dr., $. Pasadena, Calif. 


Iwo hundred seventy people, the largest crowd on record, 
attended the annual Christmas party of the Stationers As- 
sociation of Southern California, held in the Crystal Room of 
the Beverly Hills Hotel, 9641 Sunset Blvd., Beverly Hills, on 
December 14. 

R. A. Thomas, secretary of the Association, points out that 
the committees all worked loyally and all details were well 
cared for. The complete list of names on committees is too 
long to be presented here, but the chairmen of committees 
were as follows: 

Master of ceremonies, Vernon H. Vallet; General Commit- 
tee— Herman A. Hirdler, chairman, and Joe M. Davis, co- 
chairman; Ticket Committee—Louis B. Polonsky, chairman, 
and Ralph M. Maneval, co-chairman; Publicity Committee— 
George B. Hatten, chairman, and Carl G. Grimes, Jr., co- 
chairman; Women’s Committee (decorations and favors)— 
Mrs. Lonnie Creasey, chairman, and Mrs. Joseph W. Davis, 
co-chairman; Reception Committee, George Hatten, chairman, 
and Gerald Horton, co-chairman. 

The event this year was in memory of Joseph A. Savel, 
well known Southern California stationer who died a few 
months ago. He was a director of the Association at the time 
of death. 

Leading the Christmas singing was Roy E. Baughman, while 
Michael Paige and his orchestra furnished the music for 
dancing. 

° 


The National Office Furniture Company which for some 
time has operated two stores, one at 218 S. Spring St., Los 
Angeles, and another at 8910 Wilshire Blvd., Beverly Hills, 
has closed the latter store. The company for some time has al- 








SEMCO'S 


ALL-STEEL 
ADJUSTABLE DROP-LEAF TYPING STAND 
Now you can offer the finest drop-leaf typing stand 
on the market. DURABLE, STURDY, with MODERN 
DESIGN, the SEMCO Adjustable Typing Stand will 

build business for you wherever it is shown. 

Offering a positive-locking, trouble-free adjustable 
unit, this stand will accommodate any standard 
manual or electric typewriter. Also excellent for 
many types of office machines. 


MORE PROFITS for you WITH SEMCO 
Write for Free Literature! 


SEMCO SALES .r’ersoe ie 


ST. PETERSBURG, FLORIDA 
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All controls are in the 
paim of your hand... 
with UNIMATIC 


REMOTE CONTROL 
MICROPHONE 


The new 


na 


Commander 


“Makes Dictation Easy as Talking 
to an Old Friend” 






e Dictate 
e Listen 






e® Unlimited Review 
°e Erase unwanted words 


e Mark end of letter... 
electronically 


® Use same machine for 
dictation, transcription 


Lifetime belt—never wears out 


Try it FREE in your office 


Through electronic magic the portable Comptometer 
COMMANDER puts perfect letters on your desk in half the time, 
because it automatically erases unwanted words and phrases 
as you redictate your message. You hand your secretary 
perfect dictation every time. Yet, dictation is as easy as 
talking to an old friend because ALL controls are in the palm 
of your hand, 


The same machine serves as a transcriber...it's as easy to 


transcribe as to listen, because, with perfect dictation, 


Smptometer — serrer 


there’s no need for time-wasting, error-breeding pre-editing. 


Best of all, the Comptometer COMMANDER actually pays for 
itself over and over. The mailable Lifetime guaranteed Erase- 
O-Matic belt wipes clean, electronically, in a second, ready 
for re-use thousands of times. No recurring cost for belts, 
discs, or cylinders. 


Learn how easy dictation can be—-how anyone can turn outa 
far greater volume of perfect letters easier, faster! Want 
proof? Mail the coupon! 








COMPTOMETER—World’s fastest way 
to figure. Try it FREE on your work in 
your office. Use coupon. 





a _ _ —— — = tin ae 
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Comptometer COMPTOGRAPH "202" =| Firm 
—No lost hand motion. More fine fea- 
| tures than any other 10-key ne. City Zone 
Try it PREE—use coupon. 


| Felt & Tarrant Mfg. Co. 
1735 N. Paulina St., Chicago 22, Ill. 
| In Canada: Canadian Comptometer, Ltd. 
50! Yonge St., Toronto 5, Canada 
(] Arrange a Free office trial for me on: 
[_] Send me literature on: 
[_] Comptometer ComMANDER 
[_] COMPTOMETER Adding-calculating Machine 
[_] Comptometer comPToGraPH “202” 








Address 





State 
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ALUMINUM 


















T-801 


Now! An elegant cos- 
tumer within every- 
‘one’s reach. 

CHECK THESE SPECI- 
FICATIONS: 

Beautiful 1” brushed 
aluminum pole on 
sturdy hammertone 
gray base. 4 polished 
aluminum double hang- 
ers, asseinbled easily 
with two bolts and hex 
nuts. Tubecrafters’ own 
“Squeeze-lok” in base 
guarantees rigid pole. 


Height, 70”; base dia., 
13”; weight, 14 lbs. 





Packed in 
cartons of 





catalog 





of these 

other am 
Tubecrafter 
items: i 
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so been associated with the United Desk Company at 1200 S. 
Olive St., but this association has also been discontinued. 

Frank Ybarra is now individual owner of the National 
Office Furniture Company, and Ed Navarrete is manager. 
With one location it is hoped that the more concentrated ef- 
fort made possible will be beneficial. 

ry 

Hugh L. Clary, president of the Clary Corporation, San 
Gabriel, has announced that the corporation has completed 
arrangements for the opening of a major factory at Searcy, 
Ark., where production of the company’s adding machines and 
cash registers will gradually be moved leaving space at the 
San Gabriel plant for production of the expanding electronic 
and automation lines. The new building will be ready for oc- 
cupancy in May. 

© 

Funeral services were conducted December 16 for Joseph 
S. Rothman, 39, owner of the Rothman Printing & Stationery 
Company, 18643 Ventura Blvd., Tarzana. Mr. Rothman died 
December 14. 

Survivors include the widow, Ruth; three sons—Michael, 
Allan, and Dennis; one daughter, Geraldine; his father, two 
sisters, and a brother. 

Mrs. Rothman plans to carry on the business temporarily 
at least. 

e 

Electro-Pulse, Inc., Culver City, experts in making counter 
and control systems, is in process of moving the firm’s opera- 
tion to a newly acquired 5,000 square-foot building which will 
double its facilities. 

. 

At this writing the Angelus Typewriter Company, 519 S. 
Spring St., Los Angeles, is completing plans for observation 
of its 45th anniversary in business—the first week in January. 

This company, dealers in typewriters, adding machines and 
calculators, was established by Fred Rothman in 1912 on 
Olive Street. Increasing volume of business has necessitated 
three moves since then. 

The present owners are Leonard King and Jack Haskin. 











PROFIT Most Complete tin 
WOOD AND = 


METAL BASE 
CUTTING BOARDS 


—) 





The Most Versatile 
Cutting Boards 
Ever Designed! 


A host of new features—never before available in cut- 
ting boards—makes the Premier Line a must for YOU! 
Ideal for use in office, plant, art dept., shipping, pro- 
duction, sample dept.—wherever materials from feath- 
ers to light metal must be cut quickly and accurately 
the Premier Line will bring you immediate new profits. 


® Automatic Paper Clamping Device Keeps Material in 
Position ® Kugged, All-Metal Construction @ Hollow Grour d, 
Self-Sharpening Blade @ Permanently, Accurately Scored 
Half Inch Squares © Automatic Guard Rail —- Completely 
Accident Proof 


PHOTO 


MATERIALS 
co. 


2100 West Fulton 
Street, Chicago 12, 
Illinois 





TAylor 9-3033 
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AND- 
WE DO MEAN 
SERVICE! 











And, we do mean service. Our staff and plant are 
geared to our dealers’ filing supplies require- 
ments. When GUSSCO dealers want merchan- 
dise, they get merchandise and not excuses. 





And we do mean complete. The carefully selected 
items in the GUSSCO catalog enable our dealers 


























to meet practically all customer requirements er 
with stock items. The need for specials is mate- 

rially reduced, but when specials are required, 

GUSSCO dealers get the kind of service they é = 
want. 


Every item in the GUSSCO Complete Line of fil- 
ing supplies is a sound value guaranteed to give 
customer satisfaction. GUSSCO products are al- 
ways uniform. They are priced right. You can pay 
more but you can't get more for your money. 








u 














Here’s a sales and profit combination hard to 
beat. Write now for the GUSSCO catalog. 


Also manufacturers of 


TRANSFILE Fibre Board Transfer Files . . . GUIDE-O-FOLDER, the 
hanging folder with adjustable metal tab . . . GUIDE-O-TRAY, 
the personol tile for the deep drawer of desks . . . GUIDE-O- 
FILE, the personal file with sliding disappearing top—both with 
and without stand. 


e] 0) >) > A 07" a) Od OP 





335 CANAL STREET NEW YORK 13, N. Y 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL 
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Specialists - 
STEEL TRANSFER CASES 









2 5a aati Ane ios 
A Transfer Case to fit every Need 
and every Pocketbook 
SPECIAL 
SIZES 


ALSO 
AVAILABLE 


Write * Wire * Telephone 


Top FLIGHT PRODUCTS 
Company, nc. 


6224 S. Oaklev Ave. WaAlbrook 5-7100 Chicago, Ill. 


Also manufacturers of 
“The Budgetier’’ Full Suspension Sectional File 
“Top Filer’’ Hanging File — Telephone Cabinets 
Utility Storage Cabinets — Parts Cabinets 














DUO-MATIC 


POSTING TRAYS AND 
STANQS 


. Tray models 
for sheet sizes from 7” 
ON el eel 
Stonds available in; skel- 
eton, fully enclosed or 
with Filing Drawer. 


TILT-O-MATIC 


Five sizes for al! stond- 
ord register and soles 
book forms. 


HANDI-MATIC 
ideal housing for writing 


counting records requir- 
ing small capacity con- 
tainers. Capacity 3” in 
7 sheet sizes 61/2" x 91/2” 
to 17” x 12”. 2” Capacity 
im 11° x» 11” and 12” x 
12” 











boord and machine ac- s 


Business comes from all parts of Southern California 
w 

The Bales Office Equipment Co. has moved into its new 
home at 1903 N. Main Street, Santa Ana, from its long time 
business location at 303 N. Sycamore Ave. 

The new home, 50x140 feet, gives a great deal more space. 
The building is new and the general arrangement and appear- 
ance is modern. Special attention is called to the display win- 
dows. Office furniture is displayed near the front and office 
machinery farther back. Offices are at the rear. 

The firm was established by C. A. Bales several years ago, 
and there are now 15 employees. The new store is one of the 
most attractive of the kind in the area. Mr. Bales looks fo 
ward to considerable growth in the new location. 

. 

[he Crest Office Equipment Company, subsidiary of the 
Hollywood Appliance & Office Furniture Co., at 1531 N. 
Cahuenga Blvd., Hollywood, is now fully established in its 
new home. The store is one of the most attractive of the kind 
in the west section of the Los Angeles metropolitan area. 

The frontage on each of these streets is about 40 feet. 

The store features both office machinery and office furni- 
ture, the latter in both wood and steel. The shop is complete 
and there is plenty of storage room on the floor below. Offices 
are on a balcony designed for this purpose. 

Joseph Bazdaric is manager and there are eight employees. 
Before the opening of this store the Beverly Hills area was 
covered from the Hollywood main store. The company was 
established about thirty years ago. 

. 

Harold Mann, secretary of the National Office Machine 
Dealers Association, has completed plans for a trip east. He 
will attend the meeting of the board of directors at Kansas 
City and then will go on to New York, Boston, Washington, 
Philadelphia, Milwaukee, and Madison. He will address groups 
in each of these cities. 

* 
Norbert S. Mayer of the West Coast Platen Co., 643 S. San 


With the P.E.C. line you 
can satisfy the SPE- 
CIFIC requirements of 
your customers and 
their complete satisfac- 
tion builds repeat busi- 
ness AUTOMATICALLY. 
See the complete line 
of oa 


PORTA-MATIC 


Trays available in 12”, 
144%,”, 18”, and 23%,” 
lengths and ten widths 


from 5” to 17”. Light- 
P weight Portable € J 
“rm ° 


POSTING EQUIPMENT 


with the automatic fea- 


V-MATIC Tray tures, attractive ap- 
Ideal housing for writing pearance and rugged 
board and machine ac- construction that will 
counting records requir- 

ing small capacity. Eight make your sa les 


mam GROW. 





PEC. ALSO OFFERS A 
COMPLETE LINE OF 


POSTING EQUIPMENT Corporation \PEC 


1926 Niagara Street, Buffalo 13, N. Y. 


192 








OA—2/57 












Buyers 
Everywhere 
Say: 


... because here at last is a chair mat that blends 
beautifully with furniture and carpeting in every modern 
office. In the past the effect of striking design or expen- 
sive furnishings was always marred by shabby ill-match- 
ing mats. Today, wood-grain plastic Maso-Mats come in 
four rich decorator colors—Walnut 
Green, and Desert Sage (beige). What's more 
surface withstands rough treatment and gives long wear 
_ without losing its lustrous gloss. Maso-Mats don’t warp 
don’t creep, don't chip or peel, are impervious to ink 
water, cigarettes, etc., and come in secretarial or execu- 
tive sizes. Special sizes available to 48 inches maximum 
* width and 16 feet maximum length 


MASO 


Sreett PRODUCTS, INC. 
53 W. JACKSON, CHICAGO 4, ILLINOIS 


the fough 
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“it Was Easy to Sell Me New 
WOOD-GRAIN PLASTIC MASO-MATS’’ 


EVERY OFFICE NEEDS 
ANEW MASO-MAT 


verywhere are selling plastic Ma 





Dealers « 
Mats 





n volume—and profits are high 







today—stock show them 






them 












FREE MINIATURE SAMPLES 





MASO STEEL PRODUCTS, INC. 
53 W. Jackson, Chicago 4, Illinois, Room 951 


Please send me price lists and free MASO-MAT Samples. 
NAME 
TITLE on 


FIRM vs 





ADDRESS 


(street) 








(City) 


(zone) 





ONLY The “Precise” 


TRIMMING BOARD 





flick, 2 white scales on black 
background speed accuracy and 
measuring time. Models 5, 6 & 
7 have special safety spring. 
The “Precise” is a steady seller 
wherever displayed. 








Has All These Wanted Selling Features 


@ Patented Finger Tip Controlled Paper Guide 

@ Finest Steel Blades, Carefully Ground 

© Two White Scales on Black Background 

@ Only Finest Seasoned Hardwood Used 

@ Every Board Completely Guaranteed 

You offer the finest in the New “Precise” Trimming 
Board. It has everything your customer should have for 
trimming, cutting paper, paper board, etc. The patented, 
adjustable paper guide locks and releases with a finger 


POPULAR SIZES 


. 3—10'1,"—Blade | 
. 4—12'1,"”—Blade 
. 5—151/,"—Blade 
. 6—181/,"—Blade 
. 7—24'/,"—Blade 


Prompt Delivery — Order Your Needs Today! 


‘AMERICAN PHOTO LABORATORIES 


2511 W. MOFFAT ST. Dept. A CHICAGO 47, ILL. 
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Pedro Street, Los Angeles, states that this firm’s business 
totals for 1956 were greater than those of 1955, and that indi- 
cations are bright for further gains in 1957. 

* 

“Hy” Cohen, widely known baseball player, former Chi- 
cago Cub pitcher and also formerly connected with the Los 
Angeles Baseball Club, recently joined the outside sales force 
of the Miller Desk and Safe Co., 1248 S. Figueroa Street, Los 
Angeles. 

Another new employee is Dick Schlagel, formerly with the 
Firestone Tire and Rubber Company in Akron, Ohio, who is 
also an outside sa‘esman. 

The display room at the 1248 Figueroa location has re- 
cently been remodeled, practically divided, separating displays 
of wood furniture and steel furniture. Steel partitions, 68 
inches high, have been used. 

Ed Abramson, formerly connected with the public schools 
in Burbank in the department of business and business law, 
and later connected with the Steel Furniture Manufacturing 
Co. of Baldwin Park, is now sales manager for Miller, and 
with the officials of the company is now concentrating on the 
development of a more thorough outside sales program. 

© 

Sidney Kastner, who recently returned from 18 months in 
the armed service, has become half owner of the United Desk 
Co., 1200 S. Olive Street, Los Angeles. Prior to entering the 
service he has acted as sales manager. 

New men now connected with the sales force are John 
O’Brien and Joe Mendell, both formerly of San Francisco, and 
Ed MacMannis of Los Angeles. Mr. Kastner reports that two 
more men will be added early in the year, and that the build- 
ing will be remodeled before long. The partner in this com- 
pany is Herman Schlorman. 


Corpus Christi Firm Hit by Fire 

The store and stock of the Spencer Office Supply Company, 
Corpus Christi, Tex., were destroyed by fire in a blaze which 
swept through the entire business block.—JHR 


LOUIS MELIND 


COMPANY 
714 .N. St. Paul Street 
3524 N. Clark Street DALLAS 
CHICAGO 


5254 Alhambra Ave 


LOS ANGELES 
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68-4847 
FILING CABINET LOCK 





68-6703B 


DRAWER LOCk b y 
NATIONAL 
LOCK 






in all types, sizes and finishes to 
answer your product specifications 


Cen 3: . t,t PERE Ose > eee 
Included in the complete National Lock line ; - ‘t 
> QUALITY HARDWARE 


are drawer and door cabinet locks, cam locks, f 


...all from source 


filing cabinet locks . . . lever, plate and pin 

tumbler types, also combination locks. A © CASTERS ; 
National Lock sales engineer will work with 4 @ PULLS ‘ 
your designers in recommending the lock > © LATCHES 


(standard or special) to best meet your needs. © FASTENERS 


. : ‘ : lt @ FILE CABINET HARDWARE ; 
Inquire about this exceptional service. Write ; 
@ LEG LEVELERS : 

for our new Lock Catalog 156 today. ri 

2 RAC Tighe ss > ga, ‘ a ff. 


See our display ... BOOTH 20, NOFA CONVENTION, March 28-31, New Orleans 


NATIONAL LOCK COMPANY 


Rockford, Illinois @ Industrial Hardware Division 
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The "COMMANDO" 


FIREPROOF and BURGLAR PROOF BLUEPRINT 
AND PLAN FILING CABINET 


Every drawer a fireproof safe — Keeps 
Classified valuable blueprints and plans SAFE 






OPEN 





VIEW Approx. Shipp 

Model 400-5 Wot. 1500 Ibs 
Furnished in 2, 3, 4 and 5-drawer tion * Holds any sheet 
up to 42° x 31’’ © Electric welded construction for strength ° 
Each drawer protected by 15, f insulation * Outside case 
has [5"' approved insulation * Thumk h or ch drawer 
e Unit protected by 4-pt. locking ° y loc 
standard equipiment °* Finis! x1 aray Smooth 
Hammerloid « DIMENSIONS O: DRAW INIT — Outside 
4634, Wide 34 in ay 3814, Deep Max je Draw Dim 
422 Wide 2 High 3ll, Deep * Pate d ¢ Bears 
the Class C One Hour bel of the Ma 


facturers Ass'n., FURNACE TESTED FOR 
FOR YOUR PROTECTION 
MIDWESTERN SALES CORPORATION j7° 05 Room 350 


INDIANAPOLIS 4, INDIANA Convention Mar. 4-7 
N.Y. Trade Show 


Safety is our Business Bidg. 





A Little Late . . . but then the golf season in California 
is limited to 12 months in the year. Lee Schaeffer of 
the Bert M. Morris Co. harids trophy to Dan Kerr. This 
Bert M. Morris Memorial golf trophy was won by the 
49’er Travelers Club in competition with the Golden 
State Travelers. It is now a permanent possession of 
the 49’ers who also gained individual trophies for Kerr, 
Wally Jones, Augie Erickson, Bud Mercer, Bob Heath 








REG.U.S. PAT. OFF 


FA ULTLE 


RING BINDER | 


and Dick Wallace as members of the winning team. 


Free Tempo Jetdry ink Booklet Ready 


“Tempo Jetdry Ink” is the subject of a new booklet just 
released by the Milo Harding Company, makers of Tempo 
stencil duplicating products. How to save on labor, paper, 


stencils, and inks is covered in this illuminating booklet. 
Readers may obtain a free copy of this booklet by 


mail 


by sending the name and model of the stencil duplicator they 
now use to the Milo Harding Company, Box 3846 Terminal 


Annex, Los Angeles 54, Calif. 


When you show this binder... no other will satisfy ! 


G 





Exclusive with 


Only the FAULTLESS $-0 has these big advantages 
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$-O Binders! 
The Built-in 
Sheer Lifter is 
Stee!-Hinged 





RINGS ACTUALLY SLIDE APART 


No snapping open. Sheets won’t jump off the 
rings. No snapping shut to endanger fingers. 


BUILT-IN AUTOMATIC SHEET LIFTER 


Steel hinged, it lifts the sheets up freely over 
the rings, reducing friction and wear at the 
punched holes. 


300% LONGER SHEET LIFE 


Reinforcement of holes is unnecessary. No 
more torn holes and loose sheets. 


20% GREATER SHEET CAPACITY 

Design and construction of the rings provide 
1/5 more capacity without danger of spilling 
sheets. 


$-O SALES BA&ING BIG EXTRA PROFIT! 

S-O Customers stay sold — they insist on S-O 
. no “pop-open” substitute will do! So make 

sure all of your customers know about 

FAULTLESS S-O Binders. Let them try its 

effortless operation. You'll sell lots more... 

and repeat orders are assured. 


524 North Broadway, Milwaukee 1, Wisconsin 





STATIONERS LOOSE LEAF COMPANY 312.\sc rossi, now York 3, New Yor 


OA-2/57 




















Iry this one for 
size... style... value 


It’s the pace-setting 
DAZOR Flexible-Arm 


i i i i i i i il a eee 


Fluorescent Desk Lamp 


Does your office-lamp department have this fast-selling, 
popular-priced Dazor? Its features click with both indi- 
vidual and quantity buyers. The big 20'4-inch reflector takes 
two T8 15-watt tubes. By means of twin Flexible Arms, 
each user locates the light at the level desired—8 to 14 inches 
above the desk. The lamp’s modern styling speaks for itself, 
and you can offer an option of four decorator colors. In 
short, Model 1000 is a standout at the price. 


To broaden your lamp-selling operation still more, we urge 
you to investigate Dazor’s five brand-new incandescent desk 
and table models. Two are pictured at the right. Check with 
your Authorized Dazor Distributor as soon as you can. If you 
need the name, write to Dazor Manufacturing Corp., 4481-87 
Duncan Ave., St. Louis 10, Mo. In Canada address Amalga- 
mated Electric Corporation Ltd., Toronto 6, Ont. 





ANOTHER QUALITY FIXTURE 
BY THE MAKERS OF 


Sa ZOR ELOATING LAMps 


FLUQORESCENT and INCANDESCENT 
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$16.75 is the Eastern Retoil 
Price, opplying east of Denver 
ond El Paso. The Western Re- 
tail Price is $18.00, applying 
to Denver, El Paso and 

west. Prices do not include 
tubes. For industrial User Prices 
ond Dealer Costs, consult your 
Doxor Distributor. 





ng 


For Incandescent Customers 


New Executive-Type 
DAZORS are Air-Cooled 





This Dazor Swing-Arm Model 1056 pairs 
high style with diffused indirect lighting. The 
shade is never hot because it crowns a con- 
cealed reflector with an air passage between. 
Finish is frost-green, combined with brass: 
On special order—frost-tan with brass, 





Unrestricted placement of high-intensity 
lighting and a compact, cool reflector are 
features of Dazor’s Floating-Arm Model 1057, 
Arm extension is 21 inches. Frost-green 
finish. On special order—frost-tan. 
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STORAGE CABINET 























V to a desk’ 


speeds efficiency—ups morale 


BOSTON CHAMPION 


PORTABLE PENCIL SHARPENER 


now in decorative green, blue, sand-tone, and 
aray colors 
e sharpen pencils at desk—fast—no 
more sharpener searches 


® saves much more in time and effici- 
ency than actual cost in brief period 
e a low-cost quality item that helps 
desk workers feel more important 


Send for free comprehensive report on sharp- 
eners, Booklet P. 


C. HOWARD 


HUNT 


PEN CO., Camden 1, N.J. 





Pacific Northwest 


C. M. LITTELJOHN, correspondent 
918 12th Ave., N., Seattle 2, Wash. 





With free balloons for the kiddies and copious refreshments 
for their elders, a colorful grand opening was staged by the 
Acme Office Machine Company, at new headquarters, 1826 
N. 45th St., Seattle, Wash. 

Partners in this enterprise are Richard J. Messmer and 
Norman S. Robbins. Their business for the past two decades 
has been a convenience for business houses and residents of 
the Wallingford district of Seattle — but the location has 
proved to be too small for the growing business, hence the 
move. ; 

e 

Designed and constructed to suit the office furniture firm’s 
own tastes and specifications, the brand new building of the 
well-established DeVoss Desk Company of Seattle was moved 
into recently at the northwest corner of Warren Ave. and 
Denny Way, outside of the pressed-for-space downtown area 
of fast-growing Seattle. 

The new edifice provides four times the floor space of the 
old building at 1522 4th Ave., where the company has been 
operating for the past 22 years. 

ry 

Brown’s Bi-Rite Office Supplies of Toppenish, Wash., has 
recently enlarged stocks and fully complemented its store 
with many new lines in office supplies as well as allied mer- 
chandise. 

e 

Shaw & Borden Company. W 325 Riverside Ave., Spokane, 
Wash., recently announced its appointment by the Eastman 
Kodak Company as authorized dealer in the Spokane area 
for the Verifax Copier. At the same time the Spokane Com- 
pany has announced the introduction of Mel Seely as the 








No. 3678-S 


Corner Posts, 11 Gauge or 13 
Gauge 7 ' high... 
9’3” high punched on 1” 
Finished in Baked-on olive green 


or office gray enamel. 


THREE TOP SPECIALTIES 
of Superb Quality 
STEEL SHELVING 


Standard Or Government Specifica- 
tions: All Standard Sizes. 


centers. 





TYPEWRITER TABLE 
Size 2614"H x 16”D x 22°W and 34°W 
overall with shelf extended. Finished in 





baked-on office gray or olive green enamels. 
2° rubber casters. Shipped K. D. one per 


with adjustable shelves, finished 
in baked-on olive green or office- 
gray enamels with lock in handle, 
insulated doors. Shipped one per 
carton, K.D. 
36”"W x 18” x 78"H 
Weight 150 Ibs. 
MANY OTHER SIZES O! 

CABINETS AND SHELVING 





carton. Weight 30 lb. 
List Price $15.00 


MIDWEST 


METAL MANUFACTURING COMPANY 
1018-24 North 18th St., St. Louis 6, Mo. 
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Available in pencil striped hand-rubbed walnut 


Modular units designed for maxi- 


0000 











mum flexibility. Suitable for luxuri- 


ous executive settings or efficient - Tl | i— 
general office adaptations. Com- |_| l | 























plete lines in other contemporary 




















and traditional designs. y 












































THE JASPER DESK COMPANY, JASPER, INDIANA 
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A SMASH 
HIT 


their customers! 


the rest. 
established 





PE as 
4 


o7 
br. 


3 


CARBON & RIBBON 





but only one “Silver Eagle.” 
It’s a smash hit with business machine dealers and 


eee iF 
GP 
/| Ss 


There are carbon paper brands by the hundreds 


Stationers . . . with tiicir salesmen ... and with 


And that’s because the product has color appeal 
. the package has color appeal . . . and as a re- 

sult your profits are also mighty appealing! 

Be from Missouri and make us show you 

we'll gladly send samples without any obligation. 

Just clip this ad to your letterhead and we will do 


1895 


MFG. CO. INC. 


“821-623 CHERRY ST.__ PHILADELPHIA 6; PENNA. 
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This Spring... Choose 





member of its staff directly in charge of sales of this new 
Kodak unit in modern business offices. 


Known as “The Grand Old Man” of Gill’s, William A 
Montgomery celebrated his 90th birthday in the “chair” of 
J. K. Gill Company, Portland, Ore., where he is now chair- 
man of the board. 

On his 90th birthday, this nonagenarian of the industry 
took time out from his desk at lunch time to greet many old 
friends, and be the guest of honor at the birthday party for 
him in the auditorium of the J. K. Gill Company. Many of 
the key businessmen of the city, community leaders, and those 
high in civic affairs, took time out to call, congratulate him, 
and extend best wishes. 

e 


A special Quilco Company division has been created of the 
pioneer Lowman & Hanford Company, Seattle, where the new 
Thermo-fax Secretary Copymaker has been installed under 
fine display and demonstration auspices. 


New England Travelers Elect Officers 


David W. Keir, Dennison Mfg. Co., was elected president 
of the New England Travelers Club, Inc., at the annual meet- 
ing Dec. 3, at the Smith House in Cambridge, Mass. 

Russell G. Paquette, Eagle Pencil Co., was named first vice- 
president, with Richard J. Madden, Eberhard Faber Pencil 
Co. as second vice-president, and John J. Dunne, National 
Blank Book Co., as third vice-president. Joseph P. Sheehan, 
J. P. Sheehan Co., was named auditor. 

Members elected to the executive committee include: Ralph 
Gerard, Sanford Ink Co.; Spencer F. O’Leary, Waterman Pen 
Co.; Nat P. Blish, Reyburn Mfg. Co.; Richard M. Payne, 
Bates Mfg. Co.; James P. Inman, Carter Ink Co.; Charles F. 
Lusteck, Carter Ink Co., and Ed F. Stockwell, American 
Pencil Co. 








The Increased 
SPECIFICATIONS of 





Tomorrows 


Office Furniture 





917 CHEROKEE AVE. 


Today : 


@ New approved Specifications—1800-1900 Line of Files 
® Presenting the Newest in Office Furnishings 


NDERSOM~ HICKEY COMPATY 


P. O. BOX 8006 e NASHVILLE 7, TENN. 
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Order from your Wholesaler 






1. All new gold-foil package with 
transparent blister which displays 
the refill — by far the most 
advanced and most attractive refill 
packaging on the market! 


2. All new modified refill with diagram- 
med instructions — now many times 
easier to use than any other universal 
type refill — fits 65% of all ball pens 
just as it is packed without any 
alterations whatsoever! 


3. All new compact display — stands, 
hangs or adheres! (New adhesive application 
on back of display, permits it to be stuck 
to cash registers or other choice locations.) 


4. All new packaging for red, green, black, 
brown and perfumed-turquoise inks. ‘1 hese 
colors are now boxed in lots of 7 (1 Free with 6). 
This new Fisher %-dozen reduces retailer’s 
inventory and increases turnover! 


i ee 
‘7.20 14.70 Bi% 


FISHER PEN COMPANY 


. 
FOREST PARK, ILLINOIS 
. 


SHERMAN OAKS, CALIF, 
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You Collect Those Easily Earned, Canadian News 
Added PROFITS Our Industry Across the Border 


By Special Correspondence 


When You Use 





[his is going to be another year of progressive development 














a3 AICO’S and profit for the stationery and office equipment industry in 
\ Canada, a survey of leaders in the trade north of the border 
One indicates. 

Sales at the dealer level last year were up approximately 

Reliable 12%; this year should show a further advance estimated at 

between 5 and 10%. While profits are liable to be slightly cur- 

Source tailed by the Canadian Government’s existing curbs on credit 

| and money, general feeling is one of strong optimism. 

a of Here’s what Canadians you know say about 1957's pros- 

Supply — ai . © py, 

oseph L. Seitz, president, Underwood Ltd., Toronto: “Busi- 

For All ness sentiment in Canada being so clearly optimistic, the year 

will probably exceed the achievement of last year by anywhere 

Your Needs from 10 to 25% .. . Prices will, in part, increase, as a 

| result of the advent of new products and new models of busi- 

n ness equipment entering the market, the production costs of 

GUIDES ! which are not, as yet, clearly determinable or finalized.” 

ee R. L. Stevenson, president, Remington Rand Ltd., Toronto: 

Th A G Ul DE S taliate! “Most factors point toward the further growth and expansion 

ey re Opecia ists. of the Canadian market. Current levels of production and 

or Whatever your needs in Guides, it is profit- sales should be maintained with higher levels in many indus- 
INDEXES wise to count on Aigner. You have a choice tries.” 

and of horizontal and vertical Guides; Card Leon H. Black, president, W. A. Sheaffer Pen Co., Canada, 

TABBING Guides, Check File Colom, Open Shelf Filing Ltd., Goderich, Ont.: “The present upswing (in business) will 

Bg - a eeader sar ated mele at tae one continue at least into the second quarter of the year, and if all 

nips ely iettiesdions. You eave on erdeting, beok- factors remain static, throughout 1957. 
AICO keeping, stock and storage, and, national Ad- C. Leslie Robertson, president, Granger Freres Ltd., Mont- 


real: “The house that watches its buying and takes full ad- 
vantage of all quantity discounts and also carefully watches 
inventory, coupled with strict control of credits, and above all, 
gives service, will have a profitable 1957.” 

Arthur G. Lancaster, president, Stationery & Office Equip- 
ISTEN 


RABLE STEEL OFFICE EQUI 
IMPROVED LINE - FIRST IN THE LOW PRICED FIELD 


PRIME STEEL * ELECTRICALLY WELDED * NYLON ROLLERS * COMPRESSOR FOLLOW BLOCKS 
ALUMINUM PULLS ¢ PERMANIZED BAKED ENAMEL FINISH 


vertising helps you sell. 
Write for Literature, Sales Aids, Samples, Prices. 
44-16 23rd St., Long Island City 1, N.Y. 
INDEXES 426 S$. Clinton St., Chicago 7, Ill. 


EXECUTIVE STEEL DESKS 

& SECTIONAL DESKS 
FILING CABINETS 
BOOKCASES 





















































= FAST SELLING! 
om _ SPACE SAVER! 
=| MODERN ISLAND BASE 
= SALESMAN’S DESK 
Linoleum top (40”x25%2”) 





=| Desert sage, 


q) mist green, grey 


















SECTIONAL BOOKCASES “4! NEW! PRICED TO SELL! 

ROLLER FILES agente rages TOP VALUE! =~ 
TELEPHONE CABINETS Desert sage, mist green, grey onan Baud 
SPECIALTY CABINETS Linoleum top (50”’x24”) Ieee at 


Desert sage, | oo 
mist green, grey Ae 







TERRIFIC BUY! 
MODERN SALES DESK 
OVERHANG TOP 


Linoleum top (53”x2542”) 
Desert sage, mist green, grey 


WRITE FOR ILLUSTRATED CATALOG #2 AND DEALER PRICE LIST. 


URABLE METAL PRODUCTS co. 


38-42 REVIEW AVE., LONG ISLAND CITY 1, N.Y.- RA 9-3580 PROMPT SHIPMENT 
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Stylized Office Furniture 
with MODULAR efficiency 











MODULAR SERIES 
Tops for these units can be furnished in 
any size and shape. 
Four complete Series manufactured by me 
Central to meet every desk requirement 








OUR 75th YEAR OF SERVICE TO THE OFFICE 
tr , FURNITURE TRADE 
aN desk manufacturing company 


454-456 N. ARMOUR STREET ®@ CHICAGO 22, ILLINOIS 







Write For 
Complete 
Desk Catalog 
and Price List 















é 
vd 
7 


NO. 450 AC 


CRAFTSMANSHIP 


Styled for perfect harmony with modern decor. Fashioned 
Exemplified for luxurious wear. Customed for lasting comfort and 


pleasure. Priced for every buyers purse. These are the 





SOFA 1 
NO. 450 RC ates 


factors which make BRIGHT creations a joy and satis- 


by faction to every one who buys. In a large selection of 

genuine leather and Elastic Naugahyde and a wide range 

BRIGHT of styks you will find just what you want for every 
customer. 







WRITE FOR THE BRIGHT CATALOG TODAY! 
545 W. 34th ST. NEW YORK 1, N.Y. 
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(manuFacturers SINCE 1932 








Quality equipment 


Convertible 


















end 





SHELVING 
PARTS BINS 
CABINETS 
COUNTERS 
BENCHES 
SHOP BOXES 
PARTS DRAWER 
INSERTS 


Write for LATEST CATALOG 
PRICE LIST AND DEALER’S DISCOUNT 


Neiman Steel Equipment Co., Inc. 


1GO STS., PHILA. 34. PA 








save delay — register now 
Pe 


Hotel Jung—New Orieans—March 28-31 


don’t wait another minute! 


THE N.O.F.A. CONVENTION 


ment Guild of Canada, Inc., Toronto: “Canada is still a young 
country with a very bright future. Continued development of 
our natural resources, enhanced by our steady growth in popu- 
lation can only mean that which is good. Unemployment is at 
a low level; new industries from practically all over the world 
are seeking to become established in the Canadian market; 
foreign funds pouring into Canada are paying close to one- 
third of our country’s heavy capital expenditure. .... All 
indications point to another year of steady growth. Competi- 
tion will be keen but when was fair competition not a good 
stimulant?” 

Jack R. Chipman, sales promotion manager, The Brown 
Brothers Ltd., Toronto: “The Canadian economy is going to 
feel increased impact and benefit from two major develop- 
ments — the St. Lawrence Seaway and the gas pipeline from 
the Canadian West. Add to this, the fact that 1957 in Canada 
is to be an election year which will stimulate the circulation 
of money, and prospects appear good that Canada will again 
experience a year of prosperity for most. . . . For the dealer 
on Main Street, the emphasis will be on an increased rate of 
turnover, geared to a steady supply of goods on the one hand, 
accurate anticipation of consumer demand on the other. 

“Realistic production and purchasing, matched by aggressive 
selling and promotion, should keep Canada’s business curve 
moving upward.” 

J. O. Swan, sales manager, Joseph Sankey & Sons (Canada) 
Ltd., Smiths Falls, Ont. “The present level of business will 
continue well into 1957. . . Hundreds of new office buildings 
are going up across the nation and hundreds more are on the 
drawing boards — all of which creates a demand for steel 
office furniture. One of the biggest problems facing the Cana- 
dian office furniture manufacturer at the present time is U.S. 
competition and influence. The immediate solution to this is 
not too apparent.” 

Gage H. Love, president, W. J. Gage & Co., Ltd., Toronto: 
“The gross national profit will be at an all-time national high 
and may break the $30 Billion barrier. . . There do not ap- 
pear to be any new problems for suppliers and dealers except 
an increasing emphasis on the part of both to do a better job 








Registrations are pouring in, for the biggest, best, 


and only show devoted exclusively to office 


furniture and accessories! We can see it now— 
long lines of impatient dealers who neglected to send in 


their advance registrations. 


Don’t you be in one of those lines! Send in the time-saving 
advance registration coupon this very minute, 
while you’re thinking about it! Spend all your time 


profitably, at the big new N.O.F.A. Show! 


this 1s the only show in the world 
devoted exclusively to your needs 
as a creator of fine offices. 
You can’t afford to miss it! 





time-saving advance registration 
NATIONAL OFFICE FURNITURE ASSOCIATION 
327 South La Sallie Street, Chicago 4, Illinois 


Please register me and the following members of my staff for the 
1957 N.O.F.A. Convention in New Orleans 








Firm Name 
Address -_ 
City Zone State 














3 


NATIONAL 
OFFICE FURNITURE 
ASSOCIATION 


327 South La Salie Street 
Chicago 4, illinois 
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of merchandising. Our views are rosy for 1957; perhaps at 
this time next year we will be able to say they were conserva- 
tive.” 

Fred R. Smart, secretary-manager, Stationery & Office 
Equipment Guild of Canada, Inc., Toronto: “The year will be 
good for those who plan their work, then work their plan. . . 
[wo spots where more than normal caution will be wise con- 
cern two types of inventory — physical goods and accounts re- 
Dealers should plan purchases so enough will be on 
hand to serve customers but they should plan purchases so 
enough will be on hand to serve customers but they should 
dispose of the obsolete. Both supplier and dealer may find 
money harder to collect.” 


celyV able 


7 

[wo important executive changes affecting the management 
of the Montreal branch of Gestetner (Canada) Ltd., have been 
announced by A. T. Hunt, managing director. W. H. Waddell, 
who has been with the firm since 1927 and since 1954 its 
Montreal manager, now becomes general sales manager for 
Gestetner Duplicator Corp. of the United States. Mr. Waddell 
is being succeeded in Montreal by Norman Fawdry as man- 
ager. He joined the company in 1947 and has had extensive 
experience as a top salesman in Canada, Cuba and Central 
and South America. 

. 

New president of the Stationers’ Association of Montreal is 
C. Leslie Robertson, president, Granger Freres Ltd. Other offi- 
cers elected at the annual meeting were: vice-presidents, 
George Knox and Leo Dawson; secretary-treasurer, Armand 
Toupin; past-president, Allan Singer; directors: Eugene Char- 
ters, Fernand Pilon, Sam Jason, Rene Piche, Lucien Hetu, 
Donald Campbell, Harry Barshaw and George Basil. 

+ 

Sonograph Ltd., Toronto, has been named Canadian dis- 
tributor for the made-in-Canada line of adding machines and 
cash registers of the Clary Corp., San Gabriel, Calif. Fred R. 
Verner, Sonograph’s sales manager, will be in charge of Clary 
distribution in Canada. The recently opened Toronto plant of 
Clary Multiplier of Canada was established to produce busi- 
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4415—HIGGINS 4425—HIGGINS 4435—HIGGINS 
AMERICAN AMERICAN ACETATE INK 
INDIA INK INDIA INK Waterproof 
Waterproof Non-Waterproof Black 
Black Black (Soluble) 7 
The International For fine line work "OF B56 Of 
Standard of and washes. p ae 
Excellence. For Removable from iy ‘tin —— on 
general use. plastic film by water. a Saree 
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HIGGINS INK GO. ING, 271 nieth street, 





P. erfection of Quality 


THE NEW 


PRESIDENTIAL SETS 
By CA hangepoin7 






THE 
EXECUTIVE SET 
6” x 15” 


Rich, warm, wonderful, figured black walnut. Only 
Changepoint has them! 


Western States contact ARCH K. ANSTY COMPANY 
Exclusive Western Distributor 
171 Second Street San Francisco 5 


Manufactured by CHANGEPOINT, INC. 
546 South Rockford Tulsa, Oklahoma 















Testes sold 4415 and 
4425, now sell 4435 and 
4445 and supply the 
complete answer to 
modern graphic needs. 
Made in the same 





4445—HIGGINS 







SUPER BLACK tradition, they =a 
Waterproof guarantee the _ 
Drawing Ink auth 


same customer 


A high intensity ink preference with 





for art work with repeat sales 5a 
brush and pen. 
and assured, 
increasing 
Brooklyn 15, N. Y demand. 
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IMPORTANT 


NOTICE 


Our Brief Case Portfolio as pictured here is 
protected by Patent No. D-175,389. 


Our exclusive design DOES NOT resemble chain store type 
merchandise which is being offered as a substitute. We're 
proud of the careful manufacturing and fine material that 
goes into our patented Brief Case Portfolio and we'll pro- 
tect our patent rights by law. 


We are the largest users of the Flexi-Grip plastic zipper, 
which we perfected and introduced to the stationery trade, 
and have had long experience developing manufacturing 
methods with this unique closure. 


ORDER SAMPLE ASSORTMENT TODAY AND COMPARE 





No. 71 — Legal Size. 
Made of Spanish Crush 
leather grain Vinylite, 
16%. -« 12", welded 
seams, famous Flexi-Grip 
Zipper. Asst’d. brown, 
ton, black, navy. Retails 
at about $1.50 ea. 


No. 70 — Letterhead 
Size. Same high quality, 
simpler design, sized 14 
x 11”. Brown, tan, black, 
novy, red. Retails at 
ebout $1.20 ea. 


Can be imprinted 


« Full trade and quantity 


discounts 


ANGLER’S CO. 


FLUSHING 58, 


N. Y. 














ness machines for the Canadian market, and is manned by 
Canadian employees under the direction of V. E. Austin. 
© 


The Stationery & Office Equipment Guild Club of Toronto 
held its annual Christmas dinner party at the Embassy Club in 
Toronto, mid-December. Over 225 members and friends at- 
tended to enjoy an evening of entertainment and dancing. Pro- 
ceeds enabled the club to make the presentation of two wheel 
chairs to the Paragplegic Association for the use of crippled 
civilians. Club members have made similar presentations for 
quite a number of years now. Terry Birrell, Walter Dickinson 
& Co., Ltd., presided at the festive event, in the absence of 
club president, Jim Curzon, Eberhard Faber Pencil Co., Ltd., 
who was in the United States in connection with the opening 
of a new plant by the pencil firm. Head table guests were 
members of the club executive, and Arthur G. Lancaster, 
president, National Guild, and Mrs. Lancaster. 

*. 

Prew Savoy, a brother of Harolde Savoy, president, Domin- 
ion Blank Book Co., Ltd., St. Johns, Que., died suddenly re- 
cently in Washington, D. C. In Torontc, Howard W. Peter, for 
many years connected with the firm of Grand & Toy, Ltd., 
Toronto, died as the result of a heart attack while motoring. 
Also in Toronto, the death occurred of David A. Balfour, 
president, D. A. Balfour Co., Ltd., long-time supporter of both 
the Toronto Commercial Stationers’ Association and the Sta- 
tionery & Office Equipment Guild of Canada, Inc. Mr. Balfour 
has also been active in Toronto city political circles close to 
30 years. A son, Vince Balfour, will be carrying on the firm’s 
business affairs. s 

Humbert Paul, formerly with the Toronto buying office of 
Willson Stationery Co. Ltd., has been appointed supervisor of 
sales for Canadian Staples Ltd., Toronto, Ernest Stevens, vice- 
president, has announced. Mr. Paul will assist in the general 
direction of the company’s business and make his headquar- 
ters in Toronto. 

. 

First electric portable typewriter in the world will be 

marketed in Canada about May of this year, W. R. Woodrow, 

















New Model, Special Low-Priced 
Wood Junior Executive Desk 


—OAK—WALNUT—MAHOGANY— 


A Fast Soller in the Office Furniture Fiold! 








List Price only $107.95 


Less usual dealer's discount. 


manufacturing company 


220 Institute Place « 


No. 6024-1 
High Quality 
Top Size — 60” x 32” 
14%,” thick with square modern 


edge. 


Overhang on 3 sides approxi- 
mately 7”. Base — 46” x 24”. 
Adjustable height. Lock on cen- 


ter drawer. 


Write for Literature on our Complete Line of 
DESKS —— TABLES — COSTUMERS 


Chicago 10, Illinois 
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Jasper Chairs 304 Group . 


A group of chairs just recently 
added to Jasper Chair Company’s 
Ry Invitation Member line and already favorites. Rea- 
sons for this popularity: neat ap- 
pearance, rugged construction, 
moderate price. Available with 
upholstered seat or with plain 
hardwood seat as illustrated. 











Enblem of VISIT US AT BOOTH 14, NOFA SHOW, 
Guiness Character MUNICIPAL AUDITORIUM, NEW ORLEANS, 
RICE LEADERS MARCH 27-31 
OF THE WORLD 
ASSOCIATION oA , . ‘fy 
Kepresents High Stundingan I HE RIG HT CHAIR Chair No. 304 
iemenienmant ss. AT THE RIGHT PRICE 















—Jasper Chair’ 


sen SAAIE Cony, SPER, INDIANA Compan? 


REPRESENTATIVES: GEO. A. LITCHFIELD, SALES MGR 





HENRY DEUTSCH (SOUTHWEST) R. A. BROWNE (WEST) R. J. FREEMAN AND JOHN R. FREEMAN 
11340 COX LANE 1527 £. 14th ST (EASTERN) .385 MADISON AVE. 
DALLAS 29, TEXAS SAN LEANDRO, CALIF. NEW YORK, N. Y. 
“Spen.inoi® JAMES S. FOWLS, (SOUTHERN) JACK S. DORAN (NORTHWEST) Lester W. Brown (Chicago-Midwest) 
a-08 327 SUNSET DRIVE, NORTH 1527 E. 14th ST. 666 LAKE SHORE OR 
4 ST. PETERSBURG, FLORIDA SAN LEANDRO, CALIF. CHICAGO, ILL. SPACE 844 








UNGROUND 
BALL BEARINGS 


For the Office Equipment industry 


ILIAN 


Long life and service are assured you because — 

1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 





Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S.A. 


ASSOCIATED Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 


( (Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
COMPANIES: — 240 Fleet St. East, Toronto 28, Ont. 
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MAY LINE 





The M7layline Mobile 
Finest Straightedge of them all ! 





A straightedge that moves easily and readily, yet 
hugs the paper at the slightest pressure. Keeps 


= 
> 
z 
drawings cleaner. Blade is of phenolic laminate, 
edges are crystal clear butyrate. 


When used with the Mayline counterbalance 
straightedge will hold position, even at the ver- 
tical angle. Other Mayline straightedges are: Re- 
gal, Ideal, and E-Z Grip. 

from 30” thru 96”. Dealers, 
about the Mobile straightedge. 


Available in lengths 
tell your customers 


MAYLINE COMPANY INC. 


625 No. Commerce St., 





Sheboygan, Wisconsin 





MAYLINE 








INNIAVW 








LEEDALL’S 


DUPLICATING 
LU bee 


Packed 6 gallons te printed | 
1.C.C: shipping carton. 

One pouring spout to 6 gals. 
_Your imprint labels — no 


extra charge. 


Write toda}, for our outstanding 
“You can pay more, but 
", Also send for 


price schedule 
. you can’t buy better 
wholesale price list for Comparison. 


eee PRODUCTS MFG. CO. 


Vv >LAN DOMESTIC © EXPORT 
MILLTOWN Nw JERSEY 


ai--10)) b ° PAPER RIBBONS @ CARBON PAPERS 
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HANDY “GLIDEX” 


TRADEMARK®) 571978 


TELEPHONE BRACKET 


A Stable Seller the Year 'Round 








Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel, Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount 
ings available for attaching to wall, desks, table 
edges, side of tables, etc. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 


desk papers. 
WRITE FOR ILLUSTRATED LITERATURE AND DEALER'S PRICES 


AAAI 


GLIDEX ae 


4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 


SUDE MOOR Me 
ErPamDend 











PROTECTED PROFITS FOR YOU 


WITH ADVANCOS POLICY OF 
SELLING THRU DEALERS EXCLUSIVELY 








wo > 


Qe aaa 


MADE IN USA 





Write for General Catalog and Price List 


ADVANCO PRODUCTS Inc: 


aan A a a eS ee 
We NUF CTURERS © DERS + BRISTR AND PRESSBOARD GUIDES - SUSPIND-OFOLDER + COLLATED 
man A FOLDERS « FILING SUPPLIES + ADVANCO PUNCHLESS PAPER HOLDER 





76-05 51st AVENUE, ELMHURST 73, L. |.. N. Y. © Telephone Hickory .6-4848 
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president, Smith-Corona (Canada) Ltd., Toronto, announced. 
+ 
4 one-day business equipment show is being sponsored in 
Toronto, Feb. 21, by the Toronto Chapter, Systems & Proce- 
dures Association, an international organization made up of 
some 2,000 members and over 50 local chapters. 
e 
Wendell Holmes, president and general manager, Wendell 
Holmes Bookshop Ltd., London, Ont. stationery and office 
equipment dealers, died suddenly, December 16, in his 76th 
year. He had long been a well-known figure in London busi 
ness circles and prominent in Canadian trade affairs. He had 
founded his original store in 1907. This was followed by the 
opening of two branches in the area. 
e 
Fred Cranston, president, Rust Craft Ltd., Toronto, an 
nounced the appointment of Gordon S. Smith as co-ordinator 
between head office departments. 


. 
Willson Stationery Co., Ltd., Brandon, Man. branch, won 
top award in a window display contest staged in Canada by 


the National Letter Writing Week last fall. Week was spon- 
sored in Canada this year by National Paper Goods Ltd., 
Hamilton, Ont. Second prize went to Pharmacie Chicoutimi, 
Chicoutimi, Que., and third to Cloke & Son, Ltd., Hamilton, 
Ont. Honorary Mentions were awarded to Chapples Ltd., Fort 
William, Ont., and Hudson’s Bay Co., Winnipeg, Man. 

° 

H. G. Jefferies, chairman, board of directors, Viceroy Mfg. 
Co., Ltd., Toronto, announced the election of K. D. Mooney 
and Roy C. Wittstock as directors. Viceroy produces a wide 
range of products for the office supply trade in Canada. 

* 

When a two-alarm fire gutted a four-story downtown Winni- 
peg, Man., business block, December 8, damage to a building 
and contents owned by Western Smallware & Stationery Co. 
Ltd. was estimated at a quarter-million, according to Dick Bell, 
one of three partners in the firm. Company was back in opera- 
tion mid-January in temporary quarters. All company records 








NOW...A NEW 
CASTER 


BY MASTER 


A complete line of quality 
casters now available for all 
types of metal and wood 
furniture. Beautifully 
designed for the 

highest efficiency 
Master-Made Cas- 

ters may be had 

either with soft 

rubber wheels 

or with hard 

tread wheels 


GUARANTEED TO SELL OR YOUR MONEY BACK’! 


v 





DOUBLE ACTION 


Highly polished steel 

balls operate on two 

seporate racewoys 
| that are locked per- 
manently together to form a solid 
unit. Steel bearings and bearing sur- 
faces are hardened to guarantee 
lasting performance. 





MARKED 
BOXES 





Every box names the chair the par- 


ticular caster fits, as well as the 
size and type of caster. Boxed four 
casters to a set. 


AND IN ADDITION! An attractive discount schedule on 


all casters— means a handsome increase in your caster profits! 


MASTER MANUFACTURING CO. 9200 Inman Avenue 


CLEVELAND 65, OHIO 


= 
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No. |-FBCR, “Flattie’ Base, 30" 
Formica covered top, stainless steel 


Genuine edge molding. Domed black crystal- 
Formica line base 20° dia.; heavily chrome 
Tops plated 4" steel tubing column. Each, 


$43.00 


complete 
(Square tops available) 


Get ARD's lew prices on Table 
Bases and Tops, Lounges, Booths, 
Costumers, Chairs, Lecterns, Fold- 
ing Tables, etc. 


No. 4-STT. Legs of gleaming 
1/4" chrome plated steel tub- 
ing attached to top with 
welded parallel bars. Genuine 
Formica covered top 30" x 
30" square, |" thick, stainless 
steel edge molding. Other 
sizes available. ARD's low 
price, complete $39.00 


(Usual dealer discounts) 





We sell thru Dealers only — send for Catalog No. 16 





13 VINE STREET _ _ EVANSVILLE, INDIANA 








OW modern-flow 


161 


TO CHOOSE 
FROM 





Now you can custom design your own layout 
with Equipto modern-flow Benches. They can be 
easily arranged into one continuous streamlined 
assembly. 


Many types and styles of drawers, drawer ped<stals, 
cabinet pedestals, sliding doors, aerial shelves and 
accessories are available for Equipto Benches. 


All Equipto modern-flow Benches are avai'able with 
a choice of four tops ... 12 gauge steel top, masonite 
covered steel top, resinwood or laminated maple top. 


Send for big 16 page catalog No. 200 illustrating 
and describing this outstanding line of top quality 
benches. 








GEE Division of 
Aurora Equipment Co. 











610 Prairie Avenue 
Aurora, Illinois 


Steel Shelving . ++ Parts Bins . .. 
Drawer Units ... Lockers... Carts .. . Work Benches 
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“Your plan is unique in your field 
and we appreciate your extreme ef- 
forts on behalf of those who are sell- 
ing your 77 Felt-Point Pen to the 
consumer. 


(New York dealer) 


No. 1 of a series. 











able. GUARANTEED LEAKPROOF 


Dealers: Write for booklet “How to Boost Your Sales 


with The MARSH 77 PEN.” 


MARSH COMPANY, 83 MARSH BLDG... BELLEVILLE, ILI l 


Writes, Draws, Paints, 







Ink is self-contained, 
instant drying, water- 
proof and smearproof. Ten ink colors avail- 











A 


LAWSON 
Steel 


WASTE 


ee niemaianatl 


Lawson 


Executive BASKETS 
~ ff 
Lawson 4 
Paneled 
Lawson 
Space Saver 
Excel in 


STYLE - STRENGTH - ECONOMY 


Lawson Waste Baskets are made of selected steel for ap- 
pearance, durability and economy. They are recognized 
leaders in beauty and utility. Available in a wide range 
of popular colors and simulated wood grain finishes. Ex- 
clusive construction features protect furniture and floors 


against scratches. Fireproof. 


THE F. H. LAWSON CO. 


shed 1816 


821 EVANS ST CINCINNATI 4, OHIO 
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hed been in a fireproof vault, Mr. Bell said. Cause of the fire 
was not determined 


7 
William Richardson, member of the staff of Hay Stationery 
Co., Ltd., London, Ont. died recently in his 60th year. He 
was born in Bradford, England, and came to Canada 37 years 
ago. 
e 
The Brown Brothers Ltd., Toronto, have opened a new 
branch office in Ottawa, with A. Warren Osborn as resident 
manager. While his principle activities will be confined to 
accounts in that city, he will continue to represent the com- 
pany in the Maritime Provinces. Donald Henchey who is at- 
tached to Brown Brothers’ Montreal office and covers trade 
accounts in that area, witl now become sales representative 
to dealers throughout Quebec Province, a territory previously 
handled by Mr. Osborn. Both men have been with the firm 
several years and both are bilingual. 
° 
The appointment of D. McMullen as general manager of 
Chatco Steel Products, Ltd., Tilbury, Ont., has been an- 
nounced by Harold S. Shannon, president. Mr. McMullen 
brings to the company many years of successful industrial en- 
gineering activities in England and Canada. Functioning for 
many years as an industrial consultant, he was formerly 
associated in top management capacity with British firms em- 
ploying up.to 9,000 workers. Chatco produces a line of Ca- 
nadian office equipment. 


Leedall Can Supply Underwood Spool 

Leedall Products Mfg. Co., Inc., Milltown, N.J., announces 
that it can now supply the official new No.150 Underwood 
two-flange typewriter ribbon spool. 

This spool is for use on all Underwood standard machines 
having the noiseless type ribbon mechanism with the exception 
of the Underwood No.150 gray model which stiil requires 
the plain noiseless core-spool unless the ribbon covers have 
been modified to allow the greater height of the two-flanged 















SPONGE RUBBER 
STAMP PADS 





THE ONLY ALL-PURPOSE 
STAMP PAD LINE! 


There’s a SPEED-MO stamp pad and ink for every office or 
industrial stamping problem your customers may have. Speed-Mo 
is the only complete line of stamp pads on the market — and 
that means multiple sales for Speed-Mo dealers. You need carry 
only the common pads. Prompt shipment made on special pads 
(up to 20’’ x 36’’). 

All Speed-Mo stamp pads are of specially treated, odorless 
sponge rubber. Clear impressions guaranteed. Re-inking is neat 
and simple — you just brush the ink on Speed-Mo pads. 


LIBERAL DEALER DISCOUNTS 


Write for folder showing over 35 stock items 


RIVET-O MANUFACTURING CO. 


50 FEDERAL ST., 


ORANGE, MASSACHUSETTS 


In Canada, for complete information write 
Bossence & Co., 399 Main St West, Hamilton, Ontario 
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SPACE-SAVER 


SECRA-TYPE 


FINEST QUALITY — BEAUTIFUL 
WOOD OFFICE FURNITURE 


Pat. No. 2133807 


252-ST 





WORDEN Company offers the office equipment deal- 


er a complete line of wood desks, 


tables, chairs. 


leather upholstered chairs and suites al] manufac- 
tured with good quality as a standard. We invite 
you to investigate the many advantages of selling 
complete catalog will be fur- 


Worden products. A 
nished on request. 


the. 


HOLLAND 


WORDEN company 


MICHIGAN 





a 
HARTFORD 
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for Free Catalog 


wu file tims 
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ACCOPRESS 


BFC 
BINDERS 


Have YOUR customers seen 
the BFC Accopress Binder? 
Here’s an item that appeals 
instantly to all businesses 
keeping their files for long 
time reference. Like its big brother the BF binder, it’s 
made of scnuine pressboard in five colors. But it also has 
an adjustable, expandable (up to 6”) back flap which 
provides a tight, flat indexing surface regardless of the 
thickness of the binder contents. BFC Accopress Binders 
turn a user’s files into a library of neatly bound and 
titled books. You can SELL it! See your Acco Catalog. 


ACCO PRODUCTS, INC. 
OGDENSBURG, N.Y. 


in Canada: Acco Canadian Co., Ltd., Toronto 














DISPLAY 
AND 
SHEL... 







bright finish, rust-proof 


Aluminum SCREW POSTS & Extensions 


For every type loose-leaf binding 

Your customers need PRESTO 

Aluminum Screw Posts for cata- 

logs, sample books, record albums, 

photo albums, scrap books, swatch \ at 


books, greeting card books, prints, 
maps and many other projects. “to 4” lengths 


Extensions for added capacity 

PRESTO Aluminum Extensions 

are used whenever greater capac- 

ity or odd sizes are required. Ex- 

ample: 1%” regular screw post 

plus %” extension post equals 24” %" and 1” lengths 
length. If longer than 4” post is 

needed, extensions may be added. 


FREE! Self-selling Display Kit Also makers of loose- 


Ask about PRESTO Aluminum leaf sections for post 
Screw Post and Extension assort- binders and ledgers; 
ment in FREE Display Kit. Pro- prong paper fasteners. 


motes impulse buying! 
TERRITORIES AVAILABLE TO ESTABLISHED SALES REPRESENTATIVES 


CHARLES LEONARD, In 








CE ee 
VALETS, WALL RACKS 


and FOLDING RACKS 


30 SECOND ASSEMBLY 
NO NUTS, BOLTS OR SCREWS 


Gingher Valets are ready to 
use in a flash. Just insert the 
upright post into the base and 
slide the top over the post. No 
wobble or wiggle but sturdy 
and rigid. Units can be locked 
together instantly side by side 
and/or back to back or 
changed to any required pat- 
tern, All welded, finest furni- 
ture steel. Finished in gray, 
desert tan, mist green baked 
on enamel. Umbrella holders, 
easy-to-empty drip drawers 
all trimmed in aluminum. 





Where “Quality” is our 


most important aim! 


Wire or write today for complete 
information about this new line of 
quality valets and wall racks. 


GINGHER MFG. 






One of 
many models 





6 coats 
6 hets 314-328 Depot Street, Scranton 9, Pa. 
6 umbreoiies 
Descriptive at- Since 1924 Precision Manufacturers of Ma- 
pen oe your i chine and Electrical Products, Instruments 
tion & reference. and Components 
ye Markwell Premium 
Here is the 


Quality Office Staplers 


4 
oo LOOK — designed, styled 
(that will bring Markwell and priced for every 
Dealers j sed sales stapling need 
and profits 


» Markwell Office Staplers now furnished 
complete with Staples 


>> New lower Dealer prices on Markwell Staples 


> New lower Consumer prices on Markwell Staples 


"> New and exciting Sales Aids 


TT erthaarell 


9T.,. NEW YORK 
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architects, artists, business offices, schools, studios. 
Carefully balanced palm-fit for effortless erasing. Quiet, 
efficient, trouble-free 115V, 60C a-c electric motor 
Highly dependable . . . thousands in use. A good-profit 
good-selling item for you. Accepted by Underwriters 
Write now for prices and descriptive folder 


Barber-Colman Company 











NED ORDER” 
uUNTS 








Yes, big savings — money in the bank. The 
new, revolutionary Amfile ‘“Combined- 
Order" discounts of an extra 5%, 7¥%%, 
or 10% are earned by merely grouping 
your orders for Amfile merchandise in 
lots of 10, 20, or 30 cartons. Think what 
these extra discounts mean to your net 
profit picture. Be smart, be thrifty. Buy 
all your supplies from one goods« = 2. 
Order today. 


» | File folders, 
Folder labels, 
Brief covers, \ 


Sheet protec- 


tors, Filing sys- 

| tems & sup- 
plies, Box files, 
Card trays, 


r Personal files, 


oe | Portfolios, 
: Albums. 















AMBERG FILE & INDEX CO. 
KANKAKEE, ILLINOIS 





Aty| automatic electric eraser 


good profit maker with a wide market 


Sa Wiad a 





Get your share of the profitable electric eraser business. Sell the 

fully automatic Barber-Colman electric eraser with exclusive 

self-starting feature. Just pick it up and start erasing. Quickly, 

smoothly erases pencil, ink, type fine lines or solid blocks. 
valuable timesaver needed by engineer-draftsmen 





Dept. N, 1244 Rock St., ROCKFORD, ILL. 
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Visi-Shelf File, inc. Moves 


Visi-Shelf File, Inc., formerly located at 105 Read St., New 
York City, has announced a move to new and larger quarters 
it 245 Broadway, New York City. 

The new offices have ample showroom facilities for dealers 
who wish to inspect the company line. 


Release Maco Price List Supplement 

The J. L. May Company, Inc., has distributed a supple- 
mentary price list covering changes in certain items in the 
Maco line. Extra copies are available for use by salespeople. 
[hey can be secured from the home office at 111 W. 19th 
St., New York 11, N. Y. 


Paper Mate Names Western Sales Chief 

Ellis Dodson has been named western regional sales man- 
ager for the Paper Mate Company. 

[his was announced recently by T. J. Welsh, vice-president 
in charge of sales. Paper Mate’s western regional sales offices 
are located in San Francisco. 


Boyer Joins Andy Huth Organization 

Charles Boyer has joined the organization of Andy Huth, 
manufacturers’ representative. Mr. Boyer, who was formerly 
with Goldsmith brothers in New York City, will be calling 
on the trade in behalf of Cooks, Inc., and M. G. Wheeler 
Co., accounts handled by the Huth organization. 





Bradley Corporation Changes Address 

The Bradley Corporation, wholesale distributors, announces 
change of address. New and larger quarters have been taken 
it 70 E. 45th St., Grand Central Terminal Building and the 
new mailing address is P. O. Box 1340, Grand Central Station, 
New York 17, N.Y. 





>HEARD the NEWS? 
Now Call 


A\ILILIEINI 


FOR ALL YOUR 


INKED RIBBON & 
CARBON PAPER NEEDS 


This 36 year old house offers stationers and 
dealers the best deal ever on competitively priced 
quality typewriter ribbons and carbon papers. Call 
Allen today for prompt sample service and quota- 
tions. All ribbons and carbon 
paper boxed under our trade 
names —or yours—as you wish! 


We guarantee you BIG PROF- 
ITS on our low price —top qual- 
ity products. Write, phone or 
wire now .. . get profit-happy 
with Allen! 


Phone BEekman 3-2255 


ALLEN & COMPANY 


Manufacturers 
DIVISION OF DIXON CARBON & RIBBON CORP. 


11-13 VANDEWATER STREET 
NEW YORK 38, N. Y. 
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cba Salle Top Quality 


Ash Trays, Smokers in Walnut, Brass, Bronze, Anodized 
Aluminum, Chrome and Baked finishes. Traditional and 
Modern Designs. Glass Liners or Screen Tops. 


No. 155 Costumer 


Metal Costumers in Satin Chrome, 
" f Grey, Green and Tan 
, 
ad No. 150 smoker introduced in 1946 and 


still one of the favorites in the Office 
Furniture field. Statuary Bronze Plated 
Finish, Satin Chrome 
and Golden Bronze. 
Other smokers in MOD- 
ERN designs with plain 
or TAPERED POSTS. 
Similar designs in 
solid walnut. 


No. 150 Smoker 


Write for complete 
catalog illustrating open 
type (glass liner) ash 
trays and smokers, 
others with LaSalle's 
new, special Super 
Safety Screen, still 
others in all metal-snuf- 





fer type. 


aka Salle PRODUCTS CO. 


2216 N. CLYBOURN AVENUE CHICAGO 14, ILL. 


Prong Binders 


for every possible use . . . when you need them! 




















15 styles — 177 stock sizes 


Because Cesco prong binders offer the advantage of 
safe, smooth, solid prongs with a wide arc for turning 


sheets, more and more users are ee from ring 
binders to these more convenient prong binders. Im- 
proved twin prong binder has so many advantages it 


SHOULD REPLACE ALL 2" RING BINDERS. See new 


catalog! 


Write for NEW Prong Binder Catalog "'D" 


THE C. E. SHEPPARD CO. 


44-07 21st St., Long Island City 1, N.Y. Established 1900 
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Q Poin = 


fo remember 


Apsco pencil sharpeners 
and desk accessories 
combine three factors of 
prime importance to the 
office equipment buyer: 
Efficiency, durability, and 
economy. That’s why this 
year, as every year, more 
requisitions specify: 


APSCO...America’s Office Choice! 


Apsco producis inc. 


Los Angeles, California 














Rockford, lilinois * Toronto, Canada 





TYPEWRITERS 
ALL MAKES 


THE UTMOST IN QUALITY 


jress 
bleed fe 
; 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST—BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST - NEW YORK 13, N. Y 
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Ne: only for a high- 
quality line... but also 
Sor those little extras and 
“breaks” that mean extra 


profit... stock WRITE. 


CARBON PAPER 
TYPEWRITER RIBBONS 


TYP-ROL Type Cleaner 
and Roll Finisher 





incorporated 420 Lexington Avenue, New York 17, N. Y. 





Factory: Bridgeport, Conn. 














Profits for you 


in ATLAS 


Complete Vertical 
Filing Systems for 


NEGATIVES 
OFFSET PLATES 
STENCILS 
X-RAYS 

ART WORK 
SWATCHES 
Atlas Stencil Files Corp. 


16716 Westfield Avenue 
Cleveland 10, Ohio 


dcdge wah ere . 
22) 2 ge cl ee 
Ber ll ia 


NEGA-PLATE HANGER 















Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details, 


Markilo 


902p S, Wabash Ave. Chicago 5, Ill. 











THE CLAROTYPE CO., me} aa 








—_ 
Handy dauber eliminates dirt like 
magic! No carbon-tetrachloride; 
non-flammable; striking displays, 
free advertising aids! 
ns, Order direct or from 
ee | your own jobber. 




















261 BROADWAY, NEW YORK 7, N.Y. Se 


FACTORY: Charleston. S. ¢ 
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Better Buys Because a . ) 
FULL-SUSPENSION FILES COMBINATION FILES NON-SUSPENSION FILES 
Tl Fe tas ? ? ae In 2-3-4-drawer. Legal 3 styles—available with and in 2-3-4-drawer. Legal 
/ he) re i rind / / / eller. or letter size. without combination locked compartment. or letter size. 


Write for Catalog and “Big Discount” Price List 
WELHAM METAL PRODUCTS CO., INC., Michigan City, Indiana 














ROLLING STORE LADDERS 
ROLLING LADDERS—Made from 
Jak or Birch 

SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. 

A’ and LIBRARY TYPES—require 





You can earn good 
commissions selling 
our complete line 


ASSMITMECERT SMI cheek covers, comm 
EXTRA segs toy 
COMMISSIONS <A. Re 


no track and are mounted on wheels 
with Automatic Safety Brakes 

WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
pped legs rest on the floor and 





institutions. 


prevent rolling. Made in 1 to 13 
step heights, and 4 widths. 


Send for Circulars 42-OA (Wood) & 56-OA (Steel) and Deeler Discount. 
Manufactured by 


I. D. COTTERMAN “* “aitciso"s* “* 


FIRST in the Field, FIRST in Sales — 
BEACH'S 


‘‘Common Sense’’ 


EXPENSE BOOKS 












al 






+}, 


You can send along a salesman 
. . with every business machine you sell! 


Keep Klean typewriter and business machine covers — black 
rubber, gray rubber, gray plastic. Keep your customers “ Dealer- 
Conscious” with your trade-mark and message on every cover. 
Write for prices, discounts, etc. now ! 


KEEP KLEAN PRODUCTS CO., INC. 4077 PARK AVE., N.Y. 57, N.Y. 


SPECIFY 


* Zar Ginest Quality 
TL Tee 


of Rubber Stamps 
and Marking Devices 


Samples, Prices: 


BEACH 
PUBLISHING CO. 
19829 W. McNichols, Detroit 19, Mich. 














Increase your PROFITS with _ 


(GE) STANDARD FORMS: — 


+ METER TICKETS + INVOICES 

+ COPYSETYES + PURCHASE ORDERS 
* CHECKS  —=—s «BILLS OF LADING 
+ W-2 TAX FORMS + REPLY MESSAGES 


2 to 5 part carbon sets with imprints. 
Best prices, delivery for dealers. 


FREE New catalog — Standard | 
forms, eon 1.8.M. forms, 
and tax NCR, etc. Write f 
pee ee 


CONSOLIDATED BUSINESS SYSTEMS. INC. 













Write for‘ your copy 
of our new catalog No. 80 






Bankers & Merchants, Inc 


i Av 71 Chicag 


30 Vesey St.. New York 7, N.Y BArclay 7-3687 


> Nort hef 


Fun “4 ODIV. 
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From Pearl Engraving Corp., 


comes the finest, 
cision-engineered keytops. 
Illustrated: 2 styles 
for all typewriters. 
For free s 


“Your key 
to better 
business”. 
amples and brochure, 
write Pearl Engraving Corp., 
29 East 19th Street 
New York 3, N.Y. 


‘ee \ Vea-Potut 





cis! LEAD POINTER 


For Perfect Lead Points 
BLUNT TO HAIRLINE 






Variable Taper Model Standard Model gives you points 
lets You Dial the up to %” long without breaking. 
taper you want Just insert lead and rotate lid. 






Preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS 


WRITE FOR LITERATURE AND DEALER PRICES 


SHORT 







ORIN ———— BME Vent ih eee 


BETWEEN BAKER STREET, COLOMA, MICHIGAN 
















FIRST IN FILING 
Your filing supply specialists 











Write for Dealer 
Literature & Prices 











HARDBOARD FABRICATC RS, INC. 


59 BRANCH ST « $T tours 7. 
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EXTRA PROFITS cust6mers 


FROM CHAIR SALES TO SCHOOLS © CHURCHES © CLUBS etc. 
WE DROP SHIP DIRECT TO YOUR CUSTOMERS 
NO HANDLING ON YOUR PART 


FOLDING TABLES 
CHAIRS — 138 STYLES 


@ STEEL OR WOOD 


@ FOLDING 

@ NON-FOLDING 

@ TABLET ARMCHAIRS 
@ AUDITORIUM UNITS 


® FOLDING TABLES (ALL SIZES) 
@ SCHOOL DESKS 
SPECIFY REQUIREMENTS (Quantity, Stee! or wood) 


Adirondack Chair Co. 


Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 











ly 
Quaranteed assurance *& 
a quality 3 


BOP 


. Se tables 
@ telephone tables 
@ book and catalog stands @ arch files 
@ desk trays @ chair mats 
clipboards — laminated wood, @ costumers 
hardboard, and plastic @ chalkboards 


Write or wire for latest catalog and price list C Sia) 


" STEMPEL MFG. CO. 7222, Roveata street 







@ reception room tables 














For Even A Small Office. . . i 
Sco =z : ae 
| 105° 
eS f é 
electrically BS —} F,0.B. Factory 
| x 
opens 200 to vif gitaranion! at 
300 letters a (Prices subject to 
per minute —. 
ARNOLD MACKENZIE, INC. 
3133 Overlook Drive, Minneapolis 20, Minna. 























CLEANS... Typewriters, 
Billing Machines, Addressing 
Mecthi. \ Addressi: 9 Plates, 
Marking Devices and many 
others... 





OA—2/57 



































PTT fT A 


FAMOUS KOL STANDS IN NEW DECORATOR COLORS! 


Now you can have the famous KOL quality office stands in new matched 
Decorator Colors to match or complement your office! Choose from Mist 
Green, Hammergrain Grey, Forest Green, Desert Tan or Mahogany Brown. 


@ Exclusive “NOISESTOPPERS" for office quiet! 
@ Rich-looking baked enamel! finish! 
@ Easy-rolling, non-marking rubber casters! 


2323 ELLIS AVE. 
AUL 14, MINNESOTA 






ania It costs less to draw from our huge 
SHOW stock of desks, chairs, steel! furniture, 


ROOMS leather furniture and accessories. 


OFFICE FURNITURE WHOLESALE DISTRIBUTORS 


NEW YORK 4, N.Y. MIAMI, FLORIDA LOS ANGELES, CALIF 
74 BROAD ST. 155 W. FLAGLER ST 830 WILSHIRE BLVD 
BOwling Green 9-8231 828484 TR-7003 


Vay (0 AG VA 
MOM LLL LL 
Yee shee 


INK and STAIN REMOVER 


- Ss 3 geo ae 





Ait ce) melt) Se we \nelc 








THE LEADER 
7 IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 





ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 

1913" Commerce St. 545 Mission St. 


SERVING THE OFFICE MACHINE DEALER FOR 51 YEARS 








FREE DISPLAY 












=e ae Whitney 

a oo NAMEPLATES 
=m and 

EE DESK SIGNS 


Most complete line. Biggest 
discount. Used in leading 
banks, offices etc. Fast de- 
livery. 


WRITE TODAY 
Cc. M. WHITNEY CO. 

















A Specially lem 
SELL MASTER SPEED KEYS 
eee telaia 

Typewriter Key 


fer old and new typewriters, 
bookkeeping and billing machines. 
Don’t Delay 

ORDER TODAY! 
ADD THiAT EXTRA PROFIT 


SPEED KEY CORPORATION 32,50". Sot 
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West Springfield, Mass. 





20 SENTRY SALES 
A MONTH 
$10,500 PROFIT 
PER YEAR 


The Neal Safe & Equipment Co. of 
Jackson, Mich., is cashing-in with 
SENTRY—the only quality-built 
small safe priced to sell in volume 
to homes and small businesses. Why 
not you? Write today for full details. 


JOHN D. BRUSH & CO., INC. 


545 West Ave., Rochester 11, N. Y. 


s e stec 
“a $6995 


Ste jora a 
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Smo-o-o-th Gliding Desk Drawers 
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| 

REPUBLIC STEEL | ! 
B E Fe G E R D } V i Ss I Oo N | CZ Information on available dealerships. : 
| <2 

| | 

| | 

7 | 

| | 


CANTON 5, OHIO 





Demonstrate to prospects how Republic desk drawers slide silently 
on nylon “glides” with effortless, finger-tip operation. It’s an appeal! 
that can’t miss. 

Then point out the all-welded steel construction that assures 
rigidity . . . the distinctive styling . . . the stainless steel trim that 
never loses its luster . . . the array of beautiful colors and finishes. 

These features and more are built into every Republic desk— 
from the handsome Executive Conference model with its big 21- 
square-foot desk top to the many secretarial and special-purpose 
units for the multitude of office requirements. Republic’s big line also 
includes matching desk-high cabinets and telephone stands, tables, 
filing cabinets and other equipment—all designed to simplify office 
procedure—make it more pleasant, more economical. 

Get all the facts and prices on Republic Steel Office Equipment, 
made at Republic’s Berger Division. Simply mail coupon below. If 
you want oe latest information on available dealerships, please 
indicate on coupon. 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION 

Dept. C-3036 

1058 Belden Avenue « Canton 5, Ohio 


Please send: 
C2 Illustrated booklet on Republic Office Equipment 








Name __. Title 


Company — 





Address— —- 



















































































for Quick Service 


See other side 
Inquiry Card 
covering new 
sales aids in 
this issue 


products and 
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QUICK SERVICE 


OAs: auiRY CARDS 


- .NEW EQUIPMENT & SUPPLIES 


All new products illustrated and described in this issue 
in a section beginning on page 42 carry key numbers 
duplicated on the card below. If you are interested in 
an item, or several items, simply circle the corre- 
sponding key numbers 0.) the card and mail at once 
Your inquiry will be forwarded without delay. 





SALES STIMULATORS. 


Manufacturers’ sales aids announced in a section of 
this issue beginning on page 62 all carry key num- 
bers duplicated on the card below. For additional 
information simply circle the key sumbers on the card 
corresponding to the number assigned to the Sales 
Stimulator in which there is interest and mail the card 
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Rock-A-Tilt suspension insures 
easy operation, safe balance 
maximum accessibility. 


Compartment when closed pro 
tects contents from damage or 
loss, eliminates dirt. 


High Style Hardware 
combines spring latch, pu 














Exclusive guide—one size 
serves both letter and legal 
file. Filing system may be read 
from either end, uses standard 
individual folder. 


All compartments simultane 
ously available for finding and 
filing. 


Saves floor space —Open com 
partment projects less than 
the distance of a standard file 
drawer. 




















*Letter size 


X-ray look at the Pro- Vile 


an easier way to file 


T a 
b ) E 


Now available for both the private and 
general offices—the new Pro-Dile - 
a completely different approach to the 
housing of business records. 

[he “rocking shelf” action of the 
compartment requires minimum effort 
and provides maximum accessibility 


Completely engineered for operating 
efficiency and designed for moder 
office decor the Pro-DFile is 
available in Neutra-Tone Gray, Drift- 
wood Tan, and Surf Green. 

Let your local representative 
demonstrate the new look in filing. 


Boe eee ee Ed i 


Letter size available in 2, 3 and 4 compartments 
—legal size in 2 and 3 compartments — Minimum 
compartment projection keeps center of gravity 
inside cabinet — makes stacking safe and efficient 
for maximum utilization of floor space. 


YAWMAN~*2 FRBE MFG.(Q. 1015 say street + rochester 3, N. Y. 








YOU CAN PAY MUCH MORE IF YOU WISH 






Heyer has broken the price barrier with the new Mark II Conqueror 
automatic electric spirit duplicator. Every office duplicating job— 
bulletins, form letters, sales plans, special office forms, etc.—can 
be produced much more easily on the new Model 76 Mark II 
Conqueror, at the rate of 110 clear, crisp copies per minute in 1 to 
5colors ... ata fraction of a cent per copy. Its constant speed 
produces better and more uniform copies; it frees the operator 
so that the copies can be observed; it permits pressure and fluid 
controls to be adjusted at will; and most important... there's no 
effort on the operator's part! The Model 76 offers all this... at 
a price that can't be matched. 








B move. 0 ~>Lrrwke 
PCONQUEROR 


For those who are looking for 
# a fine quality duplicator at 
= the lowest possible price... 
=» the hand-operated Model 70 
men Mark II Conqueror is the per- 
fect buy. It has been completely redesigned too, and now features 
a new Feed Release Button as well as Paper Stackers, previously 
found only on the Model 76 automatic electric duplicator. The 
Model 70 Mark II Conqueror hand-operated duplicator prints up 
to 110 copies per minute of anything typed, written $4 95 00 
or drawn on the master...in1 to 5 colors at once. Plus Tax 














but now Heyer offers push-button 
duplicating at little more than the 
price of some hand-operated machines 


AUTOMATIC ~-Goarek LZ 
CONQUEROR 


SPIRIT DUPLICATOR 








Engineering improvements on the Model 76 Mark II Conqueror 
include a brand-new Feed Drive Mechanism which works only in 
a forward motion... eliminates the lurch found in old-fashioned 
reciprocal drives. It has new High Precision Clutches and Nylon 
Gears that are quiet and need no lubrication, plus an 11” and 14” 
Cylinder Stop. The completely redesigned Motor Drive gives 
smoother operation, while the conveniently positioned Motor Bar 
permits effortless fingertip starting. Operating instructions are 
permanently printed on the Model 76, so anyone can operaie 
it in a jiffy. Feature for feature ... this Mark II Conqueror is the 
biggest value in spirit duplicators today! 





The HEYVER Corporation ies 
1852 South Kostner Avenue, Chicago 23, lilinois 5 


[] Send additional information about the new Mark II a 
Conqueror duplicators. i 


NAME___ : _ __ POSITION __ 
COMPANY 


ADDRESS 


2 [] Please arrange a demonstration. 





CITY STATE 





THIS AD APPEARING IN LEADING CONSUMER PUSLICATIONS 





